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| Hardware Merchants 


Those who desire Saws and Saw Tools 
which have behind them a definite back- 
ing that insures rapid turnover, are in- 
vited to investigate our facilities for as- 
sisting in resale of our products to Car- 
penters, Mechanics, Farmers and the 
Man Around the House. 


Our products are of the highest possible 
standard, and we are proud of our abil- 
ity to assist other high grade organiza- 
tions to properly present their merits to 
prospective customers. 


A Perfect Saw 
For Every Purpose 


E.G, ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Indianapolis, Indiana a 














Branches = iches: 
ATLANTA = MINNESE i © PORIL? °VANCOUVER, B. C. 


CHICAGO NEW OREE "SAN FRANCISCO SYDNEY, N.S. W. 


MEMPHIS NEW YORK SEATTLE PARIS, FRANCE 


Machine Knife Factory: LANCASTER, N. Y. INDIANAPOLIS FACTORY Canadian Factory: HAMILTON, ONT. 
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Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 


Advertising Index, Page 263 Editorial Index, Page 125 
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Hardware and Paint 
“Things 


Successors TO Reto ano HaPwoos 


Hellywood Bwd at Vermont Avrense 
July 11, 1924 


nr 
Los ANGELES CALIF 


be de kK. Nissen, 
Room 302 Celo colde., 


Los angeles, valif. 


Dear Sir: 
In reply to your letter of July 7, asking for our 


experience with the FRAi.TZ Line of Hardware, it gives me pleasure 


to state that we ha:e been stocking thie line for the past seven 


years, and heve had exceptionel results. Our oustoners ere 


exceedingly w.11l satisfied, always repeating on their purchases. 
The vcraice is right, the method of distribution and 
eveilable stock being & great advantage, to say nothing of the 
sirplicity of packing and inetalletion. 
I uphesitatingly recommend the FRANTZ Hardware to any 
dealer as a live, moving line. 
very truly yours, 
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are 


cellent evidence in the court room. But what ménu- 
facturing concern can use finger prints to prove to the €on- 
sumer of its products that those products are the best to be fhad? 


tt us forget the finger prints, the photos, the confessions, 


nd tet the entire burden of proof fall on a single testimonial, 


ust ah ordinary letter, written by an ordinary man, on \ordi- 
ary stationery. 

If Frantz products did not give entire satisfaction, Jetter 
uch as the above would never be written. It is the Yrepea 
ales that make for popularity. 

Any further information may be had from our Dept/HA-3. 
( 
| FRANTZ MFG. CO. 


j 


\ STERLING, ILL. 


February 5, 1925 
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Here’s a Window Display— 
Worth Putting in and Keeping in! 


It’s so simple it won’t take much of your time. It’s so adaptable it accommodates 
itself to any space. 


It’s part of the PYREX Tenth Anniversary Program 
to increase your sales and profits 


and it costs you only the effort of writing your store name and address! It 
offers you 


1. A new idea in a Window-selling Display; 
2. Cook Books for Free Distribution; 
3. Broadside for Window— 


inviting your patrons to come in for the Cook Books and featuring in 
enlarged form the first of the important Four-color pages appearing 
throughout the year in Ladies’ Home Journal. 


There’s still time to get this display, if you act today 


1925 is ene ee nee nana nnnnnennnnnnnn nnn enenenn nnn nnennannnnnns, 


PYREX 10th CORNING GLASS WORKS 


CORNING, NEW YORK 
ANNIVERSARY 
Watch for 
Announcement 
March Ist! ee eumumamanaiiana 


PYREX Sales Division, Corning Glass Works, Corning, N. Y. 
W orld’s Largest Makers of Technical Glassware. 


LALLA NS LN la LM TEEN LN ADA MEE bP heated aOR! IAA ADA 


We will cooperate with your February Advertising and Sales Plan. 
Send Display Material and Cook Books. 


Address 
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Ship a husky Hot Shot crew 
as at te : j ye ‘ 


RBs Crapisecs igissbecsss 
telephone Arie 
telegraph Bi 
doorhcils ie iis 
buzzers 
synestese hesat TRE LOTS 
heat regulators 
tractor ignition 
Starting Fords 
nnging burglar 
alarms 
protecting ba 
Vaults 
electric cloc’ 
calling Pull! 
parts ‘s 
firing blas 7 e. 
lighting 
and ov =” %, 
runnin = ¢,,."4 
radio” «ss sr 








Pass the batten or close the switch, and Cotursbia Feervadys 
spring inte inant action.. Open the ewnch and evers exlract- 
ing Sctvay store Betwcen jobs thee resaow theirs efetey. 
Per more than thirty vears Columbia Evercudys hase been 
known forthe vigor arad snap with which they do their work 
in home and office, is factors and feid, mine and canip. 
For every dev cell use, buy the good old rehable and econmom 
dad. 6 herein, F vege ds Jor, Batiexs i jaws, ees 
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im @ ano aul 
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There’s a forceful 
advertising campaign 
behind et hoe 
Columbia Evereadys [a 


THERE are fifty-two of the leading magazine fied with this enormous advertising campaign 
and class papers, putting more than 500,000,000 makes Columbia Evereadys the first choice of 
advertisements into circulation. Then there every far-seeing battery dealer. Order from 









, INSPECTED ; 
TESTED 
REWIABLE 


TIONAL CARBON 


AT Laaern - 
NOMS teLane cree oan 





are 442 newspapers blanketing the country, 
which will put 156,000,000 more Columbia 
Eveready ads into battery users’ hands. 


Columbia Eveready Battery quality forti- 


your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 


New York SAN FRANCISCO 


ATLANTA ; CHICAGO DALLAS KANSAS CITY 
Canadian National Carbon Co., Limited, Toronto, Ontario 


Columbia 
Dry Batteries 


~they last longer 





or 
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TKINS 


mw SILVER 
STEEL 


Pruning and Pruning Saws 
£ Success in pruning can be greatly 
aided by selling the workman the _ ; 
right saws—ATKINS. wats / 


Atkins Pruning Saws are 
adapted to the purpose. They 
are made the proper shape, , 
so as to be available for +} 
use in cramped places— “™ 
and the correct balance 
so as to make the saw 
easy to handle— 
both of these are 
important facts 
to consider 
when _ order- 
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POPULAR PATTERNS 
of Atkins Pruning Saws 


Atkins No. 4 A oS 


Atkins No. 7 Tapered Atkins No. 10 Tapered 


PLACE YOUR ORDER PROMPTLY 


You will not make a mistake by ordering Atkins Pruning Saws. Send to us for copy 
of our book ‘‘Pruning Pays.’ Give us the names of those who use Pruning Saws in 
your locality and we will send one of these books with your imprint thereon to each 
prospect. Address nearest point below. 


E. C. ATKINS & COMPANY 


Established 1857 THE SILVER STEEL SAW PEOPLE 
Machine Knife Factory: HOME OFFICE and FACTORY: Canadian Factory: 






































Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle 
Chicago Minneapolis New York San Francisco 


Vancouver, B. C. Paris, France 
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LOOK INTO IT 
TRADE MARK REGISTERED 
| The Patterson-Sargent Company | | 
Cleveland Chicago New York Kansas City St. Paul 


Detroit Long Island City Boston 
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Two People Profit 


with the 
Sale of 
Every 


DEXTER 


DOUBLE 
TUB 


Your Customer — And You 


] —She gets a washer that will wash actually ][—Make a better profit on each Dexter 
twice as many clothes in the same length Double Tub sold, because it takes less 
of time, as any single tub washer. Its two selling effort and it stays sold. You don’t have 


large capacity tubs with complete wash- to use “‘cut-and-dried’’ washer selling arguments; 
its practical advantages are obvious and a demon- 

















sy A egua in each—cut washing time stration is thoroughly convincing. 
2—Increase your turnover, for every Dexter 
Double Tub sold immediately becomes ar: 


2—Sshe can do the ordinary family washing in 
about an hour and she gets the clothes active booster for your store, producing prospect 
beautifully clean without soaking, boiling for new customers in every neighborhood where it i:3 
‘ sold and increasing your washing machine business. 


or hand rubbing. Double capacity means 

double speed, double value. 3—We have one of the most complete and 
’ most practical co-operative sales plans that has 

ever been devised for selling washers—a plan 


a iti h 
3 om ante. to a better washer, she gute a which our dealers tell us has been largely responsi- 


better washing P lan—the clothes goright ble for their success with the Dexter Double Tub. 
through m 1-2-3-4 order without an extra A postcard will bring complete details of our ex- 
step or a single backward move. clusive agency proposition. Write today. 


Warehouses at 
Peoria, Columbus, Harrisburg and Utica 


THE DEXTER COMPANY °° Fairfield, lowa 
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H. C. WHITE COMPANY | 
ANNOUNCES 





Sweeping Changes, Improve- 
ments, and New Goods. 


line for 1925 is a surprise! 





| 
| 
| 
| 
| 
White’s “KIDDIE” Vehicle 





Hl. C. White Company, North Bennington, Vt. 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Satzs Office—Fifth Avenue Building 


Ps ex ie ey 
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‘ The Value of a Name 
| | KIDDIE-KAR 


a 


N his book on trade marks, Wm. C. Linton of Washington, : 
«/ D.C. comments on the name KIDDIE KAR as follows: 7 


fo Soy AeA 
ae! Binatia Wt, 
—— 


‘There are trade marks so admirably adapted to 
their purpose that they are classifield only as a work i 
of genius... KIDDIE KAR is another mark un- 
doubtedly resulting from the inspiration of genius.’”» | 


foundation on which KIDDIE KAR prestige has been built. 
: We value the name highly—but its worth is measured entirely 
< by the approval which the public has placed on that which the 





An appropriate name, however, is but a small stone in the 


name represents. 


Protecting the exclusive rights granted to us by the United 
States Patent Office, in the vigorous prosecution of all infringe- 
ments of the name, is one of the incidents relating to the con- 
duct ot business—but only an incident. Our greater obligation 
lies in the continuance of our established standard of excellence 
in material, workmanship and design, as these alone have 


created all that is of value in the name KIDDIE KAR. 


We are conscious of a distinct responsibility to maintain all the 


SS ee 


——————— 


essential elements of manufacture and business policy which 


SS 


| have made the name KIDDIE KAR worthy of the enthusiasm 
accorded to it by the trade and the public. 


| 
: 
| 
| 
| | 
The increasing co-operation of the trade in showing KIDDIE 
KAR when KIDDIE KAR is asked for, is evidence of the value ~ 
of a good name backed by a good article. 


| 
| 
| 
| 
| | H. C. White Company, North Bennington, Vt. 
“KIDDIE KAR” and “KIDDIE” Vehicles 
i Trade Mark Trade Mark 
| | New York Sales Office—Fifth Avenue Building 
| 
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Hitch Up This Advertising 
to Your Store—It Pulls in Profits 


Sand’s national advertising in these publica- 
tions is reaching over 1,300,000 actual and 
potential level users. It tells them why to buy 
Sand’s Levels. Use your window to tell them 
where. Feature a Sand’s Level and other tools 
in your store advertising. Level illustrations 
furnished free on request. 





Easier to Sell—Their Reputation 
is Established 


Master workmen prefer Sand’s Levels for 
their permanent built-in accuracy, conveni- 
ence and dependability. Amateur tool users 
follow their lead. 


The Building Season is at Hand 


Sand’s Levels are recognized as quality tools. 
Display them now. They’ll help attract the 
buyers of good tools at the season they’re buy- 
ing. Your a can supply you. 


Use This Card i in Your Window— 


Free on Request—Send for It Today 


ple : : 
Genuine 


L SANDS 
>. LEVELS 


D | Aluminum o- Wood 


SANDS LEVEL & TOOL co. 


8626 Medbury?Avenue Detroit, Michigan 
































no ae - he oe) eed 


= See Ot OT, ee eae te 
x kT AREER areca 2 2s eS teeayh, £0 





; 
3 
vm 
Ba 
- 
i 


February 5, 1925 


Youll hi 
“tor These | 





This window and counter display 
stand will work for you. Ask us, or 
any Osborn distributor. 

\ 


eek 








These well-known houses are authorized distributors for 
. Osbern Blue Handle Household and Personal Use Brushes 


The W. Bingham Co., Cleveland; The Bost- 
wick-Braun Co., Toledo; The Bronson & 
Townsend Co., New Haven; Buhl Sons Com- 
pany, Detroit; Burhans & Black, Inc., Syra- 
7 cuse; Decatur & Hopkins, Boston; Evansville 
* Supply Co., Evansville; C. H. & E. S. Gold- 
berg, New ‘York City; Charles Hubbard Son 
& Co., Syracuse; Janney, Semple, Hill & Co., 
Minneapolis; Lee-Kountze Hdwe. Co., 
Omaha; Logan Gregg Hdwe. Co., Pittsburgh; 
Minneapolis Drug , Minneapolis; Morley 
Bros., Saginaw; ee Drug Co., Duluth; 
Philadelphia Wholesale Drug Co., Philadel- 
phia; Plimpton-Cowan Co., Inc. . Buffalo; 
John Pritzlaff Hdwe. Co., Milwaukee; The 
Salt Lake Hdwe. Co., Salt Lake City; John 
L. Thompson Sons & Co., Troy; ownley 
Metal & Hdwe. Co., Kansas City, Van Camp 
Hdwe. & Iron Co., "Indianapolis; The Wald- 
ing, Kinan & Marvin Co., Toledo. 
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Keep the Brush Business 
In Your Store— 
Where It Belongs 


Osborn Blue Handle Household and 
Personal Use Brushes and the new 
Osborn Display Stand give you weapons 
with which to combat the house to 
house brush canvasser. 


People buy brushes from “glorified ped- 
dlers”” because they are asked to buy 
them. 


This new Osborn Display Stand is an 
effective salesman— it will help you sell 
customers in the store. 


Osborn brushes are consistently adver- 
tised—and are fast becoming familiar to 
all consumers. 

They are priced right; ingenious in de- 
sign; finest quality and distinctive in 
appearance. 


Profits are liberal. 


Leading distributors and hundreds of 
retail stores are now doing a growing busi- 
ness in Osborn Blue Handle Household 
and Personal Use Brushes. 


Write to us or to any of our distributors 
for details about the definite plan behind 
this campaign to keep the brush business 
in the legitimate stores. 


The Osborn Manufacturing Co., Cleveland, Ohio 




















Osborn Blue Handle House- 
hold and Personal Use 
Brushes are never sold by 
canvaesere or solicitors. 
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Osborn Blue Handle House: 
hold and Personal Use 
Brushes are sold only through 
selected retail stores. 










































MAKERS OF QUALITY BRUSHES SINCE 1892 
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In a City of 50,000 There Are 
3,300 Buyers for the Yost Vise 


In a city of 10,000 there are 667 buyers, 
in one of 5,000—334 buyers. 

The Utility Vise market is big enough 
to warrant every hardware merchant in 
going after the business. “Two motor- 
ists in every three, whether 
city man or farmer, own or 
rent a private garage 
where they do their repair 
work. 


All need a Yost Vise be- 
cause of its great useful- 
ness and these five features 
—renewable nut, crucible 


Patent 
Pending 






steel jaws, renewable pipe jaws, swivel 
base plate, steel beam, screw and handle. 
The Yost is made in three sizes, 14, 18 
and 29 pounds. 


Ask your wholesaler or write for de- 
scriptive matter and dis- 
counts. 


We also manufacture a 
complete line of machin- 
ists’ Vises, pipe vises, 
hinge-pipe vises, drill press 
vises, combination  vises, 
wood - working vises, gas 
soldering furnaces and 
anvils. 





Guaranteed 


YOST MANUFACTURING COMPANY 
Post Office Box No. 443 


Meadville, Pa., U.S. A. 


. ee 





—_. Size Carton Width Jaw Jaws Open Holds Pipe Weight 
Inches Inches Inches Inches Riecntdie 
343 4xOxiI2 3 32 “4 to 14% 14 
3432 4xO0x 12 3% 4 4 to 1% - 
344 Packed Loose 4 5% 4 to 2 20 
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Yost Utility Vise 


Vise 








HOUSEHOLDS -FARMS-PRIVATE GARAGES 
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Sell the rope your customer 
wants to buy 


HE easiest rope to sell is the kind without fail the strength you have a 
your customer wants—the kind he right to expect. 


can depend upon for long, faithful service. Its distinctive mark of quality—that 


If he can get it at your store, then he quickly recognized blue thread marker 
has one more proof that the brands of between the strands—not only makes it 
merchandise you carry are reliable. If easier for you to sell the first time, but 
you sell him inferior rope, he may become gains permanent customers for you as 
dissatisfied, and you run the risk of los-_ _ well. 
ing a customer. So also with H. & A. ‘Red Heart” Sisal 

H. & A. “Blue Heart” Manila Rope Rope, spun from pure sisal fibre by the 


helps to build your business. Spun from ‘S@™© skilled rope makers. 
pure long manila fibre by skilled rope Build a permanent rope business in your 
makers, it will wear longer and deliver territory with the famous H. & A. brands. 





H. GA. “Star Brand” Binder Twine 


evenly spun from the best fibres is of full yard- 
age, and has ample strength for binding purposes. ° 











The Hooven & Allison Company 
“Spinners of Fine Cordage since 1869” 
XENIA, OHIO 





Uhhh, YRSSBAy : ; 
MILLS: MILLS: 
Cincinnati, Ohio North Kansas City, Mo. 
Xenia, Ohio Covington, Ky. 
Naa 


H®&®A “Blue Heart” Manila Rope 


Trade-Mark Reg. U.S. Pat. Off. 
© 1925, The Hooven & Allison Co. 
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Fines 
LE RIOTS 


ashing no Wages 


/ 
Their mute, but irresistible, appeal is effective the moment a 
wrench user enters a store; the customer serves himself. No 
attention from experienced clerks needed; no sales expense be- 
yond wrapping the tools and receiving the cash. 


Boards carrying 9 different assortments are free to all dealers 
handling Williams’ Superior Drop-Forged Wrenches. 


Ask for “Silent Salesman” Book. 
J. H. WILLIAMS & CO. : 
‘“‘The Wrench People’’ 4 
BUFFALO Chicago 


a 


Loe 








Cnn 
“SILENT SALESMEN” 
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This display stand holds one of 
each of the models of 


PRENTISS VISES 


the vises that are demanded by those 
who want the best. 


This display will be loaned to you 
FREE on receipt of your order for 
the famous PRENTISS VISES 
needed to fill it. 


Write your jobber NOW for yours. 


Here’s the most 
effective sales-maker 
you ever had in your 
store | 


PRENTISS VISE COMPANY 


106-110 Lafayette Street, New York City 


“The best vise, merchandised best.” 
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STILLSON® (like Wal- 
worth) is a trade mark 
and registered by its 
owner — the Walworth 
Manufacturing Com- 
pany — in the U.S. Patent 
Office, in the several 
states and in foreign 
countries. 





Dan Stillson’s 
own mark 
is the mark of 
WALWORTH 


“DAN,” they said, “ twist off that pipe or 
break your wrench.” A few minutes later 
Dan Stillson came back into the Wal- 
worth office with a piece of 144-inch iron 
pipe twisted in two. His new wrench 
was intact. 

That was in 1869. Ever since then 
Walworth has made Stillson wrenches 
and stamped them with Dan’s own mark 
in the drop-forging of the top jaw. 

The trademarked STILLSON you 
can buy today in all sizes at most hard- 
ware stores is the same sure-gripping 
wrench with the same easy knack of 
taking anything round, square or hex- 
agonal between its teeth and turning it 
any way you want it to go. 


WALWORTH 
STILLSON’ 


“The Handy Helper in Every Home” 


WALWORTH MANUFACTURING CO., Boston, Mass 
Plants at Boston and Kewanee, Ill. Sales Units and Distribdtors in Principal Cities of the World 




















From The Saturday Evening Post 


January 24th issue 
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Starting the New 


Year right with 
more STILLSON 


advertising— 


Continuous national advertis- 
ing in large space will back up 
STILLSON selling and keep cn 
reaching out for more sales in 
your biggest market this year, 
the same as ever. 


The advertisement reproduced 
here from a half page in the 
Saturday Evening Post is the 
first of the new STILLSON 
series for 1925. It features the 
‘‘Handy Helper’’ size, the kind 
that you getin pocket pack- 
ages. (That is, you get them 
if you specify the Walworth 
carton packing when you’re 
ordering STILLSONS). These 
Walworth displays keep 
STILLSONS out in front, where 
they sell quickest. 





STILLSON* (like Wal- 
worth) is a trade mark 
and registered by its 
owner — the Walworth 
Manufacturing Com- 
pany—in the U. S. Pat- 
ent Office, in the several 
states and in foreign 
countries. 
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CRECOITE | 


“Tools You Can Sell With Confidence” 
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|S bape A LINE of general utility 
tools for householders and amateur 
tool users. ‘There’s a large and growing 
demand for tools of this class—serviceable 
quality at medium prices—and the special 
province of the Crecoite line is to help you 
take care of this trade. 
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The Best Quality on the 
Market at Any Price 
OW is the time to 
anticipate your re- 
quirements for spring in 
the new line of MARION 
forged tools— 


Hedge Shears 
Grass Shears 
Sheep Shears 
Mule Shears 


Grass Hooks 


If you have not received 
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Pronounced CRE-CO-ITE 


OS: 


All Equipped with Grady Wedges— 
Easy To Keep the Heads Tight 
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Because Crecoite was developed in our 
laboratories for the special purpose of 
making good tools, because of our 30 years’ 


your copy of our special 
catalog No. 16 covering 
this line we will gladly 
send you one upon request. 
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steel-making experience and vast resources, 
we are able to offer Crecoite quality at 
prices most attractive to the consumer and 
yet carry a dandy margin of dealer profit. 
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There’s a complete line of Crecoite tools—camp axes, boys’ 
and men’s axes, hatchets and hammers. If your jobber can’t 
supply you write today for further information and catalog H. 


MARION TOOL WORKS, Inc. 
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Marion, Indiana 
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No. 745 
Saw Vise 
Smothers 
Vibration 











No. 774 Ratchet Tap Holder in 
Three Lengths of Shank 










No. 692 Ratchet Rim Wrench 
Handles Disc Wheel Hub Nuts, Too 















No. 751 Height Gauge Attachment 






No. 871 Slide Caliper Rule with Fine 
Adjustment 

















Make Our New Tool Supplement 
Your Spring Buying Guide 














RADIO SET No. 696 








— aD Make the New Tool Supplement to our No. 15 Catalog 
your Spring buying guide. There are over forty fine new 
= tools shown in it. Each one of them the kind that it’s bet- 


any oes OSE ter to fight with than against. Not a one of them that isn’t 


worthy of a place in your regular stock. 


No. 696 Radio Tool Set It introduces a new Ratchet Mechanism that sets an en- 


Get It in Stock Quick tirely new standard for ratchet reliability. It’s fool proof 
and strong beyond belief. It will practically eliminate re- 
turn of ratchet tools for repairs. 


If you haven’t received a copy of this booklet write for 
Supplement 15A today. 
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GOODELL-PRATT COMPANY 


Aw A Y 7 
No. 657 Trammell Rule ~ 
Greenfield Massachusetts 
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Just a minute’s demonstration with 
the Faultless Demonstrator—a min- 
ute more for the customer to answer 
three simple questions on the Fault- 
less Caster Chart, which indicates 
the proper size, and kind of caster 
to specify—and the sale is made! 
The Faultless Selected Sellers put 


the profit in caster sales—cut the 
“spoilage” from handling stock for 
demonstration —save the time 
wasted by salesmen in guessing at 
the caster needed, reduce to a log- 
ical minimum the casters you need 


to supply the demand. Ask your 
jobber! 





























NOELTING 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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F | | [ +.  Faultless Truck Casters definitely retain their smooth 
QUuitless running characteristics under the shock of great 
loads, and the abuse of busy industrial service. 


~ 
[ TUC \ Pressed from special heavy gauge steel, generously 
~ designed, extra heavy in tread, they meet the need 
( Cs [ CTS for long service. Wheeled with cast iron, rubber, 
ee re or felt, made in both rigid and swivel types, in indus- 
trial sizes. 


A card brings you—*' TRUCK CASTERS!” 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


NOELTING 


FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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Order Before Feb. 14th. 


If you haven’t already placed a good-sized order with 
your jobber for TRIMO Pipe Wrenches, do so AT 
ONCE so that your window and counter displays will 
tie up your store with our big national advertising cam- 
paign which starts Feb. 14th with a 


FULL PAGE ADVT. 
In the 


SATURDAY EVENING POST 


which will be re-enforced with attractive advertisements 
in Country Gentleman, Farm Journal, Successful Farm- 
ing, Popular Science Monthly, and twelve national 
periodicals reaching skilled mechanics in many in- 
dustries. 


Besides TRIMO Pipe Wrenches in steel handles, be 
sure to ask your jobber to send you several of the 10 inch 
WOOD Handle sizes put up in individual cartons and 
packed six in each display box. We are featuring this 
box in our full-page “POST” advertisement and you 
will surely INCREASE YOUR SALES by having 
these displays prominently located in your store. 


NOW is the time—TODAY—to order TRIMO Pipe Wrenches 
from your jobber and keep them displayed at least a whole week 
—Feb. 14th to Feb. 21st. 


Trimont Mfg. Co., Roxbury, Mass. 


America’s Leading Wrench Makers 
for Nearly 40 Years 


Order several 
of these 














TRIMO Pipe 
Wrenches in 
STEEL Han- 
dles in eight 
sizes, 6, 8, 10, 
14, 18, 24, 36 
and 48 ins.; in 
WOOD .Han- 
dles in four 
sizes, 6, 8, 10 
and 14 ins. 
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THE ORIGINAL STILLSON PATTERN PIPE WrENcH-THE ORIGINAL STILLSON PATTERN PIPE WRENCH 
e & 
The-grippin strength 
| e 
of brute jaws ¢ 







STILLSON WRENCH 


Extra wear where the tear comes is outstanding in 
MORCO Stillson Wrenches. The heat-treated jaws 
have the tenacious grip of brute jaws. That means 
user and dealer satisfaction. 


MOORE DROP FORGING CO. 
Springfield, Mass.US.A. 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. i8 Rue Corbeau 30-34 Rue Locquenghien 








THE ORIGINAL STILLSON PATTERN Pipe WRENCH-THE ORIGINAL STILLSON PATTERN Pipe WRENCH 
I iti ee ee 
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Comets 
20,000 


“Small Tool” Items 
at your service 


























The best place to go for a complete stock of threading 
tools is where a complete stock is on hand. “Headquarters” 
gained and has kept its reputation by always having available 
for immediate shipment, the most complete stock of threading 
tools to be found anywhere. 














Dealers can appreciate what this means. Instead of depending on a half 
dozen manufacturers for their different screw cutting tools, they can buy them 
all from ove reliable source. This saves them money by decreasing clerical 
work, postage, cartage and handling charges. 

Safeguard your own stock by getting in touch with— 


HEADQUARTERS 











GREENFIELD § TAP AND DIE 
CORPORATION 


GREENFIELD, 4 ** MASSACHUSETTS 


Chicago Store: 13 So, Clinton St. New York Store, 15 Warren St. 
Canadian Plant: Greenfield Tap & Die Corporation of Canada, Limited, Galt, Ont. 
London Office: Greenfield Tap & Die Corp., 1389 Queen Victoria St., London, EB. C. 4. 
@TD Screw Plates, Taps, Dies, Reamers, Gages, 

Pipe Tools, Twist Drills, Milling Cutters 
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CRESCENT TOOLS 









































Let them talk to the 
window-shoppets, too 


N the counter these Crescent displays tell their sales story 

to every customer who comes in. Grouped in the window 

they tell a combined sales story to all who pass. Either as part 

of a large display or as a complete unit they make a good show- 
ing both in the window and on the books. 

A complete stock includes Crescent Wrenches, Crescent Pliers 
and Crescent All-Steel Screwdrivers. Display boards are in- 
cluded with each of the “DB” assortments at no extra charge. 
Ask your jobber about it. 





























CRESCENT TOOL COMPANY 


204 Harrison St., Jamestown, N. Y. 
Originators of the Crescent Wrench 
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The Quality Vein 
Behind the 
Sinews of Strength 
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Page after page of history is embla- 
zoned with the testimony of man’s 
accomplishments. Overcoming dif- 
ficulties and performing gigantic 
feats has taxed the strength of 
nations. 


The building of the Pyramids, the construction of China’s Great 
Wall and the Cathedrals of the World, taking generations to com- 
plete, remain as living evidence of human energy. 


Behind this strength was the pulsative force of Quality—the ability 
to goon! Persistency! 





—all of which suggests a word or two about 


COES KEY MODEL WRENCHES 


They replace the costly method of makeshift Efficiently and economically they are giving complete 
tools, conserving labor and giving 100% backing satisfaction in the service of important industries, 
to workers when the job demands a heavy duty Power Plants, Pipe Lines, 
wrench. Engine Rooms, Factories, 

a Railway Shops, Bridge Work, 
The application of brawn and muscle calls upon Oil Refineries, Structural Work, 
Quality to stand the strain—unfailingly. Coes 4 ee aoe, ee ae ee Oe 
Key-Model carries that load and assures the user 8”, "36" al “8”. 7 aM 6 ae gg eee «a a special 
of supreme confidence. order. 


Order from your regular Jobber. 


Coes Wrench Company 


ESTABLISHED 1841 IN 
WORCESTER MASS. 
Selling Agents 
J. C. McCARTY & CO. 29 Murray St., New York 


JOHN H. GRAHAM & CO., 113 Chambers St., New York 
FENWICK FRERES 8 Rue de Rocroy, Paris, France 
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Because of skilled workmanship, every 
Brown & Sharpe Tool is sure to satisfy its 
owner. Made with modern equipment in 
the largest factory of its kind in America 
by experienced workmen, it is destined for 
a long life of precision and service. Skilled 
workmanship is only one more feature of 
the excellence of Brown & Sharpe Tools— 
an excellence which makes them good tools 
to use and sell. 











Send for Catalog No. 29 which 
, | lists the complete line of Brown 
| & Sharpe Small Tools. 


Mechanics Like to Use Them. 
Dealers Like to Sell Them. 


Brown & Sharpe Mfg. Co. 
Providence, R. I. U.S.A. 
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Adjustable Angle Wrenches— 


—that are sure to appeal to mechanics, automobilists, garage men 
and the trade in general. 


The adaptability of these wrenches is so evident that it will require 
but a few words to demonstrate their usefulness and that one of them 
will replace a number of solid wrenches. 


Pexto Adjustable Angle Wrenches are drop forged from best grade 
steel. The finish and general makeup are such that they will attract 
attention wherever displayed. Can be furnished either full polish, or 


semi-polish finish in sizes 4 inch to 12 inch. 


Our dealer helps, consisting of Metal Display Fixtures, Window 
Cards and Booklets, will help you increase your sales. 


“Ihe 


PECK STOW & WILCOX CO. 
Southington, Conn, U.S.A. 
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The Latest Produc 


Of the Genius of 
“George” and “Al” 


The New Haag 
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This IS a new washer to the trade but it has been tested out for more than a 
year preceding this announcement. 
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New! 








List 
Price 


$125. 
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Look at the picture—note the lines and clean-cut appear- 
ance. 

Look at the cast-aluminum ‘“‘vortex’’ shown above—and 
. imagine what a disturbance it makes in the suds! 

Look at the wringer shown here—and think what a help 
it is to salesmen when they are “‘selling a prospect” on this 


HAAG. 


Look at the price—and remember that this washer comes 
from the plant of “George” and ‘‘Al’’—who have never 
yet allowed cheapness to enter into a single product of 
theirs. 


Look back upon the reputation of this firm for the past 
15 years—it shows that they have consistently made 
GOOD washers—the kind that stays “‘sold’”” without ex- 
pensive ‘servicing’ on the part of their dealers. 


As a step ahead for 1925, get this line for your town. The rapidly 
driven “vortex” resting at the bottom of the large (23-in.) bur- 
nished copper tub whirls the fabrics thru the suds so energetically 
that complete cleanliness is attained in a remarkably short time. 


It is the old “dolly” principle vastly improved and with the “rub- 
bing” eliminated. It will be one of America’s most popular washers 
in 1925 and it will bring new glory to the name of Haag Brothers 
and profits to Haag dealers. 


Write 


We Make a Complete L 


HAAG BROS. CO. 
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Showing the new metal Haag wringer. 
Note compactness and large soft rolls. 





In case of emergency the top and 


spring tip back and release rolls. 





Removing or replacing the rolls is 
easy. You simply lift them out. 








Peoria, Ill. 
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Displays that Sell the Goods 


FTER all that should be the real 
purpose of any display the hard- 


ware man uses—to sell the goods. 


Carborundum displays are designed 
to do just that very thing. 


They tell the story of Carborundum 
Products and they tell it forcibly, 
they add an attractiveness and a dig- 
nity to your counters and shelves. 

Illustrated heré are some of these 
salesmen—not silent salesmen be- 
cause they “talk” in every instance. 


Any or all of these displays are ready 


to be put to work in your store—to 


back up the men behind your coun-. 


ters—to sell Carborundum Products. 





Glad to tell you how to get these real 
Trade _ Helps, all of them without cost 
to you. Write today for complete data 


The Carborundum Company, Niagara Falls, N. Y. 


Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 
New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati 


Pittsburgh, Milwaukee, Grand Rapids 
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| \ Bridgeport Tool 
| ridgeport 1 ools 
; do their work unfailingly, 

“stand up” while doing it 


and give lasting satisfaction 





There isn’t a hardware store, no matter 
where located, that cannot profitably use 
and sell most of the tools in The Bridge- 
port Line. 


2 RE 


Nail Pullers, Box Openers, Screw Drivers 
in boxes or on display cards or stands. 
Pliers, Tire Tools, Scrapers, Valve Lifters, 
Crate Openers, etc.—all of them fully 
guaranteed. 


Their good reputation plus Bridgeport 
quality make them easy to sell. 


Ask your jobber. If he cannot supply 
you write us direct. 





THE BRIDGEPORT 
HDWE. MFG. CORP. 


BRIDGEPORT, CONN., U. S. A. 
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eee the days of matches the 
burning-glass was often used to 
kindle fires. Through it the sun’s rays 
were focused until the tiny spot of con- 
centrated heat burst into flame. 


What the burning glass pointed out 
was that heat when focused on a spot 
produces quicker results than heat that 
is disseminated. 


The makers of the Florence Oil Range 
for years have studied how best to apply 
this principle to an oil-stove burner. 
They have sought to eliminate the dis- 
semination of heat. They have striven 
to focus the heat on the spot where it 
belongs, the cooking. 


Today the Florence focuses a greater 
percentage of heat on the cooking than 
any other high powered oil range. 


Focused on the cooking 


If you'll put your hand near the jacket 
of the Florence burner, or inside the 
grate, you ll feel but little heat. That's 
because the heat of the Florence flame 
isn’t thrown out into the air. 4t isn't 
wasted. It is focused on the cooking. 
It goes to the bottom of the pot or 
pan, where it produces the quickest 
results. 


The Florence flame is a gas flame. 
After you light the kindler, or starting 
ring, the kerosene vaporizes and mixes 
with air. The kerosene gas so formed 
burns in an intensely hot blue flame. 
Yet kerosene gas is very economical—a 
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burning- glass 


pointed out 


high proportion of air in the mixture 
saves the kerosene and makes the Flor- 
ence one of the most economical oil 
ranges made. 


Many other appeals 


But there is more than focused heat and 
economy of operation to make women 
feel friendly towards the Florence. There 
is the oven with its “baker's arch” and 
patented heat distributor which evenly 
distributes the heat and keeps food 
from burning on the bottom. There are 
the spirit level and the ingenious Florence 
Leveler, which make the Florence easy to 
level and insure the even flow of oil to 
each burner. And there is the excep- 
tional beauty of design—the Florence 
can truly be called an ornament in any 
kitchen. 


Known since girlhood 


The Florence has been famous since the 
present generation of women were girls. 
They have been reading of the many 
Florence features for decades. In 1925 
they will read about the Florence more 
than ever before. They will learn about 
focused heat. They will be further im- 
pressed with the economy, convenience, 
and comfort of the Florence Oil Range. 


An extensive advertising campaign is 
scheduled for 1925. Newspapers in 





Focused heat is old. 
But its newest appli- 
cation is developing a 
big oil-range business 


for hundreds of 


merchants 


many sections of the country will carry 
large and frequent insertions. Sixteen 
farm papers tell the farmer's wife about 
the focused heat of the Florence. 
National magazines such as the Saturday 
Evening Post and Good Housekeeping 
carry extensive campaigns. 


From a few stoves 
to carloads 


In the past, hundreds of merchants have 
built up their oil range business from a 
few stoves a year to carloads by concen- 
trating on the Florence. 


In 1925, with a more extensive maga- 
zine campaign than ever before, and 
with a range containing even more im- 
provements, the opportunity will be 
greater than ever. Write us for the 
facts. 


Let us tell you of our complete propo- 
sition. Merely mail us the coupon on 
the opposite page. The catalog you will 
receive makes it easy for you to decide 
whether the Florence is all we say it is, 
whether it offers you an opportunity for 
a bigger and more profitable oil range 
business. 





Why the Florence is a 
money-maker 
Florence allows a liberal mark-up— 

well above the average. 


Florence is the range which most per- 
fectly suits women’s requirements. 


One of the most widely advertised 


ranges. 


Extensive co-operation given to mer- 
chants and retail salesmen who sell it. 
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You see in this 
picture how the 
Florence burner 
focuses its heat on 
the bottom of the 
pot. Notice how 
large the flame is. 
Notice how close 
to the cooking. 


When hot days COME - use wn vif range 
that seruds ts heal inte the o wrkgnriy : 
and not ale he kitchen 


H Peimpe 
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¥ FLORE IC 
Oil Ran CE 


FLORENCE 
Oil Range 


Here are the Saturday Evening Post double-page spreads which are telling hundreds 
of thousands of women about the focused heat of the Florence. On the left are some 
of the other magazines that carry Florence advertising. 





bie range at the right is a four-burner blue 
model. Blue trimmed models come in 1, 2, 3, 
4and 5 burner sizes. You can secure the same 
models trimmed in grey enamel at the same cost. 

















FLORENCE > 


FLORENCE STOVE COMPANY. GARDNER, MASS..U.S. Ay) 


This coupon brings you our free book. Have the 
girl who types your letters fill it out and 
send it to us today. The book will come by 
return mail. 








C 








Oil Range 


Florence Stove Company, 1011 Park Sq. Bldg., Boston, Mass. 


DIVISION OFFICES: New York, Chicago, Atlanta, New Orleans, Dallas, 
Denver, Detroit, Cleveland 


This is the asbestos starting 
ring of the Florence called a 
kindler. It is not a wick. It 
will not char down. It never 
needs to be trimmed. It is | 
‘ "© 1925 
easily renewed. F.S. Co. 








FLORENCE STOVE COMPANY ) 
1011 Park Square Bldg., Boston, Mass. 


Gentlemen: 


Please mail me a copy of your catalog. 


Name 





Address 



























HARDWARE AGE February 5, 1925 







; Yale Athenian Design 
inside Door Set—bit key lock 
















Tisha Everyone “S& 
knows YALE §| 


HE trademark YALE helps make thesale. 
People know YALE quality—vyet the name 
costs nothing. 

Yale hardware installed is lower in cost be- 
cause it is easier to apply. It requires less 
labor. This fact, and the permanency of Yale 
Hardware more than offsets a slightly higher 
retail price. 

All Yale lock sets, other than glass-knob 
sets, are packed with the Yale Triplex Spin- 
dle. Hardened steel cupped point triplex 
knob screws bite into the spindle and hold 
the knob with absolute security. All Yale 
knobs have flush joint and bracket bearing— 












) an exclusive feature. 
Yale Otome Koob Set ¢ Send for_a supply’ of our New Builders’ 
gases ) Hardware Booklet, just off the press. It il- 
if lustrates a representative line of Yale Builders 


Hardware and gives suggested retail prices. 
Let us imprint a quantity for you, with your 
name and address. 


The Yale & Towne 
Manufacturing Co. 


Stamford, Conn., U.S.A. 


Canadian Branch at 
St. Catharines, Ont. Cj 
YALE MADE IS YALE MARKED = 


— | SIS DL AD RL A 
= , 


ee 
lil 


Yale Newport Design ¢-— 

Front Door Handle | 
Cast bronze or brass) Oy ah 
sheen artes a Eiom with cylinder lock | | 





Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Closers, Bank Locks, Prison Locks 
























+ 
makes 
ad 

ish 
- 
B — 








cS 

*® 

' 

- ed 
gt 
ori 

wee 

& 

as 

x 

+3 
» 


February 5, 1925 HARDWARE AGE 35 


COUNTER DISPLAYS 
that—“Ask ’em to buy” 







Handsome displays, certain to at- ‘ee 

tract favorable attention. Attrac- titany Sood | : 
tively printed in three colors, they Ss Pe eek 
provide bright spots for the dealer’s dagdadeGaaGgac 
counter. The easiest way to sell, the 14 . é Bi iu e fe 


sy ° a a i ee 
% most convenient way to stock grease eee & 


es and oil cups and other small access- 
# ories. 


& 
ss 
wa = 


VUMDVEM.. 





Empress Valve Grinding Tools 


A neat compact display that tells the whole story 
at a glance. Takes up but little counter space, 
seven inches high, nine inches wide and two inches 
deep. Holds twelve valve grinding tools. 


LIST PRICE, COMPLETE............. $6.00 EACH 








Empress Auto Ash Trays 
Contains ten ash trays packed in individual boxes 
with screws for attaching. These ash trays are 
pressed from heavy sheet brass and finished in 
heavy, durable nickel plate. 





: LIST PRICE, COMPLETE............ $10.00 EACH 
f Empress Grease Cups and Oil Cups 
# Three assortments made up of the and forty-eight oil cups; Case No. 11, 

ready selling sizes of the most com- eighty grease cups and Case No. 12 





monly used grease and oil cups. Case .one hundred and sixty-eight grease 
No. 10 contains forty-eight grease cups cups. 
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; Display Case No. 10 Display Case No. 11 Display Case No. 12 
_ Bowen Products Corporation, Auburn, New York 
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Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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TRAGE MARK REG. 


Foldi 


‘GoLD MEDAL 
Furnture 








The Famous 


“GOLD MEDAL” No. 1 COT 
BECAUSE of its sturdy sim- 

plicity and its known quality. 
this is the most popular cot on 


the market. rame of selected 
hardwood, cover of extra quatity 


es | ' : 12 oz. (34 inch) double fill 

of alt ic ts ‘Yor “Home 8 ially woven, brown duck. 

a ] en 6 ft., 6 in. long, 27 in. wide, 

j ts Moe 1634 in. high. Folds to 3 ft. 3 

| ee ete: Be ; : in. long by 4 in. by Gin. Weight 

a : : | : : yF r # 17 pounds. 

—_ es ~ "Gold Medal” folding furni- 
ture was originaily designed for 

use in camps and in the out-of- 


doors. That is today its larger 
market but products have been 











No. 92 Double Width Cot 





refined and improved to the end Ser tas bdtane,;, Siilinc ini constvuction 

that it is now extensively pur-. cae Shae ae ined peony enasstiaee me 

fe chased for home use. Was tara taws doh. Coin. oh 6 
EE” cetatecertemmured, Th sso te Mee 
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No. 35 Porch or Lawn 
Chair 


Very popular everywhere. 
Unusually comfortable, neat 
appearing, strong and weather 
proof. ideal for porch, lawn, 


sun parlor, motor boat, yacht. 
club or summer hotel. Slip cov- 
ers, as shown at the left, add 
greatly to the attractiveness of 
this chair. Weighs !4% pounds 








No. 32 Picnic Stool 


-Excellent for pene or 
cam se. strong, 
folds , a very small bun- 
die. Heavy brown duck seat 
reinforced at corners 


TRADE MARK REC. 


Folding 








OTE 
GOLD MEDAL 






















“The Recognized Standard 


For 33 Years 


That many years ago“Gold 
Medal’ manufactured the first 
cot sold. Quality was the aim, 
price only a factor. This same 
quality offered in the first cot 
has been the fundamental prin- 
ciple in building the complete 
line now recognized as the stand- 
ard of folding furniture. 

GOLD MEDAL CAMP FURNITURE MFG. CO. 
RACINE, WIS. ei, wea U.S.A. 


easily. Folds to 2 ft. by 24 ad 
in. square. Weighs 2 pounds. = eee 
75 








© 1924 GOLD MEDAL CAMP FURNITURE MFG. CO. 

























SY "Weighs TE pounds. 


OFFSET BY NEWMAN-RUDOLPH, eae, U.8.4) 
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Catch Their Eye With 
Amerncan FOLDING RULES 


Made doubly attractive in our new sales-creating display case. 








a Live Display 





























Sssssssosssestessssasensssseseat sosssssssens soesaassssssocssisetsaa sess: sasctsessssses2° 


In addition to its systematic arrangement of rules, it serves 
as a permanent and efficient attention-getter on the dealer's 
counter. It means quicker sales and makes folding rules more 
profitable to handle besides cutting down shelf space. 


A sufficient stock to answer every call is carried right in the 
case and a sample of each can be shown to advantage under 
glass covered enclosure. 


The A\MERICAN Display is furnished free with an order for 
a nominal quantity of rules. 


See that you receive your share of the spring business. Put one 
to work and watch the result. Your customers all need a mod- 
erate priced rule. It is often necessary to remind them that 
they do. 


As soon as they come anywhere near this attractive case you 
can be sure of an extra sale. 


When your customer says: “That will be all,” is the trans- 
action complete or does his expression really register doubt? 
Doesn’t he often glance about and feeling that his immediate 





needs are satisfied, forget the other things he should have bought THE 4A\MERICAN RULE DISPLAY 
—just because he wasn’t reminded? contains an assortment of the highest 
' quality products. All wood used is of the 

THE 4A\MERICAN DISPLAY was made to win those cus- finest selected flexible white maple, es- 
tomers for our dealers by reminding and selling more folding rules pecially furnished to our specifications. 

to all their customers. Furnished in all lengths from 2 to 8 feet 


in white and yellow finish. Markings are 
clear and easy to read. Every sale means 
a satisfied customer and booster. 





If vour Jobber can- poner 


not supply you, | \\eaaine! MATAR AT o 


write us. 








Rear view of the Dis- 
play Case. 


“ - — « < . 

«wy + af et Tee 
2 he eae |S inert 
tO ee oe et — 


Sea ee 


ne Slated. 


Note how easy it is to 


reach the desired size A\MERICAN STEEL TAPES ile 
or style. Made of the best materials and guar- : 


anteed. Clear, accurate, easy reading 
markings. A popular quality item. 


Order a few and put them on display 
where your trade can see them. Their 
moderate price makes them easy to 
sell to every class of trade. 


Compact and Conveni- 
ent. 


a rr 


. rr | 


— 

















.A\MERICAN ~Rule Manufacturing Co. 2600". 
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Sargent 
Steel Block 
lane 


Sargent Auto-Set 
ench Plane 
No. 714 


There’s a two-way market for the 
sale of Sargent Planes 


PROFESSIONAL carpenters first, of course. 
They have known and used Sargent Planes 
and Squares for years. Secondly, but of 
increasing importance, amateurs—manual 
training students and men who do odd jobs 
about their homes. These also need good 
tools. The time and labor-saving feature 
of the Auto-Set 714 (illustrated above) 
appeals to them as much as it does to car- 
penters. It is an exclusive design which 
permits the cutter to be removed, sharp- 
ened and replaced without changing orig- 
inal adjustment. And every type has real 


selling points which you can well use. 

Sargent Planes and Squares are con- 
stantly advertised to professionals in 
Carpenter, the craftsman’s paper, and 
in the foremost building magazines. 
Popular Mechanics and Popular Science 
Magazine carry the message of Sargent 
Planes to the amateur field. Advertising, 
backed by quality, constant through the 
years, helps merchants to sell Sargent 
Planes. Write for complete information 
on Sargent Tools and the popular Sargent 
goods pictured on the next page. 


SARGENT & COMPANY, Hardware Manufacturers, : New Haven, Conn. 


New York—92-98 Centre Street 






SARGENT FRAMING SQUARES 


| Known and used by carpen- 
2 6 ters and builders * many 

. years. Noted for the ac- 
curacy and completeness of 
scales and tables stamped on 
them. They do most of the 
Es calculating for the worker. 
et, One very interesting num- 
2 ber is the Take-Down Square 
} which can be conveniently 
‘ carried in the popular shoul- 


ar der kit. Sargent Tools are 
i regularly advertised to the 
7 carpenter and builder trade. 








Chicago—-221-223 W. Randolph Street 





SARGENT 
ADJUSTABLE IRON 
BENCH PLANE No. 414 


Finer design, better materials or more expert 
workmanship are not found in this type of 
plane. It is true and smooth-cutting. The 
cutter of chromium steel will take a par- 
ticularly keen edge and hold it much longer 











than cutters made from ordinary steel. Com- 
plete range of sizes—Smooth, Jack, Fore and 
Jointer. 
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cks & Hardware 


Include these profitable 
Sargent Specialties in your spring 
buying plans 


THE same care that goes into the manu- them on your counters and in your win- 
facture of Sargent Builders’ Hardware dows. Suggest their uses to your custom- 
and Sargent Tools goes into the making of ers. You will find them profitable too. 
these goods. The same reputation for Folders on each, imprinted with your 
service is behind them. They sell the name, are furnished free for mailing and 
year round. That is why they are fea- counter use. Write today for complete 
tured on the shelves and counters of many information and our Co-operative Adver- 
of the country’s foremost stores. Show _ tising Service Booklet. 
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SARGENT 
PADLOCKS 


Cylinder and Sub- 
Cylinder padlocks for 
every purpose and purse. 
There are styles particu- 
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SARGENT DAY AND 
NIGHT LATCH 
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gives added protection to doors’ of larly suited to your . 

apartments, homes, stores and offices. motorist trade—for ga- i 

asily applied. Made from finest ma- rage doors, tool-boxes, . 
terials with ingenious, sure-acting spare tires. There are 
mechanism. Display these latches on popular priced types for 
your counters. Show customers an ex- cellar doors and win- 
clusive Sargent feature—the push- dows, tool-houses, clos- 
button stop to deadlock the bolt or ets and chests. Use the 
hold it back as desired, convenient Staplay panel 
furnished wit special 


assortment of twelve 
Sargent Padlocks. It’s 
an aid to sales. 





SARGENT DOOR CLOSERS 


Smooth working and positive in action—in 
sizes for light and heavy doors. Doors of . 
stores, offices and public buildings, as well 


—~is] 
as screen and storm doors and other impor- Gi oe 


NJ 


tant light doors inside homes, offer a tre- 
mendous field for Sargent Door Closers. 
Quickly and easily applied. One carpenter 
writes that, with the blue-print template 
= with each, his men can apply three 
argent Closers to one of other makes. . 





GEM FOOD 
CHOPPER 
Chops Everything 


It is one of the things 
you can recommend and 
sell to women customers 
confident that you are 
rendering a service which 

















will be really appre- PERFECTION OIL GATE som), 
ciated. The Gem has Guaranteed Not to Leak cos 
so few parts it cannot ; ; ; Z 
get out of order. It is In every private and public garage and in af 
easy to use, easy to take every oil company’s station there is need for ) ; 
apart, easy to clean. It this Sargent Oil Gate. It can be connected 
has self-sharpening cut- directly to barrel or it can be furnished with 

. ters that cannot break. various threads for attaching to pipe with 
All parts are neg yl couplings. Guaranteed not to leak when used 
able. It is made in five for either oil or gasoline. Also widely used 
convenient sizes. for drawing molasses. 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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cut thread bolts to discour- 
age efficient production. 


Waste is not efficient, 
whether it is waste of materials 
or waste of labor. In the case 


of bolts, it is both. 


You can't use a bolt when its 
thread strips, or when it won't 
fit. It has to be thrown away. 
You lose what you paid for it. 
Also you lose what you paid 
for the workman's time, when 
he tried the bolt, found it 
wouldn't do (after a struggle), 
and had to discard it in favor 
of a good one. Sometimes you 
lose a good customer when a 
bolt that gets by in assembly 
causes trouble later. 


All because the thread was 
produced on a cutting die. 


What Happens to 
a Cutting Edge 


No cutting edge in the world 
will keep on digging into steel 
bolts, without losing its keen- 
ness. And an edge that isn’t at 
its sharpest can't cut an accu- 
rate thread. You don’t need a 
course in mechanics to prove 
that. 


All the proof you need is in 
the bolts themselves. When 
you get every kind of fit, from 
very loose to very tight, from 
very good to very bad, you 


about cutting. 


A Bolt That Acts 
Like a Gauge 


Every noteworthy improve- 
ment in bolt making during the 
past eighty years has originated 
in the Empire plants—the hot 
heading process, the cold head- 
ing process, and the like. And 
here it was that the New Process 
bolt was born —a bolt whose 
thread is buz/t up (instead of cut) 
on a specially prepared blank, 
by a method so uniformly ac- 
curate that you can pick any 
New Process bolt at random 
and measure it on the Compara- 
tor in direct comparison with a 
hardened and ground gauge 
without being able to discern 
any difference in thread toler- 
ance between the two. 


You may find one cut thread 
bolt in ten thousand that will 
do this. But of ten thousand 
Empire New Process bolts, all ten 
thousand will do it. 


And there you have the 
meaning, in economy and efh- 
ciency, of this great step forward 
in bolt making. 


Don’t you want to discover it 
for yourself? It is easily done. 
Just ask for some samples of the 
style of bolt you are interested 
in, and test them. 


RUSSELL, BURDSALL & WARD 


© BOLT & NUT COMPANY © 


CHICAGO ~- 


PORT CHESTER.N-Y. 
SAN FRANCISCO 








[Bolrs,Nuis 











and Rivets Since I845 















































Comparator pho- 
 tograph, hardened 
and ground gauge 
| thread. 
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the Empire : € , | 
xe | | Thread Can Do! 
_ Chapter 1. No. a ee ; at 
Reeve HERE’Snothinglikeapileof know all you want to know ¥ 
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Be Ready for the Spring Rush 


There will be a lot of new building in your 
locality this spring, and these buildings will need 
screens. A lot of old screens will have to be re- 
screened, too, because the old. screen cloth has 
rusted or gone to pieces. 


There’s a big market for Jersey Copper Screen 
Cloth —the cloth that cannot rust and that has 
stiffness and tensile strength which compares 
favorably with steel, due to a special Roebling 
process by which the copper wire is made. 


It is actually easier to sell Jersey Copper Insect 
Screen Cloth than it is to sell the slightly cheaper, 
but quick-rusting kind made of iron or steel. 
People are tired of the trouble of yearly painting 
and the expense of frequent renewal in spite of it. 


Moreover, people know Jersey Copper Screen 
Cloth better than any other on account of our 
extensive national advertising. This year’s selling 
campaign is the biggest ever launched for a 
screen cloth. 


Your sales will be further stimulated, if you enter 
the THOUSAND DOLLAR WINDOW 
DISPLAY CONTEST which will be held from 
April Ist to April 15th. Prizes totalling $1000 
will be given to fifty Jersey dealers making the 
best window displays of Jersey Copper Screen 
Cloth. Full details will be announced later. 


So, be prepared for the contest and the spring 
demand for Jersey Copper Screen Cloth. Place 
your order for an assortment now and get the 
merchandising helps we put at your disposal. 


THE NEW JERSEY WIRE CLOTH COMPANY 
All Grades of Wire Cloth Made of All Kinds of Wire 
Main Office: 628 South Broad Street, Trenton, New Jersey 


Offices and Stores: 


Phitadejphia, Pa., 223-227 Arch Street 


New York. N. Y.. 210 Fulton Street 
Columbus, Ohio, 8 East Lony Street 


Boston, Mass., 93-95 Pearl Street 
Agencies: 
JOHN A. ROEBLING’S SONS CO. 
Chicayo, Ill., 165 West Lake Street 
JOHN A. ROEBLING’'S SONS CO. OF CALIFORNIA 


Portiand, Ore., 487 Lovejoy Street 
Seattle. Wash., 900 First Ave.. South 


Atianta, Ga., Station A 


San Francisco, Cal., 624-646 Folsom Street 
Los Angeles, Cal., 216 5. Alameda Street 





of Copper 99.8% Pure 


per Screen Cloth 
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Spring Sells It! 


VERY year for 30 years, millions of 
housewives have bought Climax Wall 
Paper Cleaner. 


They know that Climax cleans cleaner 
than any other cleaner cleans. - 


They look for the blue label can— 
Climax is packed in tin cans only. It stays 
fresh and easy to work with. 








Cleans wall paper, flat 
tint walls, and window 
shades and makes them 
like new. IM MAX 


CALC IMINE 


="C LEANER 


CLIMAX a MNFG Co 
CL aa 


« 








Order from your jobber now. Demand begins as early as 
) March | in most sections. Feature Climax with other spring 
| house cleaning items. Bring the housewives to the hard- 
| ware store. 


THE CLIMAX CLEANER MEG. CO., CLEVELAND 
a 


WALL PAPER CLEANER 
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American Brand Screen Wire Cloth 


Painted Galvanized Galvanoid Bronze 


The manufacturing facilities behind these well- 
known products assure you as a dealer steady and 
satisfactory service and a maintenance of the qual- 
ity that has given undisputed leadership to screen 
wire cloth bearing the trade name American. 


American Wire Fabrics Corporation 
SUBSIDIARY OF 


Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 
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? Western Sales Office: 208 South LaSalle Street, Chicago 
& Worcester Buffalo Philadelphia Cleveland Detroit SanFrancisco Los Angeles Seattle 
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Strengthen the Security of the Home 


FEATURE @{() PROTECTION 


No. 202 
Dead Bolt Night Latch 





has a patented feature that 
is PRACTICAL and 
EFFECTIVE. It affords 


absolute protection to the 
user. No. 202 


By turning key once backwards, the bolt and inside knob are deadlocked so 
that the bolt cannot be forced back or the lock opened from the inside by 
the knob. ONLY THE PROPER KEY CAN OPEN IT. : 


A special protection for glass panelled doors. 
It can also be used as an ordinary night latch and doesn’t cost any more. 
Illustrate it with a neat mounted sample and watch your sales increase. 


“A MAN’S HOME IS HIS CASTLE” 
ILCO LOCKS will safeguard his interests 


INSIDE DOOR SETS 





This is Set No. 250A. Set No. 250B includes glass door knobs 
instead of metal knobs. The glass knobs are of pretty design, 
silvered backs and well constructed. Ask for our prices—they 
will interest vou. : 


Our new catalog will soon be ready for distribution. Don’t fail 
to request one. 


INDEPENDENT LOCK CO. 


LEOMINSTER MASS., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, Key Blanks, Auto Switch Keys 
and Hardware Specialties 





























von 
ee 
fy 
roa 
ai 
Be 
at he 
Be: 5 
ee 
aq 
Ma, 
aitne 
Bak 
i y # 
on 
es 
Pye, 
teat 
i 
ma 
2s 
34 
SERS 
boas a 
Wer, 
yey 
a 
ya? 
. ey 
see 
e 
a 
a 
on 
Se 
ar 
"es 
a ~ 
ied 
* 











February 5, 1925 


HARDWARE AGE 

















Built-in endurance 
sells this roll roofing 


You willhave notrouble making roof- 
ing sales if you handle Richardson 
Rubbertex Roofing. That’s because 
this particular roll roofing is built 
strong and durable throughout— 
built to last. And it is this quality 
of long wear that your customer 
demands. 

It is the inner materials that give 
this roofing such exceptional endur- 
ance and make it so easy to sell. 


Why it wears longer 

The inner foundation of Richardson 
Rubbertex Roofing is Richardson 
felt, which has excelled for more than 
a century. And the waterproofing for this sturdy 
foundation is Viskalt, unusually durable because it is 
99.8% pure bitumen, especially vacuum-processed. 

Rubberex is equipped, moreover, with Pyramid 
Kaps for laying. They do away with buckling on 
laps and flashings, which experienced roofers; claim 
is responsible for 90% of all leaks in a prepared 
roofing. Instead of centering the pressure on 
each nail, Pyramid Kaps distribute it evenly 
and continuously along the entire length of the 


Note under the microscope 
how the fibres of Richardson 
felt interlock to catch and 
bind the asphalt intoa solid 
weather-proof armor. Billions 
of these tiny sinews give this 
roll roofing super-indurance 





lap to seal it against the weather. 


More selling help 

In addition to having the quality that 
makes for repeat business, Richard- 
son Rubbertex Roofing is partly sold 
to your customers before they enter 
your store. Persistent, concentrated 
advertising makes them prefer 
Richardson Roofing products. 


During 1924 a new and powerful 
advertising campaign, largely in 
color, brought an almost unbeliev- 
able increase-in sales to: dealers 
handling Richardson Roofing. And 
they will have the benefits of a 1925 
campaign greater than ever before. 

Why not share this business in a big way? Write us 
now for details and samples of Rubbertex Roofing. 
We will send you information on Lok-Top Shingles 
and Viskalt Paints and Cements, other Richardson 
products which are making profits for hardwaredealers. 


ke RICHARDSON COMPANY 


Dept. 61-A Lockland (Cincinnati) Ohio 
New York City Atlanta 
63 Albany St., Cambridge (Boston), Mass. 


Chicago New Orleans Dallas 


RICHARDSON 


RUBBERTEX ROOFING 
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——————_ The year’s most modern and successful offering in Power Spray Rigs— 
different we admit, but fully proven, dependable and lower in price. Veritable 
storehouses of force and power scientifically applied and uniformly controlled 

to satisfactorily and safely solve the spraying problems of those who have 

large or small orchards and vineyards to spray. 





A close study of this remarkable line with its 
departures in design and general construction, its 
exclusive features and exceptional performance 
qualities, will reveal two things, both of which are of 
utmost importance. 





In Myers Self-Oiling Power Spray Rigs and Power 
Spray, Pumps unusual improvements have been de- 
veloped. Positive self-lubrication, enclosed working 
parts, automatic control, dust, dirt and sand proof 
construction, and other ahead-of-the-times features 
afford excellent opportunities for profitable sales, 
while these self-same features when put to the test 
not only save time and labor for the user but raise 
the standard of spraying efficiency to its highest 


| 


| 
| 


} SCCTIONAL VIEW . 
MYERS point. 
DUPLEX 
PUMP Supply your trade with MYERS SELF-OILING 
re POWER SPRAY PUMPS and Complete POWER 


SPRAY RIGS this season—the latest and best, tested 


es) ~~ aoe oo | . and proven, in styles and sizes covering the entire 
QUADRUPLEX . tags ‘ range of power spraying activities. 
| PUMP ; FF a> New Catalog, No. SP25, in which 


the complete line, as well as Myers 
Bucket and Barrel Spray Pumps, 
Nozzles and Accessories, is fully 
illustrated, described and listed at 
lower prices, awaits your request 
for a copy. Write, telephone or 





telegraph. F YPURDOSE, 
HAY TOOLS & DOOR HANGER 





mF E.MYERS & BRO.c 


ASHLAND, OHIO. ORANGE ST. 
ASHLAND PUMP AND HAY TOOL WORKS 
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YOUR JOBBER IS PREPARED 
FOR YOUR SPRING REQUIREMENTS 


It is only necessary to instruct him to furnish 
Perfect’’ Screen Wire and Hardware Cloth to re- 
lieve yourself of buying details. 











He is familiar with season demands and has replen- 
ished his stocks to meet your many requirements. 


This is an opportune time to suggest anticipating, as 
nearly as possible, your own needs. Make sure you 
have sufficient widths and meshes on order—and 
all set for the Spring rush, 
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Customers are finding many new uses for “Perfect” 
and the demand will continue throughout the year. 
Sell a dependable high-quality line that aseures re- 
visits and complete satisfaction. 
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Nikolite Dull 
Finish Wire Cloth 


Our special 
Double Process 
produces a Dull 
Finished Galvan- 
ized Cloth, unsur- 
passed for beauty 
and durability. 


Painted Window 
Screen Cloth 


Made of the very 
best hard _ steel 
wire. 


Painted by a 
process all our 
own which adds 
to. its strength 
and long life. 
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Galvanized Hardware 
Cloth 


A “Perfect’’ product in 
universal demand by 
contractors and build- 
ers for protection in 
construction wor k. 


Used in place of wood ° 


lath in fireproofing, 
concrete walls and- in 
making sand screens. 








LUDLOW-SAYLOR WIRE CO., 
AAA 


This cloth is also used 
extensively by farmers 
as well as private home- 


owners for countless 
_ jobs. 


: Thétov ghly galvanized 


after -weaving.. Made 


~ ofthe best ‘wire. Fur- 


nished in standard 


widths. and meshes. 
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Good Buildings Deserve 


This advertisement with suitable text appears in the February issues of six national magazines whose readers 
(nearly five million) are being reminded every month that Good Buildings Deserve Good Hardware — Corbin. 
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Good Hardware 


Suppose you were doing your 
“Spring Buying” for the first time 
—wouldn’t you be sure to ask 














“Will it work—will it last—how will it look?” 


UT instead you have to answer these 
questions. Your customers ask them. 


When first they build, they suddenly discover 
the importance of hardware—they awake to 
the fact that doors can never swing, nor win- 
dows rise without it—that closets, cupboards, 
drawers and cabinets, too, are helpless until 
hardware gives them life. 
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Isn’t there real satisfaction in being a Corbin 
dealer at such times? For what answer rings 
so true or is more convincing than “Good 
Buildings Deserve Good Hardware—Corbin?” 
Certainly—no hardware could serve them 
longer, and none with more lasting satisfaction. 
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When planning your spring buying this year, 
wouldn’t it be well to remember there is a ° 

‘ Corbin answer for every builders hardware 
need? 





To place Corbin Hardware throughout the 
buildings of your customers is to give them 
hardware that will work, will last, will look well 
so long they live—and will be a joy to live with. 





P.& F. CORBIN “si) NEW BRITAIN, CONNECTICUT 


The American Hardware Co-boration, Successor NEW YORK CHICAGO PHILADELPHIA 
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PAINT Promotes 
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The Varnish that Lasts Longest 


Murphy Varnish Company 


Newark Chicago San Francisco Montreal 


Mr. Paint Dealer; 
This is an offer 
of Free Paint for your store front, 


W<-- just take the Da-cote out of 


your stock and charge the bill to USe 


Yours very truly, 
Murphy Varnish Company 


PAINT PROMOTES PROSPERITY 
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—they look better “spruced up” 


TORES are like Folks. So are Streets. 
They don’t attract much attention 
if they are not Well dressed. 


Business is du]] on Dingy Row. 

What about your store front? 

We are Personal in this advertise- 
ment but we trust not offensive. 


Frankly we are interested in that store 
front of yours, 


We have a right to be! 


A bright Cheerful store front will 
help your business and that means 
more business for us also. 


Hence this novel offer: 


FREE—All the Da-corr Enamel you 
need to give your Store front a good 
new suit and a cheerfy] Smile, radiat- 
ing Prosperity and good-will]. 


Make your Store Front Shine 
and your neighbors will fall in line 


Simply take the necessary DA-COTE 


you use and we wil] replace them. 


There is only one requirement — 
Please do a two-color DA-cOTE job. 


Nostrings to this offer—no goods for 


you to buy—no promise for you to make, 


DA-COTE makes such a handsome, 
glossy, durable, Prosperous - looking 
store front that one DA-COTE job al- 
ways induces a lot more jobs in the 
same street. Moreover, a DA-COTED 
paint store front just Naturally pulls 
People in to buy DA-coTE and othe: 
Painting materials. 

Take a hint out of the Chain Stor 
book cf rules. 

The Chain Stores have found that . 
well painted front pulls trade. They 
are always bright and fresh. 

Make your street the best business 
Street in town. 

Sell your neighbors on the idea that 
" Paint Promotes Prosperity,” 

Most of thcir stores need Painting. 

Let’s makesome money outof it while 
we are about it — for you and for us. 

Come on in at the beginning of the 
Campaign. : 

All we ask is a snap-shot picture for 
our advertising. Put a DA-COTE display 
in your window when you take the pho- 
tograph—with plenty of DA-coTE cans! 

Write us for a circular containing 
full details, 


Murphy Varnish Company 


Newark, N.J. Chicago, III. Sen Francisco, Calif. Montreal Canada 


a 


Good Da-cote Store Front Combinations 


LIGHT RED AND CREAM BROWN AND BLUE 


BLUE AND CREAM 


LIGHT GREEN AND RED 





GRAY AND RED 


| YELLOW AND BLACK CREAM AND BROWN 
HIGHT RED AND BLACK GRAY AND WHITE 


CREAM AND GREEN 


THE NEW LIGHT BLUE AND WHITE 
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Galvanized After 
Extra Heavy Electro Zinc Coating 


and Enameled with White Varnish, 
which Binds Wire together and makes 


a Dull Gray Finish throughout. 
































INCORPORATED 1892 
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No. 34 guage warp 


No. 34 guage warp 
Our other Brands Screen Cloth 


18 Mesh, No. 34 guage filler 
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Wickwire Premier 
Wickwire Bronze 











White Metal Finish 














Galvanized Before or After Weaving 


Cortland Black Enameled 
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Compare weight of our Screen Cloth 
with other makes. : 
12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 


Made from Open Hearth Steel. 


Dull Finish—Mul 
Wickwire Brand Hex Nettings 























ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 











Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 














GRAY-WICK 


SCREEN WIRE CLOTH 
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THOUSANDS 


of the 


UNION ALL-PURPOSE BASKETS 


are sold every year 


Are you offering them to your customers this year? 
The Best Value Possible for Rubbish Burners and Containers 


Display them prominently during Spring Clean-up, and cash 
in on this live item. 


Many Hardware Dealers are selling the UNION All-Purpose 

Basket to their respective cities for use in Parks. Every School, 

Hospital, Post Office, Library and City Hall can use a dozen or 

iP more of these Baskets. You will find them very useful to Garages, 

ii ae Grocery Stores, Printing Shops, and Hotels. If you have not al- 
ae ready sold these customers, sell them now. 


Every year Fire Prevention Laws are being enforced more 
stringently until now it seems that the open fire in the vacant lot 
will very soon be a thing of the past. Get in on the ground floor and 
let your customers know you carry the UNION All-Purpose Basket. 


We can now supply you with the All-Purpose Basket in two sizes with 
either Green or White Duco Enamel Finish, or Galvanized finish. 


No. 2 UNION All-Purpose Basket 


24” height. 18” top diam. 14!4” bottom diam. 125 lbs., shipping wt. per doz. 
PRICE, Green or White Duco finish.............. 


Galvanized finish 


No. 3 UNION All-Purpose Basket 


28” height. 20” top diam. 16!4” bottom diam. 150 lbs., shipping wt. per doz. 
PRICE, Green or White Duco finish 
Galvanized finish 
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e . Write for 
Other High Grade UNION Lines Ges Complete 
Hardware 
Barrel Trucks Dish Drainers Catalog 
Wi Ty \/ Bottle Carriers Furnace Elbows 
iNtes J Broilers and Toasters Icing Racks 
i ill Bushel Baskets Jar Lifters 
Casters, Heavy Duty Kettle Stands 
Cake Coolers Kitchen Utensil Racks 
Camp Grids Lid Racks 
Canning Racks Picking Baskets 
Coal Chutes Waste Baskets, Steel 
Coal Screens Rotating Oven Racks 
Cooking Baskets Sand and Gravel Screens 
Display Racks Wall Ties 
Display Baskets 
All Described and Illustrated in our 


oo 
No. 424 Catalog 











UNION STEEL |PRODUCTS CO., Ltd. 


Albion, Michigan 
(JOBBER SALESMEN, KEEP THIS FOR REFERENCE) 
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ish Drainer 
Big Value 
Practical 


Durable 


UNION Dish Drainers 


All Styles and Sizes Retailing 


from |5ce to $2.00 each 
WS-46 Dish Drainer 


If you are not familiar with our Dish Drainer Line, 
ask your Jobber or Write Us Today 


Union Steel Products Company, Ltd. 
Albion, Michigan 
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HARDWARE 


The famous 
L als par 


Boiling Water Test 


Reg U.S. Pat.OFft- 


It’s no ordinary trade-mark —that 
picture above. It carries a lot of mean- 
ing, both to the public and dealers 
alike. 


To the public it means an absolutely 
waterproof varnish—a varnish that 
“won't turn white’’—a varnish that 
will give lasting service and wear. 

Ta the dealer it means varnish that 
keeps moving oft his shelves — varnish 
that keeps his cash register humming — 
varnish that sells itself. 


What the ‘‘ boiling water test’’ stands for — 


Valspar sells! Yhat’s worth a lot to 
you. When you stock a product you 
want to know two things. First, is it a 
good product; and secomd, will it sell? 


The trade-mark above answers these 
questions for you—as far as Valspar is 
concerned. Valspar is the only water- 
proof varnish, the best varnish that 
money can buy. And it is your guaran- 
tee of sale-ability. For Valspar is adver- 
tised so extensively that every varnish 
user knows Valspar. 


Simplify your stock with Valspar and Valspar in Colors 








ALSPAR 


The Varnish That Won't Turn White 





VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


ESTABLISHED 1832 


New York Chicago Boston Toronto 


London Paris Amsterdam 


W. P. FULLER & CO., Pacific Coast 
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2-Burner Range with Oven 








today on 






No. 102 
Costs You $9.20 
a8 Sells for $14.00 




















SPECIFICATIONS 


30-day 
ap Dp / O 7 al White Cross Two-Burner Range with oven is constructed of heavy sheet steel, BS 
a finished in triple baked enamel with nickel trimmings. Equipped with two high- < 


| heat resisting plates with genuine Nichrome wire; two three-heat, four-way reci- 
rocating switches, (high, medium, low and out) and standard length asbestos 
fined heater cord with plug. Operates on either direct or alternating current 


FULLY 
GUARANTEED 












Special 
TRIAL OFFER 


Our liberal 30 days’ approval offer gives you an 
ample opportunity to see the high quality of mer- 
chandise, and test the sales possibilities before 
you are obligated for one penny. You can order 








5 ED eee 
4 is r 


*, 


A ARR YEARS II TR ITE TY 











a liberal quantity of samples, display them pro. White Cross Electric Ranges are ruggedly constructed. Made to last a life-time. 
minently in your store, and have them all sol Not to be compared with cheaply made imitations. Only highest grade mate- 
ae rials and finest workmanship go into White Cross products. Heating element 


gives long time service. Every housewife wants one of these 
Ranges. They make you big profits. Their pleasing design 
and clean, sanitary appearance makes them especially desirable. 
Remember you can order one or as many as you like on 30 days’ 
approval. Make your selection and write today. 


No. 99—One- Burner Stove 
No.100— Two- Burner Stove 
No. 101— Three Burner Stove 










SPECIFICATIONS 


White Cross Stoves come in either one, two or three-burner size. 
Constructed of sheet steel, finished in black enamel, nickel trimmed. 
Has indicating rotary switch “‘on and off’’ at each burner. Standard 
length asbestos lined heater cord with two-piece connecting plug. 
Operates on either alternating or direct current, 110 to 125 volts. One 
burner size costs $2.50, retails $3.75; two-burner (as illustrated) costs 
$4.00, retails $6.00; three-burner costs $5.50, retails $8.00. 
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No. 100 : 
Send for FREE Bulletin show- 
a — aoae ing complete line of WHITE 
SIRES SOF YU. CROSS Electrical Products. 


National Stamping and Electric Works 
3212 West Lake Street, Chicago, IIl. 
oP 
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These THREE-HEAT 


Electric Ranges 
sell easily 2 pay big profits 


Every woman wants one of these splendid Electric Ranges. They are superior in every 
way to gas, coal, or wood ranges. No smoke, no dirt, no odor. Give exactly the amount 
of heat wanted instantly at any time. Equipped with three-heat control, giving slow, 
medium, or hot as desired. Most convenient and sanitary method of cooking and baking. 


Order on Approval 


Until you see the White Cross Ranges, you cannot 

‘possibly appreciate their big values and profit- 
making possibilities. Order samples on 30 days’ 
approval. Inspect them thoroughly, show them 
to your customers. If they do not sell on sight 
and you do not find them to be the biggest money- 
makers you ever had in your store, return them, 
and you owe us nothing. 


Get Samples NOW 
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They Sell 
On Sight 


The White Cross Electric 
Range sells on sight. It 
makes an instantaneous, 
powerful appeal to every 
woman who sees it. Deal- 
ers all over the country 
report them selling on 
first demonstration. They 
are reaping Big Profits. 
Why not get your share? 
Send us your order on 30 
days’ approval at once. 
We take all the risk. 
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No. 104 











Costs Y 13.00 
Coste You Tee upe, Ranse ———_Slle for $20.00 
SPECIFICATIONS | 
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White Cross Range No. 104 has same specifications as No. 102, except the longer legs 
and shelf arrangement as illustrated. 


Oven furnished with No. 102-3-4-5 all made of heavy, uniform blue steel with nickel 
trimmed door. The drop oven door has automatic supporting rods. Inside of oven 
equipped with double heat spreader and two adjustable grids. Walls are double asbestos 
lined to hold all the heat. Oven can be used on either right, left, or center burner, or - 
can be removed, making all burners available for other cooking. 


No. 103 is same as No. 102, with three burners, costs ye 40, retails $17.50. No. 105is 
same as No. 104 with three burners, costs $16.25, retails $25.00 
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Sell the Best 
HARDWARE 


For Hard-wear 


For more than 48 years Bommer 
Spring Hinges have maintained their 
leadership and proven their superior- 
ity over all others. 








They have kept pace with the times, 
because they have been kept up with 
the times whenever improvement was 
possible. 




















SPRING HINCES 


ARE THE BEST 


Replenish your stock with Bommer. 














They are in universal demand—are oO 4 0 
quickest to sell—easiest to apply and the (e, : Oo 
most satisfactory spring hinges made. ’ : 
Your Jobber handles them. oO ©) E. 
Send for New Catalog 47. It is a big ; 
help in ordering. | Oo oO : 
BOMMER SPRING HINGE COMPANY 9 9 | 











Manufacturers BROOKLYN, N. Y. 


Bieter oO 
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What Casement and Transom Hardware 
Will You Offer to Your Trade in 1925? 








Then: Whitco is such a simple, com- 
pact, clean-cut and profitable product 
to carry in stock. At this, the inventory 
season, not a single penny of invest- 
ment in Whitco has to be charged 
off, as there are no misfits, odd-lots 
or unsaleable leftovers. 


A large number of hardware 
dealers, who have been offering 
both Whitco and other kinds of 
casement and transom hardware 
to their customers during 1924, 
have indicated their intention of 
stocking Whitco only this year. 



































Their reasons for this radical A Z At the end of our first year of 
decision are: ® Pa manufacture in the East, there are 
<> fl 


. over 200,000 sets of Whitco in use. 
First: The absolutely satisfactory ser- 


vice which Whitco has given to every user. It is standard equipment with thousands 
There has never been a single complaint of architects and builders, and many hundreds 
or criticism of it. of dealers are its enthusiastic boosters. 





Right now, in addition to our regular advertising schedule in the leading architectural 
and building publications, we are making a double page spread announcement in the Feb- 
ruary issue of the “American Builder” of an offer to send a set of Whitco, in solid brass, to 
every builder, every contractor, every engineer and every architect who is interested in 
better equipment for buildings, who will indicate his willingness to receive it, free of charge, 
as a sample, to see, to install in his own home or on any of his jobs, so that he, too, may 
know how much easier it is to install, how much better it works. We are doing this because 
we believe that each set, so sent, will mean another convert, another user who will go to his . 
dealer to buy Ps 


WHITCO--“The Easy Hardware”. Y 


a 


<a 


VINCENT WHITNEY COMPANY i es 


Western offices: Eastern offices: = Ws 
365 Market Street 636-642 Massachusetts Trust Bldg. ’ CANS 
San Francisco Boston P. 


Send all inquiries to nearer Office. F ts 


Whitco is inexpensive and the discounts are liberal. We have , SF 
a special “long time contract’? which will enable practically every y Cy 
dealer in builders hardware to obtain our maximum quantity , eS & 
discount without tieing up a lot of capital. R ne 46 


Cut out and mail us the coupon and we will tell you all about it. _- A 
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| TRADE MARK 


Equipment for 
Posterity 





B 





The New Union Station in Chicago—one of the finest and largest 
railroad terminals in America—is equipped with Chicago Spring 
Hinges. 


Many other large railroad stations, among them the Grand Cen- 
tral Station, New York, and Michigan Central Station, Detroit, are 
equipped with Chicago Spring Hinges. 


The selection of the equipment on buildings for future genera- 
tions, indicates recognition of quality, durability and efficiency. ! 


Send for Catalogue K-39 


Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 
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UNION STATION, CHICAGO 
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Four Brand New 


Announcing 


Brainerd Hardware Assortments 


To the thousands of hardware dealers who have enjoyed the popularity 
of the original Brainerd Hardware Assortments, we are pleased to announce 
an important addition of four equally attractive and equally profitable 


assortments. 


The demand for chest and cabinet trimmings has increased tremendously 
within a very short period. This steady growth is an example of the proper 
presentation of products that are in line with present day requirements 


and improvements. 


Individual, Complete Chest Assortments 


The Brainerd Line of Assortments—varying in size and 
designs—now offers a complete selection of every day neces- 
sities in the building or repairing of cabinets, chests, valises, 
radios and items of like character. 


Convenient Packages 


In offering this line of fast-selling Assortments 
to the hardware trade we have given special at- 
tention to merchandising improvements and 
packing. 

Each Brainerd Assortment is boxed and 
labelled ready to serve ‘over the counter. Screws 
are wrapped separately with each individual ar- 
ticle, thus affording the maximum of convenience. 


Attractive Displays 
Fully mounted display boards are furnished 
showing complete sets attractively arranged. 


These silent salesmen cost no more than the 
regular boxed assortments. There is no addi- 
tional charge for board or labor. We recommend 
at least one with each order. They are made to 
help you increase sales—and they do. 


Assortments Made of Brass and Steel 


Every item is made of the highest quality materials in 
both Polished Brass and Steel Brass Plated with screws to 


match each finish. 


The following is a brief description of items furnished, in 


various assortments: 


No. 5 Assortment No. 7 Assortment 
Polished Brass— Polished Brass— 
4 only No. 1430 Corners 8 only No. 474 Corners 
4only No. 479 Corners 2only No. 76 Hinges 
Zonly No. 1024 Hinges 1 ly N < 838 Lock 
lonly No. 825 Lock omy NO. c 
1 only. No. 1291 Leather 1 only No. 1294 Leather 
Hahdle with loops Handle with loops 
No. 6 Assortment— No. 8 Assortment— 
Steel Brass Plated Steel Brass Plated 








No. 9 Assortment No. 11 Assortment 
Polished Brass— Polished Brass— 
8 only No. 476 Corners 8 only No. 1413 Corners 
2only No. 75 Hinges 4 only No. 1414 Corners 
2only No. 863 Catches 2only No. 151 Hinges 


lonly No. 825 Lock 


1 only No. 1294 Leather 2only No. 234 Handles 





No. 10 Assortment No. 12 Assortment— 
Steel Brass Plated Steel Brass Plated 


Be sure to investigate the sales possibilities of these profit makers. 


Ask Your Jobber. 


If you are not acquainted with the Brainerd Line let us send you 
full details. It will be to your advantage to send for our complete 


catalog. 


THE BRAINERD MANUFACTURING Co. 


EAST ROCHESTER, N. Y. 
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Here's 
His 
Latest 
Picture 








— 





eee Meet Mr: Quikwerk’ Pick,an 
| old and respected member of 
the Quikwerk family ~~-= 
eee Although he has only one 
eye he is a very sharp guy. Made 
of tough stuff~and stays straight. | 
























He knows how to hold his temper: 
and never flies off the handle. 
eee A polished gentleman,who has 
two good points, (one on each end), 
and seldom gets dull,even if he 

is on the rocks. = ~~ = | 





You ought to Know Atm-~ and Als 


relatives, the other “Quikwerks” 


THE WARREN TOOL & FORGE CO. | 
WARREN, OHIO i 
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In Ordering Lawn Mowers 


In ordering your stock of Lawn Mowers for your 
Spring and Summer trade do not overlook these 
important factors: 






PIN 


es) 









Wt, Styles “Graham” and “A” 
| All Steel. Practically In- 
destructible. 





PEAS 










XK 


Be sure the manufacturers have had ample ex- 
perience and that lawn mowers are not a ‘Side 
line’’ with them. 


The “PHILADELPHIA is made by a company 


with 56 years experience who specialize in Lawn 
Mowers exclusively. 





What kind of a reputation does the company 
enjoy? The PHILADELPHIA LAWN MOWER 
COMPANY have been the acknowledged leaders 


in practical lawn mower improvements since 


One of the best liked models in the 


‘PHILADELPHIA™ vine. an 


Steel with 10 inch Driving Wheels 
and 4 Blade Cylinder. 1869 

Style “A.”” Equipped with Self- ’ 
Oiling Cups. 


GENUINE 


‘PHILADELPHIA 


What about the demand and the salability of the product? ot) AGLE” 
The demand for the Genuine “PHILADELPHIA Lawn Mowers 


ABR PSI 


K 


has increased each year since 1869. Today it is one of the best 
selling Lawn Mowers on the market, due to Millions of Satisfied 







Users. 

The use of the finest Vanadium Crucible Steel and superior work- 3 ‘ 
manship keep customers ‘Sold’’ on this easy cutting and long Laat ¥} 
wearing lawn mower. aw 


A MOWER FOR EVERY PURPOSE 
_ 


18 Hand 
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4 Horse 
3 Motor 
xX Send for 
= No. 25 Catalog 
and’ 
Discounts 


The most simple and perfect Gaso- 
line Motor-Driven Lawn Mower ever 
put out. 

Made to meet all conditions and 
requirements in 30” and 40” cuts. 
Very easy to operate. 


THE PHILADELPHIA LAWN MOWER CO. 
31st AND CHESTNUT STREETS PHILADELPHIA, PA. 


‘The original people in the Lawn Mower business since 1869” 


KNOWN ALL OVER THE WORLD 
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Motor Mowers 
30” Walking Type 
30” Riding Type 
47 40” Riding Type 
Combination Roller and Lawn Mower 
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T HE biggest value that you offer your cus- 
tomer in a Dietz Lantern is its unseen 
value—its combustion system—which pro- 
duces a more powerful sustained light than it 
is possible to obtain from any other make of 
lantern. 


This is because the flame in a Dietz Lantern 
is more perfectly carbureted, and gases and 


NEWY YOURE 


eS = my 
~ 


. \ 
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UNEQUALLED FOR SUSTAINED VOLUME OF LIGHT 


vapors are consumed or released that other- 
wise would cloud the globe and gradually re- 
duce the radiance of light as burning proceeds. 


It is this factor, combined with strength and 
structural nicety, that has given Dietz Lan- 
terns world wide popularity and this popu- 
larity has, in turn, made these the most profit- 
able lanterns that any Dealer can sell. 


R. EK. DIETZ COMPANY, NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 
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Just two samples—send for them 
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F One the Heavier Lowell Sprayer Base—The Other | 

Re A Sprayer Construction You Can Easily Thumb-Dent iM 
. a! 
Ee If you will drop us a postal, we will be | 
is glad to send you a couple of dollar- ne 
ie sized pieces of tin illustrative of a great Ne 
5 difference in sprayer construction. | 
p Take these two samples, place them Hi 
eB between your two thumbs and start to a 
eS bend. One will bend—the other is 107 

2 lb. base tinned—the standard always | 





used in Lowell Sprayers. 


That’s the Lowell thumb-test, applied 
to the completed sprayer. Jobbers 
know it, dealers should. Then you 
won't pay the same price for the 
lighter-weight as you do for Lowells. 
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S Then—there’s the air and water test. it 
fe 10% to 15% of all sprayers manufac- ‘We 
a tured leak on test. It costs money to 

‘ double-test every sprayer. Yet Lowell + 
be does it and guarantees every sprayer Al 
P it ships. 


Surely these are good things to know. 
Just take a minute and write for sam- 
ples. Or—say to your jobber “I want 
Lowell Sprayers.” 


LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 


LOWELL, MICHIGAN 


wt 


* Also Make 
SPRAYERS 
in Galvanized 
Iron and Brass 





No. 210 ° 
Compressed Air Lowell Fountain Com- 
prayer pressed Air Sprayer 







1. 107 lb. base tinned. 
2. Guaranteed against leakage. 
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i When sath Rope Order reads 
4 Columbian Tape-Marked | 





you and your customers are going to be entirely satisfied. Every Rope 


containing the red, white and blue J'ape-Marker is a high grade 





product of the mammoth Columbian Mills, and one which they abso- 


J 


lutely guarantee. 
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Such a guarantee is the greatest selling point ever devised for the 
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Dealer and backed by a manufacturer, with the reputation which the 


se 
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Columbian Rope Company has earned, you will find that Columbian 


= iy 


Rope is one of the easiest and best selling Ropes on the market. 
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When you give your Jobber your Spving order for Rope, specify 
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Columbian. If he does not stock it drop us a card. 
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Columbian Rope Company 
352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
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one me Branches: New York Chicago Boston New Orleans 
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Get Your 1925 Sales Helps! 


To.enable you to tie up with our national advertising, we will send 
you, free of charge— 


Counter Folders, “How to Have a 
Fine Lawn” and other rew leaflets 


Store and Window Cards 
Adjustable Window Trim 
Book of Electrotypes for your Store Advertising 


And other aids for stimulating business. Cards and folders im- 
printed with your name. 

If you have any of our mowers in stock, or have ordered them 
through your jobber, please send us a memo of the brands you handle 
and we will supply you with the above sales helps. 


” . ° a 7, ; . P 3 “ <2 
Aan Mow 
PENNSYLVANIASISAWN: MO 
NCORPORATED & 
Nia DALI Need 





ONS 
FOUNOEO 1877 PHILADELPHIa 


DENNSYLVAN[A 


LAWN MOWERS 
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The 


Complete 
Story 


Have You Ordered Your Copies? j 





$3.00 
Per : 
Copy ‘ 





The Greatest Hardware Story Ever Written q 

The story is told of a man who was uncommonly fond of 4 
peaches. Seeing some unusually fine peaches in a store he bought : 
one. remarking: “I’ll sample this when I get home—if it tastes FE 


as good as it looks I'll be back soon for a basket or two.” 


When he returned later and asked for several baskets for pre- 
serving, the dealer said: “I’m sorry, sir, but those peaches were 
quickly sold out—you should have placed your order.” 


Good books, like good peaches, are soon snapped up. This has 
already proved true by the orders received for “Forty Years of 
Hardware.” 


Place your order now, with remittance, and avoid disappoint- 


men 
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By Saunders Norvell 


Hardware Age, 239 West 39th Street, New York City 
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\ Picking aLeader 
. is Good Business 


Sia , The Brown line—a sprayer for every purpose—is a profit- 
\ rong, simple : : 

sprayer. Durable making leader. E. C. Brown Sprayers are known in every 
tg oman 3M agricultural community and E. C. Brown advertising is pro- 
oe eet ar a moting the good-will that brings more business. 


vanized tank. 

The use of this class of equipment is rapidly growing. New 
customers are being made every day, and there is a big market 
among those who have used sprayers before and appreciate 
their real value. There is an opportunity here for every dealer 

who stocks the Brown line and backs up his judgment with an 
ee ee earnest selling effort on the spraying idea. 


attractive gold. Five styles. Brown sprayers are the ‘‘tools”’ with which the enterprising 
Capacity 1 and 2 quarts. . 
dealer builds sprayer profits. 


Auto-Spray No. § 





4 Auto-Spray 
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Auto-Spray No.26 


Auto-Spray No. 22A | 





For all kinds of 
spraying and disinfect- 
ing. Capacity 1 quart. Made 
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of heavy 107 Ib. tin. An unusually popular 
high pressure sprayer for i 

Auto-Spray general use. This Brown 1 | 

No. 42 Auto-Spray No. 5 is made i | 

. entirely of brass. i 

Wheel bar- It is a sturdy piece of * Hi 

row type. Sim- equipment and, like all ’ rt 

ple in construc- Brown sprayers, it stands Y i 


tion. Long the abuse of rough service. 


wearing. Made 


- 


Brown Auto-Spray No.5 
is regularly supplied with 


3 ° bid icone " 
pinrcneelanapetdtenert dietitian macattatie dasencren ae 
a apt * er. od ~~ " 


in two styles. four nozzles. Shipping “thi mane euee . 4 
12 gal. brass weight 5 pounds without 
: knapsack. No. 5 may be 
ad * icra obtained with or without 
tank. brass or galvanized tank. 





A Sprayer 
for 
Every Purpose 


. / 


( The E. C. BROWN COMPANY 
: 869 Maple Street Rochester, N. Y., U. S. A. 
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Works at Fairhaven, Mass. 


ATLAS TACK CORPORATION 


Have you seen our 
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Fairhaven, Massachusetts 





A 3 oz. package to retail at 5c. 


A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


St. Louis, Missouri , 
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The“Lorain” Market Is a Big Market! 


VERY home where gas is not available is a g00d prospect for an 
Oil Cook Stove equipped with Lorain High Speed Oil Burners. 
A Lorain-equipped Oil Cook Stove frees the housewife com- 
pletely from the laborious task of feeding and tending a fire. 


It eliminates the soot and smoke of burning wood or coal, and the 


dust of ashes. 


It gives the housewife a cool kitchen in which to work 


during the hot summer months when Canning and ‘‘company’”’ require 
her to spend so much time over the stove. 


An Oil Cook Stove equipped with Lorain 
High Speed Burners is a-pleasing addi- 
tion to any kitchen—bright and attrac- 
tive in appearance, compact, and quickly 
and easily moved to any desired location. 
Lorain Burners are easy to light—require 
no adjustment after lighting—and gen- 
erate with extreme rapidity a clean, 
blue, hot flame that comes in direct 
contact with the cooking utensil. 


Lorain-equipped Oil Cook Stoves are 
sturdy and durable. The inner combus- 
tion tube, which is the only part that 
could possibly be affected by the intense 
heat, is made of ‘‘Vesuvius Metal’’. 
It is guaranteed for ten years against 
burning-out. All other parts are made 
of brass or other materials that resist 
the mechanical action of hard usage 
and the chemical action of the oil. 


Practically no effort or expense is re- 


LORAIN HIGH SE 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 





quired to keep these excellent stoves in 
condition. Wicks seldom need cleaning 
or replacement. New wicks can be inserted 
easily, quickly and without muss or dirt. 


The unusual simplicity of the Lorain 
Burner prevents the occurrence of those 
minor troubles which women, with their 
slight knowledge of mechanics, fre- 
quently encounter when using oil stoves. 
This feature is of greatest importance to 
a dealer because it keeps his original 
profit from being cut into by the ‘“‘giving”’ 
of service ‘‘after the sale.”’ 


Stock one of the five famous lines of 
Lorain-equipped Oil Cook Stoves listed 
below. Use the many dealer-helps fur- 
nished free of charge. Tie-up your store 
with the big Lorain National Adver- 
tising Campaign, and soon you'll find 
your stove department earning a profit 
that will surprise—and please—you. 


sD OIL BURNER 


Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

—— Action—National Stove Co. 

, Lorain, O. 

en + natal New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Sail Monsen M. Clark & 
Co. Div., Chicago, II. 

1925 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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The good name they bear is 
not the only recommendation 
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CLEVELAND stone product is the 
result of years and years of con- 
scientious work to produce grinding 
tools of superior workmanship for spe- 
cific purposes. From household sharp- 
ener to grinding wheels for precision 
work in industry—there is a Cleveland 
Stone abrasive that will do the work, 
and do it well. 
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Sterlith scythe st de f i j innine—pi 
Sterlith scythe stones are made from pure Pioneers in the beginning—pioneers 


to cutting sacs, Haye 2 sure and now, The Cleveland Stone Company ex- 
samedi erts its old influence throughout the 
hardware world, wherever men buy 
abrasives. The good name these prod- 
ucts bear is not the only recommenda- 
tion—although that frequently seems 


enough. 





Show the Sterlith scythe stones in your 

store, display the Sterbon Star knife 

sharpeners. The folks who have bought 

Sterling or Cleveland grindstones in the 

past will recognize the good old name 

on the newer products. Let folks know 

an that the standard grindstones of gen- 
: erations past are still the standard 
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Every home needs a Sterbon Star round ” . 
knife sharpener—place one of these hand- grindstones of today. Order Sterling 


some eye-catching displays on your counter 


Onder through fuae jobber. = wick time. products through your jobber. 
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The Cleveland Stone Co. 


Cleveland, Ohio 
Grinding Wheel Factory, Tiffin, Ohio 
Branches 


NEW YORK CHICAGO 
283 Front Street 30 N. Clinton Street 
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A complete Source of Supply: “Cleveland” 
Grindstones; power or hand operated; mounted 
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STERLING or unmounted; iron or wood frames. Com- Harvest King 
Substantial light running. Mounted with mutator stones. Oil stones, etc. Sterling Frame of heavy angle steel 
a ‘Cleveland’ Grindstone, genuine Berea abrasives: Sterlith scythe stones; Sterbon Star 14” x 1%" X %”, strong- 
or Lake Huron grit, which we alone manu- ly braced and is equipped 
facture. 19 to 22 inches in diameter, round knife sharpeners; Sterbon abrasive files. with our standard high 
to "te thick. Frame can be set Sterlith, Sterbon, Vitrified, Silicate and Elastic ft ne reg Bt goo A 
up in a jiffy—merely by manipulating : : rrindstone. pped fold- 
ont baie. Shinped. knocked. down and wheels of every size and shape, and Sterling ed complete, stone crated 


crated. bricks. separately to save freight. 


STERLING ABRASIVE 


AND STERLING GRINDING MACHINES 
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NATWIRE 


Wickwire Spencer Service includes the publication 
RATWIRE quarterly of a complete illustrated catalog and price 

list combined. It contains facts you, as a dealer, 
should know about every item in the big NATWIRE 
wire goods line. It is compiled for your convenience. 
If you do not rec2ive your copy, please inform us and 
it will be sent to you regularly. 


0 


Wire Goods Distributors 


Chase & Francis, Boston ll. A. McKinnon, Detroit 
Benjamin Factor, Bridgeport M. J. Geraty, Chicago 

J. Walter Eckenrode, Baltimore Paul C. Eckhoff, St. Paul 
Ramsey-Sturgeon Co., Baltimore C. C. Donoghue, Kansas City, Mo. 
Roy L. Ashcraft, Louisville C. M. Bollinger, Sait Lake City 
Couch & Jackson, Atlanta National Sales Co.. Denver 

. H. Menge Saies Co., New Orleans Bubar & Company, Fort Worth 
kimii Vutech, Cleveland Lloyd S. Knight, St. Louis 





Wickwire Spencer Steel Corporation 
11 EAST FORTY-SECOND STREET > 


NATWIRE 


RAT WIRE ><RATWIRE > <KAT Wi RE> <KATWIRE><RATWIRE><RaTwinE> 
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In more than a million 
homes, this two-third 
page advertisement on 
Blue Streak will be seen 
in the March issue of 
Good Housekeeping. 











T’S new, it’s novel, it’s 

interesting, this Blue 
Streak Household Can 
Opening Machine. The 
easier, quicker, better way 
to open cans appeals in- 
stantly to every woman 
who sees it work. Blue 
Streaks move fast. Unusual 
sales records are being 
made now. Write us for 
prices. 


BLIGE STREAK 


Housenoro Caw Openive Mactive 
































THE TURNE 
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Bigger Sales and Larger 
and Display This Complete 


Your Jobber Can Supply You “:- 


EKCO SANITARY BREAD PANS EKCO SQUARE JELLY CAKE PINS EKCO TIN DRIP sen 








: Absolutely oni’ Dieinien 4 in constant BESSY : 
Full rounded sanitary corners and bot- demand. MHeavy bright tin, neatly Splendid line of fast sellers. Sanitary 





toms. Heavy bright prime tinplate. wired in rim. corners — heavy bright tin — extra 
Extra heavy wire rolled in the rim.  — heavy wire in rim. Heavy wire drop 
. . No. Stes handles securely riveted in place. 
No. Capacity Size No. Size 
7 1 Ib. Loaf . 5 oe ; <2 70 8x 10 
17 1% Ib. Loaf 934x454x2H% 622 10 “10 “ 71 8x12 
47 1% bb. Loaf 934x534x2% - “ 72 9x14 
| 57 1% Ib. Loaf — Deep 73 10x15 
| | soa athinae 600 7VY~x TYzxl% 74 12x17 
5 a A 601 9 x9 xI¥%  EKCO LOOSE BOTTOM BREAD AND 
S aL / Extra Deep CAKE PANS 
630 8 x8 x2 
631 > aT? ae 
632 10 xlO x2 


67 2 _~ Ib. Loaf 11344x73%4x2% 
EKCO ee BISCUIT PANS 


EKCO SANDWICH LOAF PAN 





Heavy bright tin neatly wired in rim. Popular type, sells readily, heavy 


—— Steady sellers in best sizes and depths. bright tin, wired ; in rim. Bottom 
grooved, snaps easily into place, and 





L —" : Gendwich e- Description Size does not leak batter. Staple numbers 
oe OEE SAD Se TT ak: : Mine lix74x1%__ in best selling depths. 
633 Deep 13x9Y4x2 No. Description Size 
No. Size 201 area 9x9x Il 
75 1314x4)4x3 202 eep 9x9x2 
EKCO BISCUIT AND COOKIE 395 EST2. Dep —aa14 


EKCO LOOSE BOTTOM CAKE PAN 
EKCO FAMILY DEEP BREAD PANS “ON LEGS 





Used for biscuits, cookies, crackers, 
Sanitary Corners. Heavy Bright Tin. rolls, etc. One end open and other 
Extra Heavy Wire in Rim. end equipped with wire ring. Heavily 
wired on three sides. 





No. Capacity Size i 
606 | Ib. Loaf 934x414x3 No. Size A good Svocdiaaiie of heavy bright 
607 1% Ib. Loaf 103%4x5'\4x3 1117T llx!7 tin with snug fitting loose bottom and 
608 2 _ Ib. Loaf 1114~x6 = x3 1218T 12x18 four legs riveted securely in place. 
640 Sponge 1414T 14x14 No. Description Size 

Cake 13 x4l4gx2Y, 1616T 16x16 251 Tubed 9x9x2V, 

i 
PRICED RIGHT FOR QUICK TURNOVER—A FULL STOCK MEANS ONLY 


Send Your 


EDWARD KATZ 


1949 North Cicero Avenue at- 
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ine of Fast Selling Items 


Buy Now While Prices Are Right 


VANITY CAKE PANS OBLONG VANITY CAKE PAN EKCO DRAWN ANGEL FOOD PANS 
Van Dusen Patterns 


Mfd. by Edward Katzinger 








\ highly improveu line thac attracts 
customers’ attention to your tinware 
stock. Good items for special and 
feature sale purposes. The raised bot- | . 
re neg gr agg igel ya a oS aici oa 
ealers. Bri in, stamped. 
cake free quickly and easily. Slides . = 





act as legs upon which pan stands SWANS DOWN CAKE PAN No. Capacity Size 
while cake cools in upside-down posi- Qts. 
tion. 40 YY, 8 422V; 
5 41 | 634x2 
414 a 8 x24 
42 2 834x2% 


EKCO DRAWN PUDDING PANS 








A specialty pan that sells fast when 
featured. Large tube that acts as 
pedestal on which pan stands while 
cake cools in wd ty ota position. 
The slides cannot come loose, fit 
snugly and operate easily. No leak- 


Round—Deep—Tubed age of batter. 





No. 1621 Size 872" Diam. 372° Deep No. 193T Size 814” Diam. 314” Deep Without Tube 


Staple stamped numbers. Drawn from 
one piece | C Tin. 


= as EKCO DOMESTIC SCIENCE SCHOOL 
oy PANS 


wa 7 A 
{ figs = a8 
ce a . . ‘ 
; | 
; | 
Au 
? 
\ y Hy | 
} - 
i Hi, | } 
it i 
; 





No. ed Size 
4 . For Schools and sold as toy pans. 1240 Vp 6 x2: 
;, No. Size 1241 | 654x2Y, 
Round—Shallow 00 43%4x3 x2 124144 1% x 24 
No. 184 Size 844” Diam. 144” Deep 0 . 6 «314x244 1242 2 834x254 


A SMALL INVESTMENT—CARRIED BY ALL LEADING HARDWARE JOBBERS 


Order In Now 


INGER COMPANY 


“t= CHICAGO, ILLINOIS 
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Diamond Velvet Socket, Feltoid 
Wheel, made in three sizes 
for light, medium and heavy 
furniture. Just one number 
of the Bassick packaged line. 














































ede eg 2 slow-movitig aii 
ea i } pay. Sell the superior Bassick : 
He will pay, and pay weil. : 
Bs We | Write us today for details of the. B 
i Dealer Plan and No, 25 Stock Or 3 
tf 3 





tan other selling helps—free. 





“ 2 order you get an attractive 
x 
Se 








* fe 
? 
s3 
ae ig 
® 
$x ot 
> ae 
* 
a . 
5) 
z 
P: 
« 
‘ 
: e 


ae eee 


Reg. U.S ee. es. 
Pat. Off. 


| ‘THE BASSICK COMPANY 





For ‘thirty years the 
leading makers of high- 
i grade casters for the 

| home, office, hospital, 
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Best Bet In Weatherstrips 


ECONOMY’ 















2 

g 3 

H ‘My weatherstrip business didn't earn its board until | stocked up with 
i} Economy. Today it has just as fast a turnover as any product | carry. 
iH qi This hardware man claims that the size of your weatherstrip business 
cas ye? depends on the kind of weatherstrips you sell. The Economy All Metal 





Weatherstrip has broken all sales records. 

With big profit and no waste, it is the best weatherstrip for the hardware 
dealer. 

Many exclusive features makes sales easy. Economy All Metal Weather- 
strips are all bronze and will not rust. They last a life-time and cost no 
more than cheap temporary strips. They can be easily installed by anyone 
without removing the window. 


Clip and Mail the Coupon Below 


Our Sales Plan with Advertising Leaflets and display cards makes selling 
easy. Hardware jobbers and dealers are furnished also with small sample 
windows completely equipped with “Economy” for display purposes, and 


WOODEN to assist their salesmen. 

BLOCKS Complete Equipment in Attractive Carton : 
Complete equipment for door or window, with instruction sheet and nails, 
is contained in a handy carton. To make handling easy for dealers, they 
are put up in boxes of two dozen cartons. 

Economy Strips come in two sizes of windows, 36” x 36” x 36” and 
42” x 42” x 42”, and two sizes of doors, 36” x 84” and 42” x 84”. The 
carton for 36” window retails at $1.89 and 42” window at $2.21; carton 
o 36” door'retails at $2.01 and 42” door at $2.14. Subject to regular 
iscounts. 


These Fellows Are Making Money on Economy 


“We are doing a nice business. Just received an order from one of our 
large apartment houses for strips for entire job."°-—-Van Camp Hardware & 
Iron Co., Indianapolis, Ind. " 

“Kindly send us 500 illustrations for imprinting. One of our dealers has 
met with unusual success and wants to circularize his trade.""—The Kruse 
Hardware Co., Cincinnati, Ohio. 


SAGER METAL WEATHERSTRIP CO. 5-8-24 
2531 Homer Street, Chicago ) 
Send prepaid 1 box Economy Metal Weatherstrip size y+ Ks Bay containing 
“4 cartons, complete equipment for 2 doz. windows. 
6”x36”" x36” 
Send prepaid 6 cartons, size 42"x42"x49”" complete equipment for 6 winodws as 


a sample order, 
Send full information with samples. No obligation whatsoever. 


= of. 
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FOSTER RANGES 


Popularize A Profitable Department 








February 5, 1925 


A small section of your store de- 
voted to the display of FOSTER 
Ranges wiil prove a reliable 
builder of permanent trade and 
continued patronage. 


Featuring this quality merchan- 
dise requires but little floor space 
and offers exceptional expansion 
opportunities. 


The homes already occupied — 
and those yet to be completed offer 
thousands of prospects for modern 
appliances. 


Look over this profitable field and 
make certain of your share of 
the business. Jt exists in every 
locality. 


We will help you popularize your 
store by furnishing attractive cuts 
for advertising our ranges. 


It will pay you to investigate The 
Foster Line and the many advan- 
tages of a stove and range de- 
partment. 


Foster 88-18 Combination Range 


Our latest Two-unit Gas and Coal Combination. 
Finished in plain black or a beautiful shade of 
blue or gray enamel. 


The gas oven is heated with our improved flame- 
spreading “Bunsen” burner, working perfectly 
with natural or artificial gas. 





Coal oven has the improved “Foster’s Opal”’ 
flue system—famous for quick heating and baking. 


Equipped with oven thermometer and enameled 
drip pan. Its design, efficiency and price will 
appeal to your customers. 


Write us for complete catalog and trade prices. 


The Foster Stove Co. 


Ironton, Ohio 
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ATED DADA DAD DAAAAAAAAAAAAD 


VURNRARANAARRNEO EERE 


We manufacture a complete line of Radio 
Batteries for Radio use only. They render BATTE RY 
Economical and Dependable Service on all vaun 4 ELECTR e EARP Omar cane 


types of Radio Receiving Sets. = = | ae, 


AY 
/ 


INVESTIGATE 


This Unusual Merchandising Plan 


on the sale of 


YALE RADIO BATTERIES 


OU will be interested in this plan 

which will make it possible for you 

to increase your volume and profit on 

the sale of Yale Radio Batteries — 
famous for their Quality. 





Communicate with us immediately 
so that you can benefit on February 
Battery Sales. This is the peak month 
for the year. 


YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN, N. Y. SAN FRANCISCO 
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Zine Insulated 


TRADE MARK 


Fences 


Extra INSULATED AGAINST RUST 
1gn1@ DH 40% T0 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWINC THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. 


THE WIDEST ADVERTISED AND BEST SELLING 


on FENCES ON THE MARKET 
te Write us for selling details 
t 




















BANNER 
Arrow STEEL FENCE POST 
Built like a railroad rail. Remarkable stiffness and durability. 


Has sprung into immediate popularity. Extensively advertised. 
Write us for selling plans and literature. 


Nails, spikes, tacks. 
Barbed—our celebrated 
brands Ellwood Clidden 


American Clidden 
American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Denver, Birmingham, Dallas 
U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 


Every kind for every pur- 
pose, in every form and 
every finish. 
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LUZON BINDER TWINE 


—as good as can be made— 


For thirty years LUZON BINDER TWINE has stood the test— 
the real test that comes from actual field service and has increased in 
popularity each year. 





Twine competition today is not as much a matter of price as of 
quality. 


The Farmer has found that the breakage of grain bundles in the 
field is wasteful—that time lost in tying these broken bundles is ex- 
pensive economy—and that better twine saves the grain, eliminates loss 
of time and prevents “cuss” words. Besides, the greater yardage in 
good twine usually more than offsets the difference in price. 


The Dealer has found that cheap twine, not only is unprofitable at 
the time of the sale, but often loses him his customers’ good will and 
trade in other more profitable lines. 


If you are not sure you are “in right” on Binder Twine for 1925 
drop us a line for our proposition. 


THE GEO. WORTHINGTON CO. 


Cleveland Ohio 
Established 1829 
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The Kawneer Com- 
pany of Niles, Michigan 
points with pride to 
more than 260,000 in- 




































pronigh stallations of. its resi- 
AGN lient, solid copper store 
A a grr front construction. 
a A Os cor <a | These Kawneer Store 
| ie aa Fronts placed side by 
Le LEY side, would reach from 
a Sal ~ ’ y 
aL Key West to beyond 
2 Chicago—more than 
ae 1,240 miles. 
De aera This excellent record 


, of Kawneer resilient 
construction is offered 
as our bid for your con- 


fidence in— 
¥ 


Kawnee 


SOLID COPPER 
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The Kawneer Company, 
2716 Front Street 
Niles, Michigun 
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THIS SIMPLE SYSTEM 
“FILLS THE BILL” 


The system illustrated not only “fills the bill” in 
many progressive hardware stores, but also pro- 
vides other necessary records for the careful mer- 
chant. 


Invoice and office voucher in this system are made 
wider, so that price may be left off the receipt 
copies if desired by using the outer columns in 


efits Coury | pricing. All records are made at one writing, and 

= — are itemized copies of the original invoice. There 
is no unnecessary labor making other copies, no 
chances of error in transcribing. 


This is only one of many SHOUP-ALIGNER sys- 
tems. There are SHOUP-ALIGNER systems for 
every purpose, from simple two or three copy 
records to the more complex needs of the larger 
establishments. 


Your own system can be adapted to the SHOUP- 
ALIGNER, saving you time, labor and the worries 
and possibilities of errors in recopying. 

















Our systems specialist would be glad to call and 
show you where and how the SHOUP-ALIGNER 
can help you. Just send your name and address 
and when to call. It will pay you to do so. 








AUTOGRAPHIC REGISTER (COMPANY 


ORIGINATORS OF CONTINUOUS PRINTED FORMS 





e—Customer s 


Triplicate Receipt 


opy ° 
350-358 10th Street, Hoboken, N. J. 





= 
 atelatadl 3 wenerrors seam |) A 15004 


Represented in Canada by 


AUTOGRAPHIC REGISTER SYSTEMS, Limited 
100 St. Peter’s Street, Montreal, Quebec 








camgser’s Tete 
re 
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Quadruplicate—Office voucher used as com- 
bined day book and journal entry for 
eharging direct to the ledger. 
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By grouping together on attrac- 
tive display panels just those 
locks which have proved most 
salable after long study of the 
wants of thousands of dealers, we 
have made it possible for dealers 
to eliminate dead _ stock yet 
greatly increase their sales. __ 


The Fraim display board No. 


2560 and No. 2561 showing six 
rim Night Latches that can be re- 


Look over our new catalog to see the many numbers recently 
added to the Fraim Padlock and Night Latch line. If you 
have not a copy on hand, be sure and write for one today. 


E. T. FRAIM LOCK CO., Lancaster, Pa. 


Selling Agents in 


New York San Francisco 
Chicago Boston 
Detroit Seattle 





Make this your best lock year with 
Fraim Padlocks and Night Latches 


HE NAME Fraim on a Padlock or Night Latch 


always means that extra margin. of quality which makes 
the customer feel that he has made an excellent purchase 
—whatever priced lock he may select. 


Winnipeg 


Display Assortments 
RACTICALLY every customer 


who enters your store has need for 
one or more good quality Padlocks or 
Night Latches. 


By stocking the right Fraim panels 
this need is turned into actual sales with 
excellent profit for yourself. Let us 
send you our special catalog pages 
illustrating Fraim Padlocks and Night 
Latch Display Assortments. 


tailed from 65c to $2.75 each 
have proved remarkable sellers. 
Ask your jobber about them or 
write us direct. 


Among Fraim Padlock dis- 
plays we particularly mention 
Nos. 2530 and 2532 of locks for 
general use; and displays Nos. 
2517, 2542 and 2544 for your 
auto accessory, motorcycle and 
bicycle trade. 


Ogden, Utah Vancouver 
Los Angeles Philadelphia 
Montreal Baltimore 
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STAR Water Bowls 


STAR Water Bowls, newly re-designed 
for greater efficiency, are a constant 
- source of profit. Can be installed regard- 
Br. less of whether or not STAR Stalls and 
a Stanchions are already in—if they're not, 
STAR Water Bowls will make it easier 
to get them there. 


Albany 








Minneapolis 
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| Salable wherever there are barns and herds 


BARN and a cow is evidence of a STAR Barn 

Equipment prospect anywhere—every dealer in 
a farm community is surrounded by STAR prospects 
and opportunities for profit. STAR stalls and stanch- 
ions, shipped assembled in units, can be installed in 
any barn, new, old or in prospect, and once in is good 
for a lifetime of efficient and profitable service. . 


Farmers never fail to listen to the STAR story—we 
furnish a man who'll help you tell it, and you'll get 
full profit from his sales. STAR cooperation is hearty 
and complete. STAR equipment is the logical deal- 
ers’ line. It enables him to make the greatest number 
of sales with the least effort, and all business received 
by mail from a dealer’s territory is turned over to him, 
assuring him every dollar of profit his neighborhood 
develops. Give us an opportunity to tell you more 
about it—write today for full details of the STAR 
agency proposition. 


HUNT, HELM, FERRIS & CO. 


Harvard, Illinois 


Los Angeles San Francisco j 
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Group Small Wares * Increase Sales 





Two Styles of Packing 
Straight Assortment 


ce 
c= Domes of Silence 
Packed 14 gross sets Packed }4 gross %in., 


any one size. 5, in., % in., % in. 
Assorted. 


A Fast Steady Seller 
Highly Profitable— 


Just display the carton 
MADE IN SIX SIZES 


3g in., % in., in. 34 in., % in. and 1-% in. 


Your nearest jobber carries a complete line 
Have customers apply largest size possible 


DOMES of SILENCE Division 


enry W. Peabody & Co. P-1949 
17 State Street, New York City 











She Lerfect Furniture Footwear , 


» DOMES of SILENCE 


Getter than Casters 











We 





WAGNER ORDINARY 
ALUMINUM ALUMINUM 
Wagner Aluminum is cast. Note hor 
much thicker it 1s than ordinary alu- 





minum. Lhat is why tt will not dent, 
warp, break or burn through. 


UCH a:sturdy, capable skillet it is—and so handsome! 
Deep, rounded sides, silver-shining. Bottom extra thick, 

for even cooking. A cool handle that will not turn. Cast, of 
course, like all Wagner Aluminum Ware, in one solid piece 
without seams or rivets. That is why it is so strong, heats so 
* evenly, cooks so wonderfully, lasts a lifetime. Ask for this fine 
Bvove molec leleuaelmmonleletc alc hmelaluseMurbacmbemee(ctice)cc Op muselc- 


for booklet. Wagner Manufacturing Co., 85 Fair St.,Sidney,O. 





Makers of Wagner Cast Aluminum Ware and 
Vagner’ DeLuxe Cast Tron Cooking Utensils 





In February over 1,000,000 good ieaciiliori will aad this typical message of Wagner Quality. 
Read on the next page how you can “‘cash in” on this Quality demand at a popular price. 
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Wagner 


Mfg. Co. 


87 Fair Street 
Sidney, Ohio 


PA, 70)-a leader 
that carries a‘Real pio t for ‘YOU 


© — A*275 value 


that retails at 
. only 1-89 
and its genuine 
AGNE R 





ALUMINUM 


ARE 





WAGNER ORDINARY 
ALUMINUM ALUMINUM 
Wagner Aluminum is cast. Note how 
much thicker it 1s than ordinary alu- 
minum. That 1s why it will not dent, 

warp, break or burn through. 


\ j TAGNER QUALITY—at a popular price—with a 


full protit margin! Here is a genuine opportunity for 
eA : every dealer who sells household wares. 

“&y Tests prove 200 to 400 of these skillets can be sold in a 
ZB. day. Wagner furnishes cards for window and counter decora- 
<p tions, newspaper advertisements and complete sales helps 
with your hirst order. Act now! Get in on the demand for 
Cs Wagner Quality with this Wagner Special. Mail the coupon 
~~ for the discount and complete details. Be the first in your 

town. Wagner Manufacturing Company, Sidney, Ohio. 


Please mail me discount and 


full particulars about your leader 
eS 
that carries a real profit. 


Oe ee eee a 
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fe HENRY DISPLAY 


6 








When you visit the New York Toy Fair, February 2 to March 7, 
be sure to call at Rooms 510-512, Hotel Breslin—Fifth Floor, 


Corner Suite. 


There you will see all types of HENRY DISPLAY RACKS with 
all kinds of children’s vehicles displayed on them—every part of 
each shown separately. 








GOODS WELL DISPLAYED ARE HALF SOLD 
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There also you will see several brand new types of HENRY DIS- 
PLAY RACKS—at less prices. These we are showing for 
the first time. 
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Let us demonstrate with real children’s vehicles how HENRY 
DISPLAY RACKS can save your rent—and by more attractive 
display increase your sales. 
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Everybody who:wears ‘shoes is a live Panco sales prospect! It’s the most 


-satisfactory—comfortable and economical soling material ever produced. 


Guaranteed to Outwear Best Leather 2 to 1 


,. Leading shoe manufacturers and repairmen every- —_—— papers of the country. The 1925 Panco advertising . 


“where are featuring Panco Soles and Heels. . Hard- 


ware merchants find them profitable items because ‘campaign’ is bigger than evér—with aggtessive, per- 


‘they show a quick turnover and a substantial profit suasive, action-impelling advertising which strikes a 
on every sale. _ responsive chord in every community. It tells the 
Nationally advertised in more than 800 leading news- story. It sells the product for you. 


_ Panco Half Soles, Heels and Strips—Black or Tan 


are sold in sizes for men—women and. children. _ : 


b 


Your local jobber can amute you—or write or wire: us 
direct—NOW. Be sure to order a sufficient stock to take 
care of the demand local Panco advertising in your own 
territory will create, >)‘: \:' 


Look for the PANCO trade-mark on 
every piece. If it'doesn’t bear it—it 
isn’t PANCO! 





PANCOCO. 
Chelsea, Mass. 
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“Ain’t She a Dandy?” 


That is the verdict of thousands of fisher- 
men who have used any of the Falls City 
Line of Minnow Buckets, Bait and Tackle 
Boxes. It is equipment made to meet the 
exacting demands of well informed, ex- 
perienced and particular fishermen. Live 
minnows and perfect tackle always at 
hand when carried in Falls City con- 
tainers. 


Our line offers you an unlimited field for 
1925 sales. It’s a line that is known to be 
practical and profitable. It does not mat- 
ter where you are located or what class of 
fisherman you sell—be he an “old-timer” 
or a barefoot boy—there is a Falls City 
bait or tackle container that will meet 
their whim and fancy. Get in on the early 
season demands. 


Order early thru your Jobber 


Stratton & Terstegge Company 


INCORPORATED 


LOUISVILLE 


KENTUCKY 


World’s Largest Manufacturers of Minnow Buckets, Bait and Tackle Boxes 


phe Srient | 
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STEER-EZY COASTER—the delight of 
boyhood. New large rubber tires, roller 
bearing, hollow steel handle. Hand- 
somely finished—all metal parts and 
wood trim enameled. New lower prices 
now ready. 


HOUSE NUMBERS and letters of alumi- 
num and brass—the most complete line |. 
made. Put up in attractive sales cartons 
for cotinter display. Sell upon sight. 


; STEEL TENT STAKES for the camper 
or auto tourist. Will stand any amount of 
pounding. Parkerized Rust-Proof finish, 
unbreakable, non-cutting rope hook, will 
penetrate the hardest ground. 


HAME FASTENER. Flat link type 
which lies flat against the collar. Easily 
adjustable, unbreakable, rust - proof. 
Parts are so arranged that they cannot be 
dropped or lost when fastener is open. 


Sells quick at 25c. 


WRENCH SETS—Single Six and Handy 
Eight—quick, easy sellers. Convenient 
for home, office, garage, store or fac- 
tory. Individual units may be detached if 
desired. Single Six fits nuts from 5/16” to 
5/8”. Handy Eight up to 3/4”: Made of 
high grade steel. Single Six sells at 25c. 
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NIAGARA METAL STAMPING CORP. 
Niagara Falis, New York 





NIAGARA METAL ST AMPING Gentlemen: We are interested in NIAGARA 
PRODUCTS. Please send prices and information. 
CORPORATION 
NIAGARA FALLS NEW YORK a Maclin ee ow ee aS Saal 
New York Office EE Ere ee ee State 
106 READE STREET NEW YORK CITY 


Name of Jobber..... 
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atthe Toy Fair 


The full J anesville Line is now on dis- 
play at the Hotel Breslin, Room .622. 


Buyers will find many new and at- 
tractive additions’ to the well 
Janesville Coasters, Skudder Cars and\ 


Scoots. 


. > 
, 
« 
j A ‘ 
. 


Janesville Products Co. 


Janesville, Wisconsin 











Remember 
Room 622—Hotel Breslin 
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HEN you sell a Smith’and Wesson ‘arm you ren- 
der twofold service to the community you serve. 
Not alone do you supply one home with a protect- 
ing arm of sterling accuracy and enduring service — but 
you also contribute greatly to the just cause of protec- 
tion of life and property in your community and in the 
nation—a cause which deserves the support of every 
honest citizen in whatever locality he may live. 

Smith and Wesson, through its advertising as through 
itt SUPERIOR revolvers, is working to strengthen 
America’s oldest tradition: the right of every citizen to 
protect what is hisown. 

_. We solicit your, help in this cause. 


SMITH & WESSON 
Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Address Dept. N. 


Catalogue sent on request. 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Ual., Seattle, Wash. 
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NATIONAL 


ALL STEEL 
Juvenile Vehicles 


Before you place your spring order for juvenile vehicles it will pay you to in- 

spect the National Line. They are inexpensive—They are sturdy—They are 

attractive in their bright colors. The exclusive National Features make 
young folks want them on sight. 


Dealers know the sales value of youthful enthusiasm. One sale brings 
many more and so on—an endless chain of National sales and profit for 


for the dealer. 


RE. 


“—— 


No. 101 Coaster 


THE NATIONAL ALL STEEL COASTER 


One inch rubber tires, roller bearings, a large roomy box, reinforced and 
strengthened with spot welded hollow rolled strip around corners and 
top, to prevent buckling and bulging. No sharp corners to tear cloth- 
ing or injure the child. The handle is of convenient length for hauling 
or coasting. The fifth wheel, an exclusive National feature, with double 
brackets and a special support for king bolt and handle, affording rigid, 
flexible steering control. 


THE NATIONAL ALL STEEL SCOOTER 


One inch rubber tires, ball bearings, durable mud guards, handy stand 
and stand lock, a non-slip foot rest and a strong easily controlled steering 
mechanism, with a wide easy grip handle. Finished in four attractive 


color combinations that will satisfy the taste of every child. 


No. 500, Blue Frame, Red Foot 
Tread, Yellow Wheels. 
(4 No. 501, Blue Frame, Yellow Wheels. 
+ eg No. 502, Blue Frame, Grey Wheels. 
ia No. 503, Blue Frame, Red Foot 
tf Tread, Red Wheels. 
Packed two in a carton. 


MANUFACTURED BY 


National Juvenile Vehicles on dis 
NATIONAL JUVENILE VEHICLE CO. x'the' Notional ‘Toy Fain, Room 515 
3860 E. 91st Street inum& aint 
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Simplify your stock 


Satisfy your customers 


This complete © line for 1925 enables 
you to do both 


HE Peters dealer will find that the new Peters Line has been simpli- 
fied and standardized in two ways. 


— omnes nqiny Annet ier cre Sada sas eye eppentngn i amaesregey aie 
We ne the Ra Hale aha Uae ange Pita le RM NCAP A FES Cn eee aan 
REMAN OLT EE OME Bb MEAL RELY iy SORIA AD AEE LENT GT LOT RRO A I OE AR OE yes Me Ua ae Cw Som ep 


te 


OUR 


ee 
4 


First, Peters, in common with other ammunition manufacturers, has 
eliminated all unnecessary load combinations as agreed upon in a meet- 
ing with the Division of Simplified Practice, Department of Commerce. 


Second, Peters has reduced the ® Line from six to four brands that meet 
every shooting requirement. 


Read the following brief summary of the Peters Line for 1925 and you 
will immediately see that it not only has everything you need to satisfy 
every sportsman, but that it also means smaller investment, quicker 
turnover, greater profit. 


High Velocity A new shell and the only shell built especially for the 
new high velocity progressive burning shot gun powders. 
This shell is unequalled by any now on the market for 
high velocity, long-range, hard-hitting results. 


Target Embodying all of Peters superior features, such as : 
“Steel where steel belongs,”’ rivet battery cup, etc., bil 
supplied in both bulk and dense standard load com- 
binations. a) 

Victor A low priced smokeless sheli of unusually high quality 


in materials and construction, assuring most satisfactory 
shooting results. 





Referee Loaded with Semi-Smokeless powder — a load superior 
in all respects to black powder, but selling at the same 
price as black powder loads. 


iene 


Also do not overlook Peters metallic cartridges. They’ll give the utmost 
of satisfaction. 


Lae ee ee 


vie Bas i ot tas : sn ad 
Ee ee et, eee ee eA reg 


er ed 


Be sure to have a talk with the next Peters jobber salesman who calls. 
If you want immediate information just sign and mail the coupon below. 


THE PETERS CARTRIDGE CO. 


CINCINNATI , 
New York San Francisco 


LERS 


AMMUNITION 






The Peters Cartridge Co., 


ay 
i 
Cincinnati, Ohio, Dept. A-22 
D) (P) ( Please send full information on the new P Line: also 


name of nearest jobber 
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‘PROTECTION 


SELL CORBIN PADLOCKS 


There are a number of customers in your territory who have need for one or more Corbin Padlocks as 
illustrated above. 


These are but a few of the many practical uses of Corbin Extruded Metal Padlocks. 


CORBIN CABINET LOCK Co. 


THE AMERICAN HARDWARE CORPORATION SUCCESSOR ‘ 


New Britain, Conn., U.S. A. 


NEW YORK CHICAGO PHILADELPHIA 
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FOUR-SQUARE TOOLS | 
HOUSEHOLD USES 


” Metal and Wood — 
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New! 
the 
best 
yet 


Get this F our-Square Display Board 


| 

‘4 % 
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a ek 


“foots sell” 


_ You'll find it an ideal way to display 
and sell, Four- Square Tools — the 
iemhselves. - 


You can use it as a floor display, a 


’ panel board hinged in front of your 


shelving, suspended from hooks or 
as a part of any window display. 


STANLEY 


FouR-SQUARE HOUSEHOLD TOOLS 


Every Felir Sauare dedler will be 


given one of these Sales. Boards with 
an order’for 32 tools comprising the 
Four-Square line.. . 


STANLEY, New Britain, Conn., U.S.A. 


New York 
Chicago San Francisco LosAngeles Seattle 
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How you can make more money 


selling ALUMO skates 


Satisfy your customers with these skates 
and increase your profits 


Hundreds of dealers realize the possi- 
bilities for profit in Alumo Skates. 
They have made money with them 
and have satisfied their customers one 
hundred per cent. 


There are many reasons why Alumo 
Skates are becoming more popular 
every day. There are seven reasons 
in particular of interest to you— 


The reasons ALUMOS Sell quickly 





1. Alumos are an entirely new type 
of skate, designed and built on an en- 
tirely new principle. The fine steel 
runner and aluminum body are insep- 
arably molded together in one oper- 
ation. | 

2. Alumos are light in weight—the 
only aluminum skate. Markedly re- 
duced weight on skater’s feet, making 
skating easier, faster and less tiring. 
Made of aluminum alloy that will not 
rust and takes a permanent finish. 

3. Alumos are strong—practically in- 
destructible, because of the selected 
material and extremely accurate pat- 
ented construction. 

4. Alumos are durable—no rivets or 





ALUMO Superiority 


SEND FOR CATALOG 


joints to collect rust, loosen or come 
apart. 

5. Alumos are fast—scientifically de- 
signed to give greater speed. 

6. Alumo Skates are sold only on 
Alumo Skating Shoes—Alumo Skating 
Shoes, stylishly cut on original pat- 
terns, are made on lasts formed to fit 
exactly the curvature of the scientifi- 
cally shaped heel and sole plates of 
Alumo Skates. A combination won- 
derfully comfortable and heretofore 
unobtainable. 

7. Alumos are advertised. Well- 
planned advertising is run at the height 
of the selling season to reach con- 
sumers. 














Alumo_ Skates _ riveted to 
Alumo Skating Shoes are 
made for men and women. 
Models: Racing, Hockey and 
Arena. Finishes: Polished and 





Cross Section 


One-half of one side of this Alumo Skate has been 
cut away to show the method of construction. 
The dovetailed runner is inserted in a die-casting 
mold into which a molten aluminum cools in- 
stantly, forms the body of the skate, and unites 
with the runner, making a structural unit. The 
aluminum in cooling grips the dovetailed runner 
structure so securely that the runner cannot be 
loosened even by the sharpest hammer blows. 


INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents 
Dept. C2, Malden, Mass. 


Alumo Skates 
and Skating Shoes 
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HE MACGREGOR golf course 
may now be lying dormant under 
a blanket of snow—but the MAC- 
GREGOR Golfer-Workmen are busy 
every day turning out the new models 
for 1925, which, through experience 
gained in play, have been developed 
in our shops. 


These new creations will interest you 
—and to have them available will boost 
your golf department with a healthy and 





NEW MODELS for 1925 


splendidly increased business during the 
new year. 

Our old models will, of course, go 
right along as always, so do not over- 
look them when you are considering the 
new things which our latest catalog will 
bring to light for the first time. 

By the way, our 1925 catalog will soon 
be ready. You'll surely want a copy. 
Write us for it today. 


THE CRAWFORD, McGREGOR & CANBY CO. 
Established 1829 DAYTON, OHIO 
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All-Steel, Riveted 
and Electrically 
Welded 


One thing you can be dead 
certain of—a metalcraft item 
will stand the gaff of Kids’ 
every-day abuse. They are 
built to last — over - sized 
wheels, 54” tires, axles of 
cold rolled steel, over-stur- 
diness throughout. Yet the 
price is low—the retail profit 
is high. 


\e 


Hin 


oO 


SCOOT-A-W AY 


Three Years 


W ALK-A-W AY 


RIDE-A-W AY 


Get Your Spring 
Orders in Early 


Write NOW — we 
want to serve your 
needs when you re- 
order. For you will 
—because you will 
like our goods. Oth- 
ers do. 


- TALCRAF 
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Ago—UnKnown! 


Today—Largest sales in 
America of Kids Playons 


Last year we were swamped with orders and re-orders 
for Metalcraft Playons. We went into twelve hour, 
seven day production, yet we failed to meet the de- 
mand. 


Dealers knew that thousands of Playons would be 
needed for Xmas trade, and they specified the Metal- 
craft Line because experience had proven “that 
Metalcraft goods moved.” 


Why this preference? First, we pioneered the idea 
of the “Metallic Scooter,” learned its necessities, de- 
signed and re-designed until we had items balanced 
and finished, which stood out on a sales-floor and de- 
manded the buyer’s attention. 


That didn’t come over night. It came with conscien- 
tious attention to details, with experiment and re-ex- 
periment. Jobbers took on a few dozen at a time— 
today they send in carload orders by mail. 


We have simply taken a leaf out of America’s success 
—specialization. We make three items only, as illus- 
trated, on the Ford system of production, and there are 
no items today of similar character that equal Metal- 
craft goods in design, durability or finish. 


We advise you to write for samples and prices now. 
Spring is a busy time for all of us, and we like to give 
service in shipments. Write today. 


METALLIC INDUSTRIES Inc. 
4127 Forest Park Blvd. St. Louis, Mo. 


Here are the 


Playon 
Kids 
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It has arrived! 


“American Flyers” greatest achievement 


This wonderful new “American Flyer” product is 
the sensation of the New York Toy Fair. It is on 
display in our regular salesrooms in the Fifth Ave. 


Bldg., Room 452. The Mack Bros. in charge. 


See it early so you can “‘stock-up”’ on this year’s greatest seller 


Structo—The Real “Working Toys” 


Originated by STRUCTO—operate just like the ones 
the kids see working every day—Every STRUCTO 
“Working Toy” is patented or protected by patents 
pending. 


Our Display at the Toy Fair Is 
in Room 452—Fifth Ave. Bldg. 


AMERICAN FLYER MFG. CO. 


2219.39 S. Halsted Street Chicago, Illinois 
New York Office—Fifth Ave. Bldg., Room 452 


General Distributers—STRUCTO HOISTING TOYS AND AUTOS 
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anize—Read this Book 


It’s free to dealers in localities not now represented 


NTERPRISING dealers in every State 

are reaping rich dividends from the 
sale of KYANIZE Varnishes and Enamels. 
This new book “How to Profit with 
KYANIZE” tells how—any alert merchant 
in open territory can grasp this wide 
awake, up-to-the-minute line and double, 
yes quadruple, his varnish and enamel 
business. 


BOSTON VARNISH COMPANY 


KYANIZE means quality business, quality 
advertising and the consequent reward— 
steady and ever-increasing profits for the 
right kind of merchant. 


If you are that kind—you’ll signify it by 


clipping the coupon— pin it to your letter- 
head and mail it to us today. 


Everett Station, Boston 49, Mass. 


SEE NEXT PAGE 





COUPON 
Boston Varnish Company: 


If there is no KYANIZE dealer in my 
locality send me your book “How to 
Profit with KYANIZE”: My letterhead 


is attached. 
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VARNISHES & ENAMELS (or Floors~Furniture-Woodwork 


PRINTED IN U.S.A. 





Celoid—the Kyanize Medium Gloss Enamel 


Small Investment—brings big dividends 


~*~ 
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VERY WHERE, every day the rapidly growing sale of KYANIZE Celoid 
Finish, the medium gloss enamel for tinting furniture, walls and wood- 
work in the new and increasingly popular way, is bringing profits— 

big ones—to the KYANIZE dealers who have grasped this opportunity. 


Celoid is the newest KYANIZE product—a medium gloss enamel that 
gives the effect of a hand-rubbed finish. Nine beautiful tints and Pure 
White, complete the compact line. " Easy to apply, Celoid dries overnight 
and its tints offer just the shades the public wants to “make over” the 
old things in the new grays, ivories, delicate blues, etc. 


Advertising with Real Sales Force 


Dealers who stock a well selected but limited assortment of KYANIZE 
Celoid Finish are supplied, free of charge, with the beautiful gold cabinet 
(with panel rack at top), the handsome show cards, beautiful (new design) 
color cards, the new booklets, “The 
Charm of Painted Furniture” (a 
really beautiful and instructive six- 
teen page booklet, illustrated in col- 
ors) and handsomely lithographed 
letters sent direct to the dealer trade 
—coupon circulars for package and 
mail distribution. A complete and 
powerful advertising campaign—all 
furnished free. See the pieces illus- 
trated in miniature on this page. 

DEALERS: If you want a really fast 
working profit producer write for details 
on our KYANIZE Celoid Finish Assort- 
ment. Write now—today. Established 
KYANIZE Agents who have not yet 
stocked Celoid should write NOW. Other 


dealers in territories not yet covered by 
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Free Booklets 
** The Charm of Painted Furniture’’ 


Sixteen pages, illustrated in colors. Supplied to 
s in liberal quantities with Celoid 


a KYANIZE Agent should grasp this op- 
portunity immediately. The small Celoid 
assortment will start you as a KYANIZE 


Agent. Write anyway, there’s no 
obligation. 


assortment 


BOSTON VARNISH COMPANY 
EVERETT STATION ; BOSTON 49: MASS. 








SAO Sees Cea 
Color Cards de Luxe 


Striking in design, elaborately printed in colors and 
gold, furnished free in generous quantities 
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There are eight seaetiful tiete anf pure Gite - « 
TRSTROCTION BOGE CF COLORS -— FamB ‘ ; FINISH 
Bring Wile letter te our store ant ee ot)! give you car aow beakiet Or, Meena « toey $4 TSPIEY 
“The fegue of Painted Purniture® with full imetructions ané Beantiful eslereé illus , . 
omse refiniah ol4 pleese in the gee tinte.. Tow take aber It’s Easy, It's Fascmat , 
1) @uarentes © satisfectery reeul t. | ing. You Can Do li, Too 


Tint turniture- 


- take eevantage ef the et the betten. ft OSE 
KYANIZE CELOID FINISH Faw SSS ee Se NS ae = = 
The medium gloss, waterproof enamel ‘ 2 _ Youre very trai me : 
Easy to use, dnes over-night See 
Then decorate with 


KYANIZE DECAL TRANSFERS 



































Circulars with Coupon 
Free in quantity for mail or package distribution. 
Neatly imprinted with your name. Bring new cus- 
tomers with famous “can and brush plan’’ 


Show Cards—Free 
Beautifully lithographed — size 15"’ x 20" —@ 
striking display for window or counter 


Letters to Your Trade 


Handsomely lithographed bearing sample 
color chips. Facsimile typewritten. Sent 
from factory to list of your customers 














Just two 





Both kinds admire the True Temper Fishing 
Rod, for there is a style and price for each 
one of them. The beginner is inclined to buy 
conservatively—he wants good tackle with- 
out the costly frills and doo-dads. Show him 
the $5.50 True Temper Rod and the sale 
is made. 


The expert is more discriminating, because 
he buys with full knowledge of ultimate 
economy in high-grade tackle. Let such cus- 
tomers handle the plated True Temper Rod 
with genuine agate guides and the offset reel 
seat grip. Another sale is made. 


Our line is complete with sizes, stiffness, finish, and 
trimmings to suit the requirements of every bait 
caster’s need. Write for a supply of our booklet 
entitled ‘‘Fishin’’’ to distribute among your best 


tackle customers. 


Made by 


THE AMERICAN FORK & HOE CO. 
Sporting Goods Division 
General Offices: Cleveland, Ohio 





kinds of fishermen— 
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No joints mar the 
‘orm —- of . 
rue Temper Fishing 

Rod. Guide mountings 

are wrapped with cop- 

ber wire and do not 
interfere with bend or 
action. 


Every one of the 


apply to all True 
Temper Rods regard- 


less of price: 


Hand forged 
One-piece 

Rapier-steel 

True temper 

Perfect taper 

No joints 

Uniform flexibility 
Well finished 
Handsome mountings 
Strong and durable 


features listed below ( » 
| 


Give your customers 
the whole story. 
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Economy Plumber 
has won its popular- 
ity on merit alone. 
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Selling Pointsd 


FULL POUND Net Wet. Can. 
THE STRONGEST MADE. 
ABSOLUTELY NO _ FUMES. 
HARMLESS TQ PLUMBING. 
MONEY -BACK GUARANTEE. 


Display Stand and 


Name-Imprinted 
Enoelope Enclosures 


Free on Request 
fim == i 


& wis =e 
r li = 


i il 





MAIL THIS COUPON TODAY 





Economy Plumber Co. A ee ee ee 
398 Broadway, New York 


Please ship through our Jobber Doz. 
Cans of Economy Plumber Drain Pipe Cleaner. 





It is understood you will bill me 
at the NEW REDUCED PRICES 








A big cut in price to the trade on Econ- 
omy Plumber Drain Pipe Cleaner has 
been made possible by our new and in- 
creased manufacturing facilities. 


Nothing has been added, nothing taken 
away in its manufacture. It is the same 
old reliable Economy Plumber that has 
made friends of every user. 


The strongest cleaner made for the pur- 
pose yet it works without annoying 
fumes—sales points that are reaping 
business for hardware stores throughout 
the country. 


LARGER MARGIN—MORE SALES—GREATER PROFITS. 


SOLD EXCLUSIVELY THROUGH THE HARDWARE TRADE. 


Compare These NEW PRICES! 


1 Ib. cans in 1 Dozen lots at $2.75 per dozen 
1 Ib. cans in 3 Dozen lots at $2.70 per dozen 
1 Ib. cans in 6 Dozen lots at $2.60 per dozen 
1 Ib. cans in 12 Dozen lots at $2.50 per dozen 


(Prices on 216. Cans Furnished on Request.) 


We will ship direct from factory Gross lots 
or more and Prepay the freight. 
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The famous Easy-Lock Stove Pipe is 
known wherever stove pipe is used, 
and has made us the largest stove 
pipe manufacturers in the world, 



































Wood, gas, and coal heaters, with 
dozens of styles to pick from. They 
cover the entire price range. 




















Elbows that fit with precision, are 
neat appearing and last as Jong as 
the pipe itself. A complete line of 
them. 


Sheet Metal 
Specialties 
of All Kinds 


When You Buy Easy Lock, You Know Your Stove Pipe Is Up to Weight 


“E, Binc 


TOVE PIPE—any size, any style, any of the 
standard and special finishes; elbows and 
reducers; coal, gas and wood heaters; do- 

zens of sheet metal specialties, required by the 
hardware trade. The J-E line is an extensive one, 
all-embracing; but it isn’t size or scope that has 
made it well-received by hardware dealers and 
jobbers all-over the country. This is the result of 
long, dependable service over a period of almost 
two score years. 


The Hardware Trade Knows 


that the J-E line is popular because the products 
are carefully made of selected materials. Every 
one of them is backed by a guarantee of perform- 
ance. It isn’t on record that a buyer of J-E goods 
has been permitted to be dissatisfied. And the 
service is such that just as much care is put be- 
hind an order for one joint of stove pipe as is ac- 
corded with a carload order. | 


Keep a J-E catalogue, with complete weights and 


- descriptions, in your top desk drawer. [If you 


haven’t one we'll be glad to fill the need. 





Jackes-Evans Manufacturing Co. 
St. Louis 
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RETAIL PRICE 


oe A, See | $20.00 


iIFENDERS 


FOR FORD CARS 


SPRING—Business Time for the Dealer 


Just as soon as the weather breaks there will be flocks of Fords on the 
roads—all spruced up with new paint and, replacements. 


Are you going to get any of this business? Ford owners are beginning to 
fix up their old Fords now. Is your stock complete? 


If not, ask your jobber about Peerless Products and especially about the 
new Peerless deLuxe Fender for Ford Cars—the biggest advancement 
and the best item in Ford replacements in the last five years. 
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“The WORLD'S 


LARGEST MANUFACTURER CTURING CQ. 
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Quicker Sales 
More of Them 


for Dealers who 
carry this 
winning item 














Rubber 
Tipped Legs 


Weighs Only 
17 Pounds 
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The Cable Folding Steel Cot 











Y .. With the call of Spring will come 
All the call for the now-famous Cable 
Folding Steel Cot! Are you ready 


7 Folds more \ 
compactly 





Steel 
Frame 


Built of tempered 
steel U-tubing. 
Nowood. Rubber 
tipped legs prevent 
scratched floors. 
Automatically ad- 
justs itself to un- 
even ground. Re- 
inforced joints, 
heavy steel rivets. 
Tailored top of 
12 oz. olive drab 


duck. Beautifully — 


enameled in 
green. Sanitary. 
Sturdy. Built to 
last a lifetime. 


to meet the demand? 


The Cable Cot surpasses in each 
detail every other folding cot on 
the market today. The very new- 


hag ye 5 inches 
y 7 inches by 38 
inches. Open: 6 
feet 4 inches long, 
25 inches wide, 


17 inches high. 











est and best. Preference is instant! 
Opens orcloses 
in 50 seconds. 


Enormous Advertising ) 
Weighs only 17 
Campaign pounds. Retail 


Double spreads in color and pages = ee 
in TheSaturday Evening Post. Mil- ; 

lions are reached everywhere just 
at the right season. 
Everythings set for 
the big sensation. 











SEND FOR PRICES 
AND veisihanaesi 







| THe CABLE Consenanon, Sales Dept. ha 
Woolworth Building, New York, N. Y. 


We will need some Cable Cots for our 
trade. Please send prices and details. 


Cotspackedin- | Address ............... 

dividually in | 

fibre cartons | Cig... Stateewes ss 
i 
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“Hardware Retailer = 
Must Make More Money’ 











NOUNCING a Nationally-Organized Hardware Trade Undertaking to 
make business more profitable for Hardware Retailers. 
See The Saturday Evening Post every other week 
beginning February 21st 





See The Country Gentleman every other week 
beginning February 28th 


THE MANSFIELD TIRE €& RUBBER COMPANY ’ , Mansfield, Ohio 


tre Manufacturers Extraordinary to the Hardware Trade 


ANSFIELD | 
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MS KAY 


A Real Line of 
CHAINS and BUMPERS 


A name that’s KNOWN to the motorist. A name for tire chains and a name 
for bumpers that he accepts 100% —one that instantly creates confidence, one 
that makes a sure sale. ‘“‘McKay”’ today gets the preference! 


McKay Tire Chains— they’re known wherever there are snowy, icy, slippery 
streets—known for their power to resist bumping, pounding, grinding for months 
‘and miles—known because of the McKay hardening and toughening process 
that makes them “stand the gaff.” 
: McKay Shurout Chains are the greatest emergency chains ever built. By 
quickly helping motorists out of the mud, by their use as a tow line, by temporarily’ 
~ fepairing broken springs and by their many other emergency uses they have sdld 
therhselves to thousands of motorists everywhere. Once used they’re always used. 
McKay Red Bead Bumpers have added still greater selling force to the 
McKay line. Through their striking beauty and the greater protection they 
give, due to the- McKay patent bead end construction and sturdy fittings, they, 
too, have won the preference of the American motofist. 
Get acquainted with the McKay Line. Some ‘dealer i in your locality will get 
McKay Profits. Why not you? © 


Write us for details today. 


UNITED STATES CHAIN & FORGING COMPANY, Pittsburgh, Pa. 
Makers of McKay Tire Chains, McKay Shurout Chains, McKay Ready Repair Mab McKay Bumpers. 
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NDIA TIRES 


ALL OVER THE COUNTRY 


Indias are piling up big mileage records in 
commercial service 





Fleet ef Medel omen +H one. 
ae. Tex. The la 

in Housten rer Texas) 
100% India equipped. 

















































































































White Gus of Sucta Mebius & Drescher 


7 ; . . 2 “ . 3 
mente - Reseville Bus Ce., Sacramente, Cal. 
a Every truck and sales 


N car in the fleet is 
all on India 34 8 100% India equipped. 
heavy -service cor: sae 


Fieet of Nailey's Food Preducts, | Sati a of interstate ae 
Tacoma, Wash. Everybody in i ‘i ‘ ty, Me. Here 
Tacoma (Wash.) knows *Nalley’s.”’ —* 
After testing out practically every 
well-known brand of tires, they 
~ now concentrated 100% on 
ndias. 





























Fleet of Leg Cabin Baking Ce., Portland, Ore. In Portland, Ore., the jes Cabin Baking Company 
uses india Tires because they cost less by the mile. 
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very Sale Brings Repeats 


Profitable 
Shelf Hardware 


Do you know that 
the Shaler Vulcanizer 
is one of the few auto 
accessories which is 
staple shelf hardware? 
It occupies but little 
space and does not 
have to be carried 
in a large range of 
sizes—one model fits 
all cars—thus making 

» 
it especially profitable 
for you to handle, 
whether you carry a 
complete line of ac- 
cessories or not. 





j 


You’d be surprised to know how many hard- 
ware dealers handle no other tube repair after 
they see how the Shaler sells and repeats. Its long 
established popularity makes it easy to sell. Itmoves 
fast and gives you a good profit on every sale. 


It is one of the few accessories on which every 
sale brings a repeat. The millions of vulcanizers in 
use have built up a steady repeat business. Cus- 
tomers keep coming back for Shaler Patch-&-Heat 
Units to use with it. 


That’s why we are recommending that: you 
make a special effort to sell Shaler Vulcanizers to 
every one of your customers as early in the season 
as you can. The sooner the vulcanizers are sold, 
the sooner the repeat business begins. 


Order today—ask your jobber’s salesman for 


our Free Window Display Material—and how 
to get the Shaler Self-Merchandiser FREE. 


C. A. SHALER CO. 


Executive Offices and Factory. 1501 Fourth Street, Waupun, Wisconsin 


Branch Factories: Beesion, England, and Montreal Canada 
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Hardware Dealers lose thousands of sales because customers rarely consider the 
We plan to give you, through the pages 
of this magazine, sound selling help on Chain—to give you ideas on Chain uses— 
to help you make displays that will get you more profit from this staple product. 


§ 3° Tie Out Chain 


advantages of Chain in everyday use. 


1° Porch Swing Chain 


Make a display of 
swing chains this year. 
Pi There’s good business in 
1. = ; aoe ~ ay this chain all Spring and 
wares 4 Summer. Each set comes 
to you packed in a neat 
carton ready to hand to 
your customer. 
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No rotting like leather 
or rope—more sanitary 
as well. They are heav- 
ily galvanized and last 
for years—always  de- 
pendable. It just means 
more business—more 
profit—to suggest them 
to your trade. Ask for 
Tenso pattern. 





2° Dog Leads 


—kennel chains, etc., will 
show you an _ added 
profit. The “ACCO” 
line covers the whole 
field and simplifies your 
job when buying. Your 
Jobber can supply you 
with an assortment dis- 
played on an attractive 
metal hanger. 
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More quickly and easily 
installed than cord— 
easily adjusted to the 
right length. Stays on 
the pulley. Doesn’t fray, 
rot and break. Keep 
Sash Chain where your 
customers can see it. 
Suggest its use. Packed 
in bags of 100 feet with 
suitable fasteners. 





Pittsburgh 











SAO | 


AMERICAN - CHAIN 


BRIDGEPORT 


World’s Largest Manufacturers of Welded 


District Sales Offices 
Boston Chicago New York Philadelphia 
San Francisco 











9° Utility Chain 


Don’t let your customers buy rope when log 
or binding chain would serve their purpose 
much better. Every farmer, every lumber 
company, every haulage contractor needs one 
or two of these general utility chains. You 
can sell them. 
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Chain is Best- 


Remember, and point out to your customers, that when they want [1] great flexi- 
bility [2] strength and [3] resistance to cutting and abrasion, that CHAIN is 
best. CHAIN is more sanitary than substitute materials. It lasts longer. 
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5° Harness Chains 7° Elwel Cow Ties 


You can do an excellent 
business in this item. It’s 
far more sanitary than 
rope for the dairy and 
lasts longer. Saves the 
Dairyman’s--time. It’s a 
good profit maker. Many 
Dealers sell hundreds 
each year. Also fur- 
nished in Weldless Chain. 








Ajax breast chain and Elwel heel chains 
are used*wherever there are horse own- 
ers who appreciate true economy. Farm- 
ers, particularly, prefer them. We make 
a complete line of harness chain—also 
harness hardware. This is the big 








season. 





6° Barriers 























































CONNECTICUT In Canada 


Dominion Chain Company, Limited 
and Weldless Chains for All Purposes Niagara Falls, Ontario 


TNs Chain is at once the most 
beautiful and the most 
. fa: economical barrier for 
a. BK ' 
ee <3 OM Soa small stay ve Thousands of dealers do a big business in 
Z Ce OT Seen, SOE seaeNg these electrically welded trace chains. The 
a theatres, offices, etc. It’s name “ELWELTRA” and “GUARAN- 
= i > hae rag TEED” cast into every swivel is your pro- 
z= a — Psseen. 7 _ ram hed tection and your me A argument. Lengths 
LE mera oy orm like p _— 063 from 6% feet to 9 feet. Proof strengths 
_—=a———S«—sOK-—sthe:=schain business. from 1000 Ibs. to 1900 Ibs. Finished bright | 
aw here in your city. or japanned. Electro Galvanized or Electro +} 
Copper plated. Ask your Jobber. ie 
| | e I ted { 
ncorporate ‘ 
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Let us help you sell more chain 
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’ 
We want to help every Hardware Dealer sell more chain instead of 
substitute products which he may not even sell or on which he makes 
less money. We are now providing attractive displays—good merchan- 
dising ideas. We want to give you more. Send us your suggestions. 
Tell us what we can do to help you make more sales. 
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See that the Balloon Jacks 
you sell meet these tests 





Every balloon tire jack must 
conform to these specifications: 


Closed Height—less than 7 in. 


Check up on the balloon tire jacks 
which you are selling. If they fail to 
meet these tests, they won't’ work 
with all sizes of balloon tires. Sooner 
or later such jacks are bound to cause 
dissatisfaction to your customers. 


As the pioneer manufacturers of 
balloon tire jacks, we learned long ago 
that a jack must not be higher than 
seven inches in order to slide under 
the axle of any balloon tired car. 





We also found that a maximum 
raise of ten inches was necessary to 


every size car and truck 


Lift—full 10 in. 


raise the largest size balloon tires. 


Such a low starting height and such 
a high raise required an entirely new 
kind of jack —a new principle of jack 
design— which has been perfected in 
the Reliable Jack No. 7 and the Reli- 
able Jack No. 15. 


These two jacks meet the needs of 
all your balloon tire customers. The 
No. 7 retails for $7.50 and the-No. 15 
for $5.00. Order a.stock of them now 
and sell your customers balloon jacks 
which satisfy. | 


ELITE MANUFACTURING CO., Dept. ‘H.A.’-2, Ashland, Ohio. 


NORTHWESTERN BRANCH 
G. A. ASHTON CO., St. Paul, Minn. 
(Complete stock carried in Ashton Bldg.) 


SOUTHWESTERN BRANCH 
THE CARROLL CO., Dallas, Texas. 


( Complete stock carried in Carroll warehouse) 


SALES REPRESENTATIVES 


MOTOR PRODUCTS CO., 
149 Church Street, New York, N. Y. 
THE L. E. SPENCER CO., 
704 Stahlman Bldg., Nashville, Tenn, 
A. E, MOHRIG, 
1450 Pine Street, San Francisco, Calit 





RELIABLE #122 JACKS 
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The Biggest Value 
In a One Ton Truck | 


Results obtained from actual service in lines of business 
where rapid transportation is required, have made the 
Ford One Ton Truck the Standard rapid delivery unit. 


Its work is dependable under all conditions of traffic; 
it represents only a very small item of expense, both in 





‘is ae ae em operation and investment. It is easily the best value in 

andCab - - $485 truck transportation ever offered. 

With canopy roof, side Authorized Ford Dealers can supply data on cost of operation i 
curtains, screens and covering every line of business involving motor transportation. 

end doors - - #540 

One Ton Chassis $365 Fora (otor 


All prices f. o. b. Detroit Detroi t 
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ALLITH-PROUTY COMPANY 
s S . 
Danville, IHinois 
Door Hangers, Garage Door Hardware, Fire Door Hardware, 
Overhead Carriers, Rolling Ladders, Spring Hinges. 
Representative Jobbers distribute A-P Products throughout the United States. 


THE RIGHT HANGER FOR EVERY DOOR 





Manufacturers of: 












Eleven-Eighty 
for folding-sliding doors. 


Assures_ weather-tight 
equipment. Easily erected 
—occupies little space. 


Operates freely. No slam- 
ming or sagging of doors. 
With ordinary care Eleven- 
Eighty serves a lifetime. 


Eleven-Eighty-Nine 
equipment permits the 
doors to slide around 
against either -side wall. 


This arrangement also per- 
mits an opening practi- 
cally the full width of a 
garage and furthermore al- | 
lows the doors to clear an 
automobile standing within 
a few inches of the opening 
and walls. 


Both of these types possess 
the many advantages of the 
round track hardware 
which we originated and 
which for over 20 years has 
proven its superiority. 
The elements of noise and 
friction are practically 
eliminated, for the hanger 
~ wheel, with its small point 
of contact on the tubular 
track, travels with no side 
friction. 


Round track equipment 
costs but very little more 
than ordinary flat track, 
yet has these many fea- 
tures. Write for details . 
on the complete A-P line. 
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Frank Mappes 200 business. 
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‘Why he sells best 
who sells McKinney Products 
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1 All edges are clean-cut. 

2 Ball tips are rolled to perfect spheres. 

3 Nonrising pins are standard throughout. 

4 Made of cold-rolled steel—velvet-smooth. 

5 Made with minimum of clearance. 

6 All pins lubricated. 

7 Dull brass is sand-brushed to a velvet finish. 
8 Screwheads fit perfectly flush. 


Be sure of the number when ordering—2714 





McKinney MANUFACTURING CoMPANY, PITTSBURGH, PA. 


a McKINNEY Product 
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Planting Time and Planning Time 





ALL crops were profitable last year because early in the spring 
of 1924 farmers planted their seeds carefully, watched their 
growth and attended to cultivation in a positive and thorough 
manner. The first half of February should be the seeding 
time for the hardware merchant who expects to reap a harvest of 
profitable sales. The last half of the month he must attend to 
cultivation. a, 


The retailer’s planting time might better be called planning time 
-—the time for him to accept delivery on spring lines, prepare sales 
letters, and advertisements which will sell his store and goods, outline 
a window display campaign, and analyze his spring market. 


If he will apply to his various departments intelligent merchan- 
dising, courteous and efficient salesmanship, colored with attractive 
window and newspaper advertisements he will quickly notice the 
steady growth of sales in all of these departments. 


This picture tells a story. 
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Garden Tools Display 
Suggestions 














You will find in- 
spiration for your 
display of garden 
tools in the illus- 
trations on this 


page. 











































There is real 
atmosphere 
here. 
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“D’ye know, Hen—I believe the automobile has come to stay” 


Stop the Dollars That Roll By 
Your Door This Spring 


Millions of Dollars in Auto Accessories Sold Through 
Hardware Stores Annually 


new order displaces the old with quick dis- 

patch. Within a very few years the auto- 
mobile has become more common than the horse. 
In this same period of time the hardware store 
has become the merchandising center of automo- 
bile accessories. 

Millions of dollars’ worth of automobile acces- 
sories and tires pass over the hardware counters 
of this country every year. Individual dealers have 
been able to figure their tire and accessory sales 
at the end of the year in large five figure sums. 
There are hardware dealers in comparatively small 
towns who have sold $20,000 worth of tires in one 
year. There are others in large cities who enjoy 
a $40,000 business in this one line. 

That there is plenty of business in auto acces- 
sories for any hardware dealer who goes after it, has 
been proved in every section of the country and 
the dealer living in dirt road country is making 
just as good a showing as his brother merchant 
located on a hard road city trail. 

Sufficient time has passed to convince manu- 
facturers and merchants that hardware stores are 


\ N JE live in a country of rapid changes. The 


the logical centers for this,merchandise. Every 
day more manufacturers and distributors are seek- 
ing hardware business in this line. What does it 
all mean? Simply, that the hardware store has 
proved its right to merchandise this class of mer- 
chandise. . 

The staggering figures showing how much of 
this merchandise is sold over the retail counters 
every year is proof enough that there is profit in 
it. People do not do business for love, and millions 

The most important thing seems to be letting 
people know the merchandise is in stock. A stock, 
and a little work in the way of promotion, starts 
the ball rolling. Windows pay well, according to 
the dealers who find the line mighty profitable. 
The modern motorist stays out of a public garage 
as much as possible and he is applying his own 
accessories. The foolish idea that service is nec- 
essary with tires or accessories is fast losing 
ground, especially when big department stores can 
establish a department and make a fat profit. 

The hardware dealer who is not selling acces- 
sories and tires is passing up a good profit maker. 
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Better Barns Mean Larger 
Hardware Profits 


By Arthur H. Van Voris 








N this article Arthur H. Van Voris of I. Van Voris & Sons, hardware 

retailer of Cobleskill, N. Y., gives you some practical suggestions on 
cultivating the business of the dairy farmer. The workability of Mr. Van 
Voris’ suggestions has been successfully demonstrated in his own. 








UST the other day, I saw in one of the promi- 

} nent New York dailies a good sized advertise- 

ment by a large milk distributing company of 
the city. 

The advertisement was headed—“Milk Is Good 
or It Is Not. There Is No Half Way About It.” 

Certain continuing paragraphs are as follows— 

“The milk that goes into bottles must 
measure up to a standard that would have been re- 
garded as “overdoing it” twenty years ago.” 
a milk is produced by herds of healthy 
cows that could hold their heads up in any com- 
pany. They are housed in clean barns and fed and 
milked by the best paid group of farmers in Amer- 
ica.” “More than 700,000 quarts of this quality 
milk come to every day, more than 700,- 
000 quarts of milk to be watched, guarded and 
hurried and iced.” 

Thus far, this may seem like a treatise on milk 
distribution. 

However, this advertisement in its entirety, of 
which we quote only the briefest, scattered portion, 
has a very important aspect to many a hardware 
dealer. 

In fact, it could doubtless be read with the same 
interest which it inspired in the writer by any 
other hardware man who is located in any of our 
large dairy sections of the country. 

It so happens that we are in the very midst of 
the milk producing area written up in this metro- 
politan advertisement. 

In other words, in some way or another, I sup- 
pose we had something to do with some of those 
700,000 quarts of milk. 

And to make a general application, there are 
hundreds of hardware dealers located hither and 
yon across this big country of ours, who have much 
to do with the dairy proposition. 

You hardware men, located in these dairying 
sections, have a deciding hand in milk production. 
If you please, your store is a guiding factor in 
whether—“milk is good or it is not—there is no 
half way about it.” | 

So then, you see in what a very important busi- 
ness you are a sort of silent partner. 

Every dairy farmer is dependent to a large de- 
gree upon some hardware dealer. 











This relationship starts back as far as the prep- 
aration of the soil for the spring planting; it 
continues on through the growing period right 
into harvest. 

For thus it is that the dairy farmer must de- 
pend upon his hardware dealer for tools, imple- 
ments, supplies, equipment and repairs. 

So we have the outset of this silent partnership. 

Probably we may next consider the housing of 
the cows in barn and stable. 

I could not well be termed Agricola for I know 
not much of such dairy phrases as “balanced ra- 
tions,”” “bacteria count,” “butter fat percentage” 
and so on. 

However, as a hardware layman, I find much of 
real interest to be found in a modern dairy farm. 

It so happens that my next-door neighbors, 
father and son, own a dairy farm on the outskirts 
of town—a dairy which has qualified and ranks as 
one of the dozen or more Certified Dairies, produc- 
ing the highest type of milk sold by this large milk 
distributing company in New York City. 

It has been my pleasure to see the inner and 
outer workings of this local plant on more than 
one pccasion and perhaps, in a certain way, to feel 
that our store, in connection with the other co- 
worker in town, is cooperating in this important 
business of furnishing a vital food to many fam- 
ilies in a somewhat distant city. 

All of this may sound too individual and too con- 
fined and yet I cannot look upon it in this way, for 
there are so very many other hardware dealers, 
everywhere, who are profitably performing this 
same sort of cooperation with farmers. 

And now for this very cooperation, itself. 

Back to the tools and implements for planting, 
cultivating and harvesting the farm crops—that 
opportune basis of the dairy. 

Some hardware retailers are strong for a whole 
line of farm implements—others are not, depend- 
ing largely on local conditions of demand and com- 
petition and traditional source of purchase by 
farmers. 

Regardless of whether or not you consider your- 
self an implement dealer, we have found it ex- 





(Continued on page 215) 
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By Ropert LOUIS STEVENSON 
The friendly cow all red and white, And blown by all the winds that pass 
I love with all my heart: And wet with all the showers, 
She gives me cream with all her might, She walks among the meadow grass 
To eat with apple-tart. And eats the meadow flowers. 
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ISPLAY fixtures of the type shown above 

have contributed in no small measure to the 

remarkable success of Harry Levey & Co., Detroit, 
Mich., in the sale of sporting goods. 


How Levey Increased His 





OR the past fifteen years the tool department of 

Harry Levey & Co., Detroit, Mich., has been 

known as one of the largest and most progressive 
in the automotive city. Its reputation for fulfilling 
promises has been a business asset which any hard- 
ware store might be proud to possess. 

Harry Ober, who came to this store three years 
ago, installed the company’s splendid sporting goods 
department. Ober had had a very successful sport- 
ing goods selling record in Washington, D. C., and 
other cities. He came to Detroit in the spring time, 
which, as you know, is the hardware merchants’ big- 
gest selling season on sport goods. He liked Levey’s 
and Detroit, and they liked him. The sport goods 
department progressed with Mr. Ober as manager. 

The initial stock was about $500. In one year 
sales came so heavy and fast that Ober was given 
the entire second floor, and the stock investment was 
increased to $16,000. A special stairway was built 
for sporting goods customers. The second year sales 
were about $120,000. Annual sales volume the third 
year passed the $300,000 mark and the department 
is still growing. One-third of that amount was sold 
at wholesale to other dealers. The remainder was 
sold at retail. 


Sporting Goods Sales 


Equipment for every sport is available at the Levey 
sports department. Information regarding the equip- 
ment,is also available for every sport. Mr. Ober 
knows athletic records, training rules, and is gener- 
ally conversant with the subject of sporting goods. 
He has found that baseball, basketball and football 
goods must be sold by solicitation if a large sales 
volume is to be obtained. Golf goods, tennis goods, 
fishing tackle, guns and camping equipment must be 
sold in the store, because people buying this type of 
equipment usually buy as individuals. On the other 
three sports purchases are more often made for 
entire teams. 

Two clever golf goods racks are big features of 
the Levey sports department. These were built by 
Mr. Ober and will accommodate 12 dozen clubs, 4 
dozen bags and 180 dozen balls. The racks are 4 
ft. wide, 5 ft. high and 10 ft. long. The photo gives 
you a very clear picture of one of the racks. They 
are both the same. You will note that any club, bag, 
or box of balls may be removed at will and without 
much effort. The waiting customer may often sell 
himself a club or two or perhaps a new bag. That 
has been Mr. Ober’s experience and he advises that 
all display racks be built in a way which permits 
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the customer to sell himself when all members of 
the sales staff are occupied. 

Selling baseball teams uniforms for all players 
and subs, equipment needed for the game, and an 
extra dozen balls has been a hobby with Mr. Ober. 
He knows every sand lot player in and around De- 
troit. He attends their meetings, offers helpful ad- 
vice. When possible he attends their games. He 
has made friends with the team owners, sponsors 
and managers, and consequently is in a close rela- 
tion to them when it comes time to buy equipment. 
The night before our visit Ober had sold equipment 
for three local teams. The smallest order of the 
trio was for $290. Ober knows no quitting hours. 
He is fond of sports and that makes selling the 
sport goods a pleasure to him. He likes to talk 
sports with those who follow and play the various 
games. 

Mr. Ober is active in local track and field meets. 
He acts as judge, starter, timekeeper, or in some 
active way makes himself an indispensable part of 
Detroit athletic life. He is serving on several local 
sports committees. 

Every team wants its emblem or initial letter for 
uniforms, sweaters and caps. The demand for letters 
and emblems is so large that Levey had to estabiish 
his own plant, with three girls busy eight hours a 
day making letters. His monthly bills on this item 
had run between $400 and $500 and service was not 
always dependable when this work was farmed out. 

Mr. Ober tells us that sales for entire teams are 
not made only on a price basis. The team manager 
wants durable materials, fair prices, of course, but 
above all he wants prompt delivery. Mr. Ober never 
makes promises he cannot fulfill. It is always his 
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N selling the golf- 
i. er, Mr. Ober has 
found that it pays 
to feature complete 
outfits. In this way 
he is frequently 
able to sell a fully 
equipped bag to a 
customer who has 
come in for a single 
club. 








intention to give himself some leeway, so that goods 
promised for Friday late may. be delivered early on 
Thursday. Such practice makes friends for repeat 
orders. 

In selling golf goods Mr. Ober recommends making 
up complete sets as leaders and trade winners. He 
has a set consisting of a bag and four clubs which 
he sells at $8.39, and has sold several hundred such 
outfits through newspaper advertising and window 
displays. This special set always brings people to 
the store. Many of them will come intending to 
spend $8.39, but are easily induced to buy a set at 
$30 or more. 





Where $300,000 in sporting goods is sold annually. A view of Levey’s splendid department 
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Use Display Tables for Small Goods 


James Q Hawkins, Who Operate Nine Branch Stores, Have Found 
This Method of Display Increases Turnover Tremendously 


HERE has been a decided increase in 

the use of sales tables for the display 

of small hardware items. In all parts 
of the country this tendency is reported and 
results observed in various centers indicate 
that small goods tables have been successful 
merchandisers of varied merchandise. 

James & Hawkins, Inc., use about 36 
tables in their nine branch stores throughout 
Long Island. ‘Table sales trays have en- 
abled this firm to work into such specialties 
as shoe polish, furniture polish, small nail 
brushes, salt shakers, egg beaters, and hun- 
dreds of small items, some of which were not 
handled previously. 

Ed Denecke is particularly enthusiastic 
about these tables. He tells us they sell the 
goods for the store and do not require any 
elaborate display attention. The biggest 
problem is to keep the stocks up as the goods 
are sold quickly. 
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Visible price cards at the back of each 
tray act as silent salesmen and helps turn- 
over pf the small goods tables. 

It is no exaggeration to say that effective 
display is the most vital factor in the sale of 
small items, and there is no more effective 
way of displaying merchandise of this kind 
than to place the various items in trays 
where can be closely inspected and handled 
by prospective customers. 

The steady increase in the number of 
hardware stores throughout the country to 
adopt the use of department store methods 
of display, demonstrate the truth of this 
statement. There is no greater incentive to 
“shopping; by which we mean the moving 
on the part of a customer from display table 
to display table with a view of buying small 
items, the purchase of which has been sug- 
gested solely by the manner in which they 
have been displayed. 
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One of the largest and most prominent 
hardware wholesalers of the United States, 
located in the Middle West, has been wag- 
ing a very active fight against the “Glori- 
fied Peddler” through its salesmen. A re- 
cent bulletin issued to several hundred 
salesmen of this concern covered a floor 
brush of similar design to those “peddled” 
from house to house by companies whose 
policy is “We deliver direct to the con- 
sumer.” This particular floor brush was of 
a better quality than that of the “peddler,” 
and one which allowed the hardware mer- 
chant a satisfactory margin of profit, so 
that he could meet the competition. 

In this bulletin each salesman was in- 
structed as follows: “Get your customers’ 
canvassers to work immediately, it is now 
up to you and your snappy dealers to get 
them going wherever there are garages or 
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Enlisting Jobber’s Salesmen in the 
War Against ‘‘Glorified Peddling”’ 


people who keep house, unless you let the 
out-of-town brush peddlers cop all this 
easy business.” 

“Every town has one or more prepos- 
sessing school teachers who needs extra 
money, or the brother or sister (working 
their way) of some of your customer’s 
salespeople or friends, itching for a chance 
to get started in the way of extra money, 
and incidentally get customers to visit your 
friend’s store.” 

“DO IT THIS TRIP.” 

This enterprising jobber is alive to his re- 
sponsibility and is putting the proposition 
up to his salesmen in such a way that each 
one of them will take an individual interest 
in the “peddling evil,” and will help im- 
press this matter upon the mind of every 
retail hardware dealer with whom they 
come in contact. 
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Letters on the ‘‘Glorified Peddler’’ 


How About the Mail Order 
House? 


Mr. LLEw §S. SOuLE, Editor, 

HARDWARE AGE, 

New York City. 

I have been following with no little degree of inter- 
est the campaign you are waging against the so-called 
danger of the “Glorified Peddler.” 

I heartily agree with you on the menace and danger 
of this peddler nuisance to the retail merchant. But 
how about the “Glorified Mail Order House,” which 
raids the territory of the retail merchant and sells 
everything in all lines of merchandise. These people 
operate from a distance of hundreds of miles. By dint 
of clever and catchy advertisements created by experts 
they sell everything from a pin to an automobile. 

I have a specific instance of a one-pipe heater and a 
complete bathroom outfit sent to a customer with 
whom we have been dickering. Because he thought he 
was saving ten or fifteen dollars on the price he 
bought from this mail order house. As a matter of 
fact, he had to wait several weeks for this to come by 
freight and when it did arrive, he found a few parts 
missing and had to write and wait longer. It has 
never been quite satisfactory to the customer, but 
we lost the sale. The money that was paid for this 
heater and outfit was spent somewhere in Chicago 
and did our community here no good. 

Not only this instance, but some mail order house 
conceived the idea to sell builders’ hardware _ to 
builders direct. They are quoting prices that we pos- 
sibly cannot compete with. If these Glorified Mail 
Order Houses continue this practice, hardware stores 
will have to close up shop. 

I hope that when you are taking issue with the 
Glorified Peddler, you will not fail to remember this 
other menace and nuisance. At least the peddler 
leaves the price of his gasoline in our community, but 
the mail order house leaves nothing. 

Good luck to you in your campaign. We look for- 
ward to receiving the HARDWARE AGE which we find 
extremely helpful. (Signed) M. R. RoME, 

Rome Brothers, Rockland, Mass. 





Rice Fights Fire with Fire 


Mr. LLEwW §S. SOuLeE, Editor, 

HARDWARE AGE, 

New York City. 

The writer has read with interest the several let- 
ters regarding the “Glorified Peddler,” and while there 
is considerable competition from manufacturers’ can- 
vassers, we have always worked on the assumption 
that you can accomplish more by fighting fire with 
fire, than by sitting down and securing too many 


laws restraining business that will act as a boom- 
erang upon yourself. 

It appears to us that we have entered a new era 
when the bulk of sales of the hardware store will be 
obtained from the outside rather than over the 
counter, which will mean that the hardware merchant 
should devise methods of combating the canvassers 
by putting out his own men. 

We have plans under way whereby we expect that 
one-half of our business this year will be obtained 
on the outside of our store, which in a number of 
cases will be carried on along similar lines to this of 
the manufacturers’ canvassers. 

From the report of the National Retail Hardware 
Association of 1923 regarding the number of hard- 
ware stores that closed the year with a deficit, com- 
pared with the profits derived by the chain store and 
mail order houses, it is very evident to us that some 
different methods must be tried by the retail mer- 
chant if he is to maintain the same position that he 
has previously had in a community, and hence we feel 
that the retail merchant today should lay plans of 
obtaining a greater proportion of business outside 
of the store in preference to waiting for a customer 
to shop for his requirements. 

We trust we have made ourselves clear in outlining 
our ideas and hope that our plans will prove success- 
ful along the above lines. 

(Signed) THEO. H. RICE, 


Rice Hardware Company, Geneva, N. Y. 





Newspaper Publicity in 
Camden 


Mr. Luew S. SouLe, Editor, 

HARDWARE AGE, 

New York City. 

Dear Llew: I have read several of the articles in 
HARDWARE AGE regarding the “Glorified Peddler” 
selling goods direct to the consumer. You have started 
something that means a great deal to the retail hard- 
ware merchant. This is a topic of vital importance 
to us retailers and should be taken up for discussion 
at our State conventions. 

I am inclosing a clipping published in our Camden 
Daily Courier on Jan. 5; if we could have this article, 
or one similar to it, published in all the leading city 
and town papers I believe that it would have a ten- 
dency to educate the housewives to shun these fake 
peddlers, who are charging them fifty to one hundred 
per cent more for the same articles that they could 
buy from our own stores. 


(Signed) B. FRANK ANTRIM, 
Elwood Antrim Hardware, 


Camden, N. J. 
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UNIQUE feature of the chinaware department of the Sunset 
Hardware Co., Berkeley, Cal., is the fact that economy of 
space and effectiveness of display are successfully combined. 

As may be noted in the left background, display trays are built in 
and operated on small ball bearing rollers. This makes it possible 
to pull out a tray of chinaware for the inspection of customers, and 
then push it back into place where the contents are safe from break- 


age and dust. 


An Effective and Economical 





of displaying chinaware is used by the Sunset 

Hardware Co., Shattuck Avenue and Addison 
Street, Berkeley, Cal. The firm’s china and glass 
ware department is in the basement of the store, 
which has been specially decorated to insure good 
light, attractiveness and individuality. A view of 
the chinaware department is shown with this 
article. 

In the left background of the photograph may be 
‘seen the special tray arrangement. The trays are 
built in and operated on small ball bearing rollers, 
that look every much like ball bearing roller skate 
wheels. This makes it possible to pull out a tray 
without effort, and display a large and varied as- 
sortment of chinaware to a customer. When the 
customer has made a selection the tray is pushed 
back into the closed position, where the chinaware 
is safe from breakage and to some extent from dust. 

The center table arrangement is also effective 
and makes possible a large display of dishes, and 
at the same time enables a customer to walk around 
it without fear of injuring dishes and plates. 


UNIQUE, economical and very effective method 


Way to Display Chinaware 


Speaking of the floor, it is covered with battleship 
linoleum, which, incidentally, the store sells. This 
makes for additional attractiveness and ease in the 
department and also enables the firm to display its 
own merchandise in actual use. ; 

The china and glassware department is finished 
in white enamel, and fruits and flowers in colors are 
stenciled on the walls. Inverted globes at the ceil- 
ing lend tone and warmth of color to the rooms and 
to the articles on display. 

E. F. Louideck, president of the company, started 
business in Berkeley in 1914. In 1916 he became 
president of the Berkeley Chamber of Commerce 
when the membership was 310. He was again 
elected to the presidency of the Chamber in 1923 
and reelected in 1924, and the membership today is 
1280. 

From time to time in the near future we hope to 
present other stories about the Sunset Hardware 
Co., equally as interesting as we hope this one has 
been to hardware men interested in arrangement 
and display. 
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HY not try a “What’s wrong with this Hook- 
up” in connection with your radio displays 


this spring? 


Some Suggestions for Helping 











' N J ITH the steady improvement in radio receiv- 
ing apparatus, sales are becoming more and 
more an all-year-round proposition. The ex- 

perience of progressive hardware merchants has 

proved conclusively that there should be no let-up in 
the merchandising of this line with the approach of 
warmer weather, but that, on the contrary, there is 
every reason for the redoubling of efforts in this 
direction. 

Every man, woman and child in your community is 

a prospective radio buyer, and your sales will be di- 

rectly proportionate to the effectiveness with which 

vou bring your line to their attention. Radio is a line 

that lends itself particularly well to display, and a 

good window is sure to attract and hold attention. 

In this connection, why not feature along with the 





Spring Radio Sales 





various features of apparatus shown in your window 
an easel containing a large piece of show cardboard 
on which is drawn a “What’s wrong with this hook-up 
diagram?” This stunt has been tried by many 
dealers, and has invariably proven itself an effective 
attention getter. 

It is also a good idea to have a battery charging 
service in connection with your radio department. 
Many dealers will, while charging a radio owner’s 
battery, replace it on a rental basis with one intended 
for this purpose. The calling for and return of stor- 
age batteries gives the hardware merchant an oppor- 
tunity to enter the home of prospective buyers of not 
only radio equipment, but other lines as well. Once 
inside the home of a prospective customer, a little 
suggestive salesmanship will return handsome profits. 
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Bumps Hardware Store!” 
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IG oaks from little acorns grow and 
from the sale of seeds grow profits and 
prestige. The householder who buys 

his seeds from your store will get his garden 
tools and other merchandise there. 





Seeds—Perquisites ‘of Spring 


By Frank Farrington 








is a ten-letter word meaning extra or additional 

profits from service. The various seasons of 
the year offer to the hardware man their special 
profits or perquisites in addition to the regular busi- 
ness of the year round type. 

One of the best lines to produce a seasonal profit 
is that which is available from the sales of garden 
necessities. 

The earliest signs of spring are the seed catalogs. 
People expect to see those catalogs begin to arrive in 
January, long, long before the local merchant has 


(ey cross-word puzzle fan.says that perquisite 








thought of putting his garden seeds on display. As 
a matter of fact, a good many people order their 
seeds from catalog houses before the average hard- 
ware merchant has unpacked his seed cabinets. 

Who are the people who buy their garden seeds 
from catalog concerns? Usually the people who 
have the greatest interest in gardening, who are 
most anxious to get first-class seeds, who begin early 
to make preparations for the garden. They start 
some seeds in the house in boxes long before it is 
time to start outdoor gardening, or even to begin 
work on the hotbed. 
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Evidently such people are the best class of garden 
seed trade, the most desirable customers for that 
line of goods. They buy year after year from the 
same house and many of them feel and boast a con- 
fidence in those seeds that they do not feel concern- 
ing local store seeds. Whether that confidence or 
prejudice is justified or not has little to do with the 
case. Once let such people find a line of seeds that 
give them satisfaction and they become and con- 
tinue ardent boosters for that line. 





TWO GARDEN SUPPLIES LETTERS 


Dear Sir: 

You will soon be thinking of buying 
garden seeds. 

You want the best seeds to be found, 
seeds you can be sure will grow and pro- 
duce the most desirable kind of vege- 
tables and flowers. 

Our garden seeds are already in stock, 
a full line of Blank’s very finest selected 
seeds. 

Why not come in and look over the 
assortment? Use the list on the back of 
this letter to check up the kinds of seed 
you are going to want. - 

There are some very fine specialties 
among Blank’s seeds, some things we 
know are above the average. 

Blank’s Summerfine Squash 
Blank’s Quickripe Tomato 
Blank’s Solidhed Lettuce 

Those are three that our customers 
found last summer were better than any- 
thing of the sort they ever raised. 

You can make Blank’s seeds go farther 
than most because they are certain grow- 
ers and you can plant them as thinly as 
you want the growth to stand. 

Make out your list of wants on the back 
of this letter and bring it in and we will 
lay aside the seeds for you and you can 
get them as you need them, and pay for 
them only when you get them. 

If you buy your full order now for spot 
cash, we will present you with one of our 
Handy Weeders free. 

Yours very truly, 
Hanford & Harper. 











ETTERS of the type suggested 
herewith are well worth send- 
ing to your trade. The 

greater the personal touch you are 
able to inject into them, the greater 
will be their pulling power. 


The hardware merchant naturally asks himself 
why these people take the trouble to send away for 
seeds when he has right in his store, almost at their 
door, a variety that comprises everything they order, 
priced very likely at lower prices with immediate 
delivery. 

In some instances the explanation might be that 


the local store has sold seeds that not only were 
priced cheap, but were cheap. The careful gardener 
wants seeds that will grow, and the price per packet 
is small enough so that he does not feel that the sav- 
ing in buying at a little lower price is important. 
He values results more than cost. Possibly he has 
bought some cheap store seeds and has had bad luck 
with them, and then has bought catalog seeds and 
had good luck. He may have paid a higher price for 
the mail order seeds, but his experience has caused 
him to brand all store seeds as questionable and he 
sticks to the catalog. He doesn’t want to take a 
chance again. It certainly is true that when a man 
has bought seeds that do not grow he is out of luck. 
He finds it out too late to try again. Late replanting 
is not satisfactory. 

The first thing the hardware man must find out 





Dear Sir: 

Now is the time to plant garden seed. 

Have you begun planting? 

Perhaps your garden is not ready yet, 
but why not come in and select the seeds 
you want and have them right at hand 
when there comes a day when you feel 
like gardening? 

This season we are advising our cus- 
tomers to buy only Blank’s seeds and get 
sure growers. 

We have a cheaper line of good seeds, 
but we admit that none of them are the 
certain producers that Blank’s are. 

You don’t want to plant and be dis- 
appointed. 

You are sure of results with Blank’s. 

Besides seeds we have everything else 
anyone can want for the garden. 

Have you the most convenient tools? 
Are they light and strong? Are they 
made in the best designs, making them 
easiest to use and longest in wear? 

Don’t hack away with a hoe when you 
can get a fine weeder that will do the 
work in half the time and save labor. 

Have you a good wheel cultivator so 
you can keep the garden vegetables free 
from weeds and the soil loosened up with 
just a little time occasionally? 

Come in and talk to us about garden- 
ing. We like to talk about it. We want 
to learn from you and perhaps we can 
pass on to you some tip we have picked : 
up elsewhere. 

Yours very truly, 
Hanford & Harper. | 


=——_ 
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about seeds is just what line will produce the best 
results, results equal to the best from the catalog spe- 
cialty seed house with the highest reputation. Then 
he should push those good seeds and discourage his 
trade from buying any but the best. The price per 
packet is not the important thing to the seed cus- 
tomer. He cares most about assurance that his seed 
(Continued on page 212) 
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HE bins for dry colors, etc., below ledge, are mounted on 
casters, and each is equipped with a sliding wire covered 
frame to be used as a rest while filling sacks, and in this 

way avoid the possibility of spilling color on floor or ledge. Some 
of the sections of shelving are spaced to handle the following 
paint combinations: Three 1-gal. cans; four half-gal. cans; 


coger 





five quart cans; six pint cans, and eight half-pint cans. 


Turns $4,000 Paint Stock 





4 Times a Year — 


AINT is a line that in many respects sells 
p itself. But the best line of paints and var- 

nishes in the world wouldn’t sell itself very 
long without something in the way of human sales 
initiative behifd it, as may be demonstrated any 
day of the week in any number of towns and cities 
throughout the country. 

The United Hardware and Implement Co., Din- 
uba, Cal., is a notable example of what human sales 
initiative can do with a good paint line in a small 
sized city. This firm carries a stock of paints and 
varnishes that averages between $4,000 and $5,000 
which it turns over four times a year. 

One of the chief reasons why the firm enjoys 
a good paint business may be readily seen by 
looking at the photograph of the company’s paint 
department which accompanies this article. 

A few words of explanation regarding the fix- 
tures of this paint department: All of the bins 
below the ledge are mounted on trunk casters. 


The bins are used for dry colors, etc. In each bin 
is a sliding wire covered frame which is used as a 
rest when a salesman is filling sacks. This enables 
him to avoid spilling any of the dry colors on the 
floor or on the ledge, and it also causes all waste 
or spillings to fall back into the bins. 

The shelving is spaced to handle the following 
paint combinations: 3 one-gal. cans, 4 half-gal. 
cans, 5 qt. cans, 6 pt. cans and 8 half-pt. cans. 

The lower felt covered doors, which may be ob- 
served in the lower right-hand corner of the pic- 
ture, have been sampled since the photograph was 
taken with detachable color paddles which are 
shown to customers desiring certain shades of 
mixed paints. 

This firm does something with its mixed paints 
that very few hardware firms do, but which might 
be used to advantage by any store. That is this: 


* 
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(Continued on page 214) 
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F you do not at present 
handle toys, we earnestly 
suggest that you look into 

their profit-making possibili- 
ties—and after you have done 
this, we would appreciate 
hearing of your experience 
with the line. The amount of 
capital necessary to start a 
toy department is not large 
and the turnover possibilities 
more than enough to recom- 
mend the investment. 
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Toys—All-Year Profit Makers 


ranging from $250 to $300, and doing a busi- 

4 ness in this line every Christmas of more than 
$8,000, the Geo. A. Lowe Co., Ogden, Utah, has 
demonstrated to its own satisfaction that toys as a 
year-round line of hardware merchandise is a pay- 
ing proposition. 

The kinds of toys that this firm stocks throughout 
the year include, among other things, dolls, wheel 
goods and mechanical toys. 

Its annual stock turnover of dolls is twice. 

Its annual stock turnover of wheels goods is six 
times. 

Its annual stock turnover of mechanical toys is 
twice. 

Draw your own conclusions from those figures, 
as to whether toys constitute a practicable and 
profitable all-year line for the hardware merchant. 

Around the Christmas holidays, of course, the 
firm makes a special effort to attract customers. It 
installs special displays in the windows and also in- 
side of the store, and does a certain amount of con- 
centrated advertising to stimulate interest in toys 
for the holiday season. 

It also advertises and keeps a good display of 
toys throughout the year and, as the figures indi- 
cate, sells a number of toys as birthday presents, 
etc. 

This is only one of a number of hardware firms 
in the United States that has had consistent suc- 
cess with toys. And the outstanding thing about 
the success of this firm, and of numerous others, is 


( ~ARRYING a toy stock throughout the year 





that it is able to sell toys throughout all twelve 
months of the year, not by holding special sales, or 
by cutting prices, or by any novel and experimental 
methods of merchandising, but simply by having a 
well assorted and attractive stock always on dis- 
play, and by following the usual and well tried meth- 
ods of merchandising that invariably enable any 
firm to enjoy well balanced and consistent sales. 

Toys to a large extent sell themselves. They are 
colorful and always attract the attention of the 
youngsters, who, in turn, direct the attention of the 
elders to the window or to that section of the store 
where the toys happen to be displayed. 

Any modern hardware store that carries house- 
furnishing goods, and attempts, even in a small 
way, to cater to women customers, is missing an 
opportunity to increase its sales, and to win for 
itself a larger and more diversified class of cus- 
tomers if it neglects to sell toys. 

Moreover, toys is the one line that always appeals 
to the youngster, and the youngster of today will 
be your customer or your competitor’s customer to- 
morrow. Those hardware merchants throughout 
the country who are winning the good will of the 
children by selling toys, are the merchants who are 
building for future prosperity. 

The amount of capital necessary to start a toy 
department is not large, and the turnover possible 
in this line, considering the amount invested, is in 
itself enough to recommend it. If you do not, at 
present, handle this line we earnestly suggest that 
you look into it. 
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O weekly specials and the employment of 
saleswomen may be attributed much of the 


Ogden Hardware Co.’s success in selling house- 
furnishings. 


Push Housefurnishings 
This Spring 


stock, and the employment of sales women in 

preference to salesmen, have been prime rea- 
sons for the success of the Ogden hardware store’s 
housefurnishing section, according to J. S. Ogden. 
This department takes practically the entire second 
floor of the four-story building occupied by the Ogden 
Hardware Co. in Ashland, Ky. 

Mr. Ogden is president of the firm, past president of 
the Kentucky States Association, at present one of its 
active members, and a very keen student of hardware 
merchandising. 

It was March of last year when we visited the store. 
Mr. Ogden guided us through the two sales floors, and 
through the two floors devoted to surplus stock. Each 
phase of the store’s activity bore evidences of careful 
planning. 

Housefudnishiags sales in 1923 reached a total of 
more than $47,000. Stock in that section inventoried 
at about $14,000, and sales for January and February, 
1924, showed a net gain of 33 per cent over the same 
two months of 1923. 

The Ogden weekly household specials do not neces- 
sarily depend upon the price appeal, though often an 
attractive price is made on some useful article as a 
means of drawing extra people to the store, and to 
the household hardware department. Frequently, 
however, the weekly special is on some item offered at 
full list price—the term “special” means, primarily, 
that a particular article is selected for more intensive 
sales activity. Specials have brought trade to this 
store, and the housewives of Ashland have been edu- 


hg specials, a complete, well selected 


cated to expect a weekly special at Ogden’s house- 
furnishing department. 

The two views of this department show at a glance 
how extensive the stock is and how well assorted. Mr. 
Ogden has one large table devoted exclusively to iron 
cooking ware and finds a good market for this line. 
Aluminum goods, enamel ware, coffee grinders and 
tin ware all have separate display tables, so that the 
customer may concentrate on her wants in each divi- 
sion without the possibility of that distraction which 
is often caused by a diversw#y of lines. China and 
glassware each take two or three tables, as Ogden 
carries a good assortment, specializing in open pattern 
china sets. 

Mr. Ogden’s preference for a feminine sales staff 
in this division is based on his own observations 
through many years of hardware retailing. He has 
found women more sympathetic and responsive to the 
wants of women customers. As he says, women un- 
derstand women, know the likes and dislikes com- 
mon to their sex, and have a broader and more practi- 
cal conception of household hardware requirements. 

All women are interested more or less in housekeep- 
ing, and will take a delight in keeping pots, kettles, 
pans, china and glassware clean, free from dust and 
to display arrangement which will attract other 
women. 

Obviously, equipment for preparing or serving food 
must be kept clean and displayed attractively. Mr. 
Ogden finds his two sales ladies fulfilling every obli- 
gation to this end, and strongly advocates the em- 
ployment of women to sell women. 
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Make Uncle Sam Your Partner 


Fight Catalog Houses With Their Own Weapons 


HIS is to be a series on Direct Adver- 

tising, dealing thoroughly with every 

phase of it, beginning at the founda- 
tion—the mailing list. We shall go step by 
step taking in as we go many business-get- 
ting plans and ideas, collection letters, sales 
letters, opening a charge account, old cus- 
tomers, new customers, circulars, store news 
—in fact, everything of interest and of bene- 
fit to the retail merchant, through Direct 
Advertising, will be covered thoroughly in 
the series of which this is the first. 

Someone has asked: “What is a mailing 
list ?”’ 

A mailing list is a list of well chosen 
names and complete addresses of persons 
who have use for your merchandise, who 
can be influenced by your advertising ap- 
peal and who should be your customers. 

When you put an advertisement in the 
newspaper it can be seen only by those who 
buy a copy of the newspaper or by those 
who are regular subscribers to the paper. 
The newspaper, therefore, supplies the list. 
But in Direct Advertising the list is en- 


tirely under your control. ‘Therefore your 
mailing list is the most important part of 
your Direct Advertising. It is the founda- 
tion of success. Hence we proceed at once 
to the method of filing, which is: 


The First Step 


You have been told a hundred times or 
more that you must have three separate 
lists, A. B. C—the customers’ list, a list of 
prospects and a new name list. This is not 
at all necessary. Not at the beginning, 
anyway. ‘This point we shall take up in a 
later article. 

Let us start with the card, the size of 
which is 5 x 3 inches. At the top, left-hand 
side, write the name and full address. 
These cards are of standard size and can 
be had at any stationery store. Names are 
to be filed alphabetically. Also, names of 
towns are to be filed alphabetically. 

Use white cards for customers; blue 
cards for prospective customers. File the 
blue cards and white cards together in al- 
phabetical order. When the first sale is 
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made to the prospective customer, transfer 
the name from the blue card to the white 
card, recording the date of sale and the 
amount of purchase, also the item pur- 
chased. The white card now goes into the 











Mark McGhee 


HIS is the first of a vitally impor- 

tant series on Direct Advertising 

which has been prepared by Mark 
McGhee for HARDWARE AGE. Mr. Mc- 
Ghee is the manager of a large mer- 
chants’ advertising service and has back 
of him twenty-five years practical ex- 
perience as advertising manager and 
general manager in successful retail 
stores. Direct advertising for the re- 
tail merchant is his hobby and he writes 
with the authority of an expert whose 
advice has been eagerly sought and paid 
for by thousands of merchants through- 
out the country. 

Paste these articles in your merchan- 
dising scrap book. They will be worth 
real money to you if you put to use the 
lessons they teach. 


» 
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file and the blue card is destroyed. Later 
on we shall tell you why the record of each 
sale is necessary. 

Do not, under any condition, use a book 
for the mailing list. The card system is 
easier, simpler and is the right way to keep 
a mailing list. In subsequent articles you 
will clearly see the advantage of the card 
system. 

The best plan for filing the cards is by 
the use of a small drawer, dust-proof cabi- 
net, which can be had in the single drawer 








size, double drawer, triple drawer, four 
drawer—in fact, you can get them in any 
size, with as many drawers as desired. 

These cabinets are of standard size and 
therefore can be procured in any stationery 
store. I believe if I were to start a mailing 
list for a retail store I should use single 
drawer cabinets—one drawer for each 
town. Then by keeping the customers’ 
cards and the prospective customers’ cards 
together, the list of either or both are read- 
ily accessible for quick action. 

A cheaper way is to have a pigeon-hole 
cabinet constructed out of light pine or 
compo-board. This cabinet should be about 
five feet high, two feet wide, six inches 
deep; partitioned off to make pockets of 
sufficient size to hold 5 x 3 cards placed 
endwise. Such a cabinet, while cheap, is a 
very poor investment, and I do not recom- 
mend its use, though it is bétter than keep- 
ing the mailing list in a book. Drawer cab- 
inets, of course, being dust-proof, keep the 
list in good shape. 

We now have the cards in white and blue 
—white for the customer, blue for the pros- 
pective customer. We also have the cabi- 
net or cabinets in which the cards are to be 
filed. So in the next issue we shall tell you 
how to compile your list, give you the best 
method of obtaining the names, etc. This 
is a simple and accurate system through 
which we shall, step by step, take you from 
the beginning to the completion of a mail- 
ing list that will be worth hundreds of dol- 
lars to any retail store. 


Interesting and Profitable 


There have appeared any number of arti- 
cles on the subject of mailing lists, but they 
have been of a general nature, dealing, as it 
were, with plans that are more applicable 
to the needs of the manufacturer, whole- 
saler, mail-order house, and large depart- 
ment stores, than they are for the retail 
store. 

You are going to find this work which we 
shall do together to be mighty interesting 
as well as profitable. Then, some fine 
morning before very long, we shall wake 
up with a mailing list that you couldn’t 
buy at any price. A list that any store 
would be proud to have. So come on, fel- 
lows—all together. Let’s get our cards 
ready, cabinets in place and all set for the 
next step—GETTING THE LIST. 
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Roping Rope Profits This Spring 


The Fisherman Buys in 
Coils 


| HEN the spring thaw starts the fisher- 
man must mend his nets with 14 inch 
and smaller size rope. He also needs 
14 inch rope for lines and 34 and one inch 
rope for hauling and anchorage. His rope 
needs in the spring are so great that he must 
buy in coils. His business would be worth 
seeking by personal solicitation. The man 
who buys marine hardware, must have a boat 
which requires 14 inch tiller rope. Some 
motor boat enthusiasts prefer the cotton 
variety with bronze center. The yachtsman 
with his sailing craft needs 7/16 inch rope 
for halyards. One inch or heavier for anchor 
rope. 
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Farmer Is the Biggest 
Spring Rope Buyer 


The farmer is probably your biggest and 
steadiest buyer of rope in the spring time. 
Go see him and get his order for %4 inch 
rope to be used as plow lines. The man who 
sells him plow lines will be the logical source 
of supply in the summer when he needs 
binder twine and hay rope. 


Contractor Needs Hauling 
and Hoisting Rope 


The contractor is a big all year round user 
of rope. He needs 34 to % inch rope for 
hoists and one inch rope for scaffolding. He 
often finds it necessary to use one inch rope 
for hauling and towing. The garage man 
might also be another good prospect for inch 
rope to be used in towing and for engine 
slings. The spring fever will hit the con- 
tractors and garage men in your territory, 
line them both up for their spring rope 
orders. 
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Spring Display Suggestions 
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Windows of this type will appeal 
to devotees of the gun and rod. o 
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Push Sporting Goods this spring | 
and increase your profits and 
prestige Li 
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Modern 
Will Help 


HERE is a sharp line of demarcation between 
that class of hardware retailers which has 
increased its sales through the use of modern 
store fixtures (thus affording an opportunity for 
the effective display of merchandise), and that 
class which has never availed itself of this means 
of sales stimulation. For this latter class this 
article is written and inasmuch as it presents facts 
and figures relative to the selling value of modern 
display should prove helpful and stimulating read- 
ing. 
The Tenk Hardware Co. of Quincy, IIl., which 
was remodeled a year and a half ago and equipped 
with modern fixtures by the J. D. Warren Mfg. Co., 











The splendid store fixtures illustrated on 
these pages are noteworthy examples of 
progressive merchandising practice. In 
this article we tell you how these modern 
display appurtenances substantially in- 
creased hardware sales. 








Chicago, Ill., is an outstanding example of the in- 
crease in business which may reasonably be ex- 
pected to result from correct display methods, and 
this article is based on the experience of that 
company. 

Bysiness during 1924, for example, showed 
a sharp increase over the previous year and 
after allowances were made for existing condi- 
tions, etc., the firm made the statement that one- 
half: of that increase was due entirely to the new 
fixtures and subsequent rearrangement of the 
stock. The statement was also made that the new 
fixtures allowed the firm to do a greater volume of 
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Floor plan of the Tenk Hardware Co., Quincy, Ill. 
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iF ixtures 
1Your Sales 


business without increased overhead. This is un- 
usual because many merchants have met with 
higher overhead charges each year. 

Furthermore the cost of the fixtures are being 
charged off at certain rates each year and the 
company figures that within a few years’ time 
they will have paid for themselves and the money 
necessary for making the original change was 
merely invested as a method of increasing busi- 
ness which repaid itself out of increased sales with 
the resulting increased profits. 

F. J. Tenk, who has charge of the retail store, 
states that the modern fixtures created a greater 
interest on the part of the public. Also that it was 














One of the principles of modern store 
fixtures is to bring the merchandise dis- 
played nearer to the customer. The 
views on these pages show how admir- 
ably this is accomplished in the store of 
the Tenk Hardware Co., Quincy, IIl. 








possible to display a greater variety of merchandise 
more efficiently. He brought out a very good 
point, which he says helped to keep the overhead 
down, and that is the lack of real store help which 
is not only unavailable but not as efficient as in the 
old days, due to short training periods. So the 
modern arrangement makes it easy for the most 
inexperienced help to work efficiently. 

The arrangement of the stock is shown by the 
copy of the floor plan. It is necessary to bear in 
mind that the store is 189 feet long and only 23 
feet wide. By doing away with all show cases 
and counters except in the middle of the store it 
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Showing the arrangement of floor cases and wall fixtures 
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was possible to give the appearance of a wide 
store and make the interior very inviting. 

Modern fixtures keep stock from being buried, 
according to Mr. Tenk, and at the same time per- 
mit departmentalization which enable records of 
sales to be kept in an orderly manner and each 
department can be watched very closely. 

Some of the handy features about the new ar- 
rangement are worthy of note, although space will 
not permit of a lengthy description. Emery cloth 
and sand paper fit in specially designed drawers. 
Small ledge ladders are placed at handy intervals. 
Wire goods are also kept nicely in small drawers 
with samples on the front. Hack saws and blades 
are kept in one drawer and a sliding tray holds 
the blades, while the saws are put in the bottom 


~ 
ne” 


glass or open, is lighted by indirect electric lights 
and certainly make a most attractive display down 
each side of the store. 

Special trays have been worked out for the dis- 
play of cutlery in the floor cases in the center of 
the store. These trays can be lifted out and 
placed right before the customer. 

One of the novel features is the case built right 
around the safe. This woodwork matches the fix- 
tures and was also made by J. D. Warren Mfg. Co. 
Above the safe closet are two more spaces with 
swinging doors used for stationery supplies, etc. 

The manager’s desk is located so that a complete 
view of the store may be had at all times. Close 
to the desk a large settee has been provided for 
customers and salesmen. About the center of the 





Modern store fixtures increase sales and pay for themselves a hundredfold 


of the drawer. This makes companion sales very 
easy. 

Another item worthy of note is the section con- 
taining a rod on which to hang garments. In the 
summer golf and swimming clothes are put on 
hangers and suspended in this case. In the winter 
time hunting clothes fill the cabinet. This is a very 
serviceable all-year fixture. 

At various intervals glass inclosed display cases 
are used effectively, as can be seen by the illustra- 
tions. One is specially made for automobile acces- 
sories, another for saws, one for braces and planes, 
one for nickel and aluminum ware, one for tennis 
rackets, one for guns, and another for sporting 
goods items. Besides the open display for hunting 
coats, swimming suits, etc., there is space with 
racks for golf sticks and a special rack for golf 
bags. Each of these display cases, whether behind 


store space has been left for the display of sea- 
sonal merchandise. Tables are used for small 
material and floor space is available for large items 
which “stand on their own bottoms,” such as wash- 
ing machines, lawn mowers, stoves, etc. 

In the general layout it is well to notice that 
cutlery and sporting goods are placed on the left- 
land side as the customer comes in. The tool de- 
partment occupies the right-hand side and is fol- 
lowed by accessories and electrical goods. On 
down this same side is the builders’ hardware 
stock and paints and varnishes. A clever little case 
has been designed to fit one end of the shelving 
for the stocking of cross-cut saws. 

The nail counter is placed in front of the bolt 
case on the left-hand side of the store. The wire 


(Continued on page 219) 
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Tenk’s Modern Store Fixtures 
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Since installing the modern store fixtures shown above, the hardware sales of the Tenk Hardware Co. 
have increased substantially. The fixtures were designed and furnished by The J. D. Warren Mfg. Co. 
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Are You MaKing a Profit on 
Your Builders’ Hardware 


By Will N. Thomas 








THOROUGH knowledge of Builders’ Hardware will help your sales 
A tremendously. In this article, Mr. Thomas, who will be remembered 
by HARDWARE AGE readers as the author of “Builders’ Hardware 
from the Ground Up,” discusses the subject from a practical standpoint. 








E sometimes hear it said that “Builders 
Hardware” is an unsatisfactory line and 
does not pay the profit it should. 

Occasionally this proves all too true. But the 
fact that many dealers are doing a satisfactory 
business in “Builders’ Hardware” and are making 
money at it leads one to believe that these unde- 
sirable features are not a necessary part of this 
branch of the business but that they are the result 
of the way it is done. The successful merchandis- 
ing of “Builders’ Hardware” requires about the 
same selling elements as are exerted for any other 
line of goods except, perhaps, some of these ele- 
ments are a little more complicated and therefore 
usually more highly specialized. However, there is 
nothing in this complication and specialization that 
cannot be readily overcome by careful planning 
and work—work with the head as well as with the 
hands. 

The first consideration may justly be given to 
knowing the business. This is important with any 
line of goods. The salesman should know more 
about them than the buyer. If he doesn’t he is 
poorly equipped to present the advantages or dis- 
advantages of the different items of goods. It is 
considered by the more successful salesmen just as 
important to be able to intelligently advise a cus- 
tomer what not to buy and to present good reasons, 
as it is to advise what should be bought and why. 

A thorough knowledge of “Builders’ Hardware” 
cannot be collected in a day nor a week—it takes 
time —and time builds experience. A beginning 
should be made on a simple cottage and proceed 
by easy stages with larger and more complicated 
buildings. It will be encouraging to observe how 
rapidly an intelligent and earnest young man will 
develop. There is no mystery about it, all it takes 
is “common horse sense’”—work and earnestness 
of purpose. 

Once a knowledge of this sort has been acquired 
it has just as real a value to the buyer as has the 
locks and butts and bolts he needs, and having that 
value it becomes a proper item of merchandise to 
be reckoned in the selling price. 

Then the “Line of Goods” to carry—that is of 
vital importance if satisfactory profits are to be 
made. Goods that are generally and favorably 
known to be of good quality, the product of a 
maker of high repute and years of experience, these 


are more easily sold at a profit than a hodgepodge 
collection of many makes. A solid stock of one 
make of goods naturally impresses a buyer with the 
thought that the dealer must have a sincere con- 
fidence in that make of goods or he would not have 
confined his business to the one make. No amount 
of conversation backed by a mixed stock of goods 
will produce this much desired effect. 

After a standard line of goods has been estab- 
lished it is important to see that it is continually 
well stocked. It is a mistake to attempt to keep too 
large a variety of each item, but it is very desirable 
to have a sufficient quantity of a more limited as- 
sortment to be able to satisfy promptly the demands 
of the locality. To have the goods for immediate 
delivery is to have them half sold and such a service 
justifies a fair profit. A reasonably limited assort- 
ment makes it possible to introduce new and up to 
date designs from time to time and in that way 
keep the stock fresh and attractive. When new 
designs are introduced as stock items the older ones 
should be carefully closed out. To allow a lot of 
odds and ends and “broken lots” to accumulate 
is to needlessly tie up capital that should be work- 
ing and thereby eat a hole in the profits. 

Then there should be suitable provision made for 
properly displaying the goods—‘“suitable” implies 
in accordince with the amount of “Builders’ Hard- 
ware” business in the locality. An elaborate sam- 
ple room in a small community would be imprac- 
ticable, but a little-cluttered-up-poorly-kept-hole-in- 
the-wall in a locality where sales of volume are 
possible will not invite the sort of business that 
makes a good profit possible. 

Most Builders’ Hardware is bought by live, wide- 
awake, constructive people of good taste. If they 
were not so they would not be building. It is rea- 
sonable to suppose that people of this kind prefer 
to buy from a merchant of the same sort. 

A progressive Builders’ Hardware salesman will 
know where hardware is likely to be required in 
his section. He will be “on the job” early and lay 
his plans. He will render a valuable service to the 
architects and builders by furnishing necessary in- 
formation and advice. In fact, he will strive to be 
the Builders’ Hardware expert in his community. 

In estimating from plans and specifications spe- 
cial care must be taken to include suitable hardware 
for all openings, and to be sure to properly and 
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fairly interpret the specifications. Too much money 
is lost by hopefully expecting to succeed in furnish- 
ing less hardware or of a poorer quality than the 
specification demands. 

There is no special object in making a sale just 
for the satisfaction of “getting the job”’—a fair 
profit is the thing to be after, and every effort 
should be made to deserve it, if it is earned there 
will probably be no difficulty in getting it. 

Seek to establish and maintain a reputation for 
selling goods of high quality, goods that are suit- 
able for their purpose, and for rendering a quality 
service which includes knowing the business, and 
desirable customers will be attracted and held. 

The cost must be carefully considered and all 
items of expense included, the price paid for the 
goods, the general overhead of the store, the knowl- 
edge of the business—this was not acquired with- 


For the “Old Colonial” 
iron hinges, latches and 
bolts, hand wrought and _ 
painted black, with bright 
brass knobs and occasional 
other small parts, by way of 
beautiful contrast, is quite 
the proper hardware to use. 
A group of this style of 
hardware taken from _ the 
catalog of James Peters & 
Son, local makers in one of 
our Colonial centers, gives 
an extremely good idea of 
this type. However, there 
are comparatively only a 
small number of “Old Colo- 
nial” buildings built in these 
days. The great majority 
of people want all the 
“Modern” conveniences and 
appliances with only the 
“dress” of the “Old,” and it 
is for these that “Modern 
Colonial” hardware is made. 
The illustration appeared in 
Builders’ Hardware from the 
Ground Up, published by 
HARDWARE AGE, and shows a 
number of designs of “Mod- 
ern Colonial” builders’ hard- 
ware. This group of hard- 
ware, prepared by W. H. ie: 
Whittaker, was shown in bee 
“The House Beautiful” and As 
illustrates in detail the ex- hee 
cellent modern adaptations a 

' of hardware used in Colonial i 
homes. oS 





out considerable expense, the credit risk—which is 
sometimes great, the cost of distribution—a con- 
stantly growing item. All these items of expense 
must be got back with a reasonable profit on 
top of them. 

If a reputation has been established for fair 
dealing, for thoroughly knowing the business, for 
quality goods, for prompt, courteous and intelli- 
gent service, then too much concern need not: be 
given to competition. People generally want to 
buy at this sort of a store and are willing to pay 
reasonably for their wares. 

A quotation from Ruskin covers this point. “All 
works of quality must bear a price in proportion to 
the skill, time, expense and risk attending their in- 
vention and manufacture. Those things called 
dear are, when justly examined, the cheapest.” 
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Increased Payrolls to Help New York 
Dealers 


“The outlook for business in retail hardware in 
New York State for 1925 is favorable. Manufac- 
turing centers are gradually increasing their op- 
erations with consequent additions to their working 
forces; this will result in larger payrolls and, there- 
fore, more cash for living needs and improvement 
of property. 

“Prices for farm products are advancing and 
there is a more optimistic feeling among the farm- 
ers which should be reflected in spring business. 

“The year will, we believe, be more satisfactory 
generally to the trade than was 1924, yet this 
opinion may be set at naught unless reason is ap- 
plied to the advances in prices.”—John B. Foley, 
secretary, New York State Retail Hardware Asso- 
ciation. 


Plentiful Rain Should Help 
Northern California 


“During the fall months of 1924 we had a gen- 
erous supply of rain, and in most sections of North- 
ern California the rainfall has been 25 per cent 
greater than normal. During the past three or four 
years our rainfall has been below normal and as 
California is a great fruit producing state it takes 
a lot of water to put the juice in the fruit, and un- 
less we have plentiful rain it curtails our crops. 
But, inasmuch as we have had this wonderful rain 
and our mountains are covered with snow it assures 
us of an abundant supply of water for irrigation 
for the ensuing year. 

“We must all realize we depend upon the farmer 
for prosperity, and unless he prospers the rest of 
the merchants do not. If our farmers can raise 
good crops and there is a demand for them at a 
good, fair price, the rest of the country will prosper 
accordingly. 





The 1925 Business Outlook 








“The hardware business of California for 1924 
was about 10 per cent less than 1923. This was due 
to several local conditions that did not occur in 
the rest of the States. 

“Our manufacturing in this state is growing very 
rapidly and I believe that I am not exaggerating 
when I tell you that around San Francisco Bay 
there are more than 2,000 factories, employing more 
than 100,000 people. 

“California has grown very fast in the last few 
years and with conditions as they are today, with 
prosperity right at our front door, I can see no 
reason why California should not have the best 
business in the history of the State in 1925. Every 
merchant I have talked to seems to feel the same as 
I do, and not only the merchants, but the farmers 
and the working people as a whole, have this same 
optimistic feeling, and with this spirit prevailing 
(unless the unforeseen happens) I am sure it will 
be a very successful year.”—LeRoy Smith, secre- 
tary, California Retail Hardware and Implement 
Association. 





Future Brighter in Southern 
California 


“Conditions in the Retail Hardware business of 
Southern California have not been especially en- 
couraging during the last six months, but with the 
increased activity in the building industry and with 
the expansion program under consideration by vari- 
ous large industries, we look for an upturn in 
business within the next few months. 

“To state it briefly, the past six months have not 
been good but they are behind us. The present is 
better and will take care of itself. The future looks 
brighter but the Hardware Dealer must work for 
his share of the business.”—H. L. Boyd, secretary- 
treasurer, Southern California Retail Hardware 
Association. 











Roy Smith 
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Editor’s Note: 
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We submit the following table of values of manufactured hardware and affiliated lines, cc 
piled by Oliver Brothers, Inc., New York and Pittsburgh, for their clients and reproduced by us 
cause of the valuable data given and which we know will be welcomed by our readers. 


This table of values applying to manufactured hardware, will, we are sure, prove to be a va 
able supplement to the table of values of iron, steel wire and metal materials published in our is: 
of Oct. 23, 1924, and which latter table can be obtained from Oliver Brothers, Inc., 71-73 Mur 


Street, New York, N. Y.—Editor Hardware Age. 


Comments: The prices shown in this table of manufactured hardware and affiliated li, 
represent the price fluctuations over the period indicated, and we believe will be interesting 
hardware merchants. Some manufacturers of special brands may have obtained prices differ 


from those indicated. 























































































































































































































































































































Item Mar. Feb. 
No. MATERIAL Unit 1912 1913 
1 ES eee ee er eee ee rere eee ee eee ee - 100 Lb. 1.35 1.80 i 
a, Se, FE BBG ois 6c occ ve vvnccvecevscsestencecereness 100 Lb. 1.90 2.35 
3 i cc cc by sede e eSNORE RERUN CUS SES ROCR ONO CROWeEN eRed 100 Lb. 1.80 2.00 
4 Heavy hammers and sledges, 5 Ib. and Over............ cee ee cece eee e eens 100 Lb. 4.26 4.74 ts 
BI, BOG F Bin oo oc tee cevescccrcereesccseneccseceerceevessuses Doz. 2.43 3.38 if 
RE eT PETE Pe ey Peer eT eT Tere ST eT rer ee 100 Pcs. 1.35 1.92 aes 
7 Hot pressed nuts, square, blank, 14 in... ... 2.0.2... cece ee eee eee eees 100 Lb. 2.30 3.20 = 
eS eB i i I noo oo ink cay ctan saeco evnseeendsenes 100 Pcs. 28.59 28.51 - 
re] EES PSCC EEE E CTT eT TUTE ETT TTT eC Te 1000 Pcs. 0.42 0.44 re 
10 rr ir 2. oh eb ees ONES SOOTHES OURO SOREN 100 Lb. 2.31 2.68 _ 
11 {American cut tacks, No. 4, blued, in bulk..............0000000eceeeeeee eee: 100 Lb. 4.22 ae 
12 ee re ee ee ee ee Per Cent Off List 0.9297 0.926 < 
13 |Shovels, So ES PTT TTT ETE Te TT TTT Tre TT eee Doz. 3.83 3.83 
14 IScrew, book and stomp times, BB im. C0 SSE... . . «0. cc ccceveccccevececvess 100 Lb. 2.30 2.40 ao 
15 ee as NE a NES CN, BG EB ins occ soc ave cen eesedevesaseeseuses Doz. Pr. 0.55 0.64 Ba 
16 ee Ce Or No. oo ce bck. een ye esa ee bee hecbe reer eeee Cee On Gross Pr. 3.38 3.38 = 
17 a ee oc de kas Oe CV eek eee heeew cebu | Doz. 4.87 4.87 ie 
18 ee a Ge I, BD Bis nc ones cece tiers ccecesseceeecewees Doz. 4.33 4.32 ae 
19  |Files, 10 in. flat bastard.................0.c0seeceeeeee ceases aici Doz. 1.13 1130 | 
20 Carbon twist drills, 4 in., round straight shank, Jobbers Lengths............ Doz. 0.85 0.85 i 
21 Chisels, plain handle and edge, 1 in, socket firmer....................022208:- Doz. i» 
22 {Soldering coppers, 4 Ib. base (July, 1921, and later, 3 Ib. base)............... Lb. 0.1814 0.2214 
23 OO TTT EP TT TT TT Te Tree ee Te eT Doz. 4.75 6.00 ae 
24 SE Ee ee ee Te eee Doz. 24.00 25.68 
25 Wire rope, cruc. cast steel, 6 strand, 19 wire, ° in. diameter................. 100 Ft. 5.32 4.79 - 
26 Poultry netting, 2-in. mesh, 19-gage wire, galvanized after woven............. Roll of 600 Sq. Ft. 1.97 2.08 oA 
27 Wire screen cloth, 12 mesh, black, less than carload quantities .............. 100 Sq. Ft. 1.10 1.05 re 
28 Galvanized water pails, 10 qt., light pattern, less than carload quantities....... | Gross or 
29. /|Enameled cast iron sinks, flat rim, 18 x 30................ cee eee eee ees Each 1.80 1.80 
30 Finished brass compression bibbs, standard pattern, for iron pipe, *% in........ Doz. 3.58 4.36 -_ 
31 Axes, unhandled, first quality standard grade, single bit, base................ Doz. 4.50 6.00 
32 Plain tin wash basins, 1234 in., stamped...................cccccccccccccces Gross 
33 ee ie ic ck esceniderevers (beens sée en eenwas Each a 
34 Lawn mowers, 14 in., ball-bearing, medium grade............-.....000eecees Each - 
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a -E _= m= Be HE 
Ss, COM- = = = = Z= 
y us be- a BF A i a 
239 West 39th Street, New York City 
a valu- 
Raney TABLE of VALUES of MANUFACTURED HARDWARE 
| March 1912 to December 1924 
od lines 
a Compiled by 
OLIVER BROTHERS, INC., New York, N. Y.,and Pittsburgh, Penn., U.S.A. 

Dec. Dec. Mar. Dec. July Nov. Jan. Sept. Jan. Aug. Jan. Mar. May Sept. 
1913 1914 1915 1916 1917 1918 1920 1920 1921 1921 1922 1922 1922 1922 
1.50 1.35 1.35 3.40 5.00 3.90 3.60 5.00 3.65 3.00 2.25 2.10 2.25 2.80 
2.15 1.80 1.70 4.75 7.00 4.90 5.50 7.50 5.25 4.15 3.25 3.00 3.00 4.05 
1.90 1.80 1.65 4.00 6.50 7.50 6.25 7.25 6.50 5.25 4.50 4.50 4.50 4.75 
4.74 4.62 3.54 7.50 10.80 10.80 9.23 10.80 9.72 7.88 6.41 6.41 6.41 7.29 
2.43 2.31 1.87 4.86 7.29 9.00 7.69 8.55 7.69 6.08 4.86 4.86 4.86 5.40 
1.51 1.35 1.32 4.26 4.97 3.83 4.05 5.33 2.84 2.13 1.82 1.68 2.30 2.81 
2.60 2.30 2.20 6.30 6.50 6.50 6.50 8.50 6.50 3.77 3.50 3.25 4.12 5.10 
27.80 26.34 26.34 45.58 57.20 57.20 61.60 70.40 55.44 50.16 39.60 39.60 44.00 48.40 
0.44 0.41 0.41 0.78 0.96 1.02 0.78 1.16 0.91 0.70 0.54 0.52 0.52 0.65 
2.56 2.56 2.40 7.92 8.21 7.20 7.20 8.80 6.40 4.79 3.70 3.70 3.92 5.44 
5.20 5.22 4.96 11.60 16.25 15.10 17.15 18.15 14.75 13.00 11.75 11.75 11.75 12.75 

, 0.926 0.94 0.9198 0.82 0.784 0.784 0.82 0.784 0.80 0.8502 0.8847 0.8847 0.8803 0.8577 
4.31 4.31 3.90 6.05 8.50 11.51 10.90 12.90 10.90 10.90 9.90 9.90 | 7.41 7.41 
2.20 2.00 2.00 4.00 5.00 5.25 4.75 5.50 5.25 4.75 4.75 4.25 4.25 4.25 
0.64 0.58 0.61 1.32 1.75 1.75 2.20 2.20 2.00 1.70 1.55 155 | 1.55 1.55 
3.38 2.95 3.80 7.17 7.17 7.81 7.02 7.02 7.02 6.33 5.49 5.49 5.49 6.33 
4.87 4.87 4.75 7.70 9.00 10.00 10.00 11.81 10.12 9.87 8.78 8.78 8.78 8.78 
4.32 4.32 4.32 7.77 10.49 11.66 11.88 13.20 13.20 10.69 7.13 7.13 7.13 7.12 
1.13 1.13 1.13 1.89 2.09 2.73 2.39 2.66 2.66 2.27 1.70 1.70 1.70 1.89 
0.85 0.85 0.79 1.14 1.42 1.46 1.39 1.39 1.63 1.30 1.08 1.08 0.8734 0.73 
1.97 1.97 1.97 3.71 4.01 4.70 5.35 5.35 6.27 5.49 5.49 5.49 5.49 5.49 

4 0.201% 0.20 0.19 0.41 0.42 0.48 0.29 0.2914 0.24 0.19 0.191; 0.1814 0.18 0.1914 
6.00 5.00 5.00 6.00 9.00 12.50 13.00 17.00 17.00 12.50 12.50 10.00 10.00 10.00 
24.00 25.00 25.00 27.50 27.50 36.00 34.80 48.00 48.00 48.00 48.00 48.00 48.00 48.00 

| 4.79 4.41 4.41 9.98 11.90 11.55 9.28 9.28 9.88 8.68 8.68 8.68 8.68 8.68 

1} 4.97 1.88 1.69 3.47 3.47 4.13 4.13 4.13 4.13 4.13 3.51 3.51 3.51 3.51 

| a0 0.90 0.90 1.60 1.75 1.95 2.05 2.05 2.25 | 2.05 1.80 1.80 1.80 1.80 

ar 16.38 18.14 | 28.74 33.60 45.97 | 40.32 50.40 31.92 24.19 24.19 22.98 22.98 22.98 
1.80 1.80 1.80 2.57 3.35 4.45 4.55 5.00 5.20 | 4.10 3.85 3.85 3.85 3.85 

| 3.67 3.58 3.59 6.30 7.18 8.60 9.58 | 10.77 9.58 | 6.80 6.30 5.67 5.67 6.30 
5.75 4.50 3.50 8.50 11.50 13.50 14.50 | 16.00 15.00 12.00 12.00 12.00 11.50 11.00 

6.03 6.03 10.44 10.44 10.44 17.16 | 17.16 15.45 | 14.60 13.90 13.90 13.90 13.90 
ss 5.40 6.00 7.00 7.50 8.00 9.c0 | 9.00 9.00 7.50 7.50 7.50 7.50 7.50 
id 2.90 2.90 3.60 3.60 5.00 5.50 | 7.50 7.50 | 6.40 6.40 6.40 6.40 | 6.40 
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have reduced lists and discounts to unit prices or unit quantity prices as the case may 
1 doing this we have taken into consideration the fact that the list prices on some items 
n changed from time to time and the net prices shown are based upon the lists and dis- 
effect on the dates given. The figures opposite the subject Wood Screws represent the 
; reduced to a unit percentage. The prices shown represent what would be recognized as 
ible wholesale price allowed by the manufacturer to the wholesale merchant (the jobber). 


lowest average prices will be found in column under “March, 1915,” although lower prices 
commodities are to be found in other columns. 


highest prices are to be found distributed between “July, 1917, and September, 1920.” 
the highest prices were put into effect after the war had ended, during 1918, 1919 and 1920. 


elieve a study of the prices shown in this table of manufactured hardware, in conjunction 
TABLE OF MARKET VALUES of iron, steel, wire and metal materials, would be time well spent 
who are familiar with the materials entering into the manufacture of the finished product. 


OLIVER BROTHERS, Inc. 
New York-Pittsburgh. 
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The Business Outlook for 1925 


Individual Effort Will Govern 1925 


“The outlook for general business is good. The 
improved buying power of farmers, industrial 
workers, and business enterprises should bring bet- 
ter sales of hardware. Most hardware retailers 
should sell more in 1925 than in 1924. The degree 
of increase will depend upon individual effort. 

“We are not expecting the great wave of pros- 
perity visioned by the super-optimists, but we be- 
lieve the first half of 1925 will show material im- 
provement, with the prospect that this improvement 
will continue throughout the year. But there are 
too many uncertain elements to justify a positive 
forecast for the fall months. For instance, we can- 
not know the size and quality of the crops that will 

- ' be harvested this year, nor are we able to tell how 
H. P. Sheets rapid the improvement may be during the next 
few months. If production and prices expand too 
rapidly, a reaction is quite probable before the end 
of the year.”—Herbert P. Sheets, secretary-treas- 
urer, National Retail Hardware Association. 


Outlook for Spring 1925 Roseate 


“With improving world conditions and a favor- 
able home market, based on the solid foundation of 
better prices for our agricultural products, the out- 
look for 1925 is regarded by hardware manufactur- 
ers as being more roseate than at the beginning of 
any year since the post-war activity. Not only are 
general business conditions favorable, which in 
themselves would warrant an active year, but the 
caution inspired by the high inventories of a few 
years ago deterred dealers and jobbers from laying 
in even normal supplies. Stocks on their shelves are 
known to be abnormally low, so that in addition to 
the current requirements which promise to be large, 
there is to be considered the restocking of the 
dealers’ and jobbers’ shelves. This situation, I be- 
lieve, assures hardware manufacturers of one of 
the most prosperous years in their history.”— 
Fred. D. Mitchell, secretary-treasurer, American 
Hardware Manufacturers Association. 














F. Mitchell 


To be a Good Year, Says Fernley. 


ASING an opinion on the views expressed by 

the principal hardware distributors of the 
country as represented in the National Hardware 
Association, I am of the opinion that 1925 is going 
to be a very satisfactory year for the trade. 


Merchandise stocks seem to be low, manufactur- 
ers having in most instances made an honest at- 
tempt to place prices at a level which would reflect 
the present cost of production, and there is more 
confidence in the stability of prices at the present 
time than has existed for several years. 

This will be a potent factor in connection with the 
buying of merchandise, and while I am not given 
much to predictions, I do feel that we have reason 
to feel hopeful._—T. James Fernley, Secretary- 
, Treasurer, The National Hardware Association of 
T. James Fernley the United States, Philadelphia, Pa. 
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LINDER HARDWARE COMPANY 


K AND KERN STREETS 


TULARE. CALIFORNIA 


Sept. 13, 1924 


Iron Age Publishing Co., 
2359 “Yest 39 St., 

Yew York, ™ Ye 
} Sentlemen:- 
It is with a grext deal of pleasure that we ac- 
knowledge receipt of the FARTVAT. SUYERS CATALOG, which is 
appreciated we &ssure you. There is hardly 2 day passes 
that we do not refer to tne E*RITARD FPUYURS CATALOG, and 
we consider it one of the vital necessities of our service 
to the general pub’ic. 


The e#c.osed clinpinys from our local newspaper 





which bears on the subject of special orders, will, we be- 
lieve,be of interest to you, inasmech as the FARDWAR® BUYERS 
CATALOG mkes this service possible. 
Assuring you of our appreciation, we are, 
Yours very truly, 


LINDER HARDWARE CO. 


agit: by: (lay Wormer 


@ T PAXTON, Seceeranyr 





Special Orders 
Build Profits 


From March ito Sept. 1,1924, the 
Linder Hardware Co. handled 


192 special orders and increased 


its Profits and Prestige 


at its present high level of efficiency, Mr. 
Horner uses every available source of informa- 


_ tion, when seeking an unusual item. Trade 
| advertising and jobbers’ catalogs are helpful. 
| The Hardware Buyers’ Catalog, published an- 
| nually by HARDWARE AGE as a trade service, 
| has been a very important source for finding 


these “specials.” 
Such painstaking, 
| service, as rendered by the Linder Hardware 


intelligent community 


Co., must be a big factor in restricting the in- 








on the books—but in the long run they will 

show a tremendous return in advertising and 
an even larger profit from subsequent sales to 
those who requested the special orders. Special 
orders on parts, often permit a very good direct 
margin. Cheerful attention to special orders is 
part of your duty as community purchasing agent. 

From March 1 to Sept. 1, 1924, the Linder Hard- 
ware Co., Tulare, Cal., handled 192 special orders 
for articles not carried in regular stock. With one 
exception the firm was able to deliver the goods 
promptly, much to the satisfaction and apprecia- 
tion of customers. The one exception was due to 
misinformation furnished by the customer. 

Ray Horner, manager of the hardware depart- 
ment takes considerable pride in obtaining difficult 
articles from remote places. A Tulare newspaper 
recently complimented the Linder Hardware Co. 
for its fine “special order” service. The paper 
quotes Mr. Horner as saying: 

“We'll get it. We never give up. Recently we 
received an order for toggle joints for an E. M. F. 
auto, which has not been on the market for several 
years. We got the joints. 

“A customer broke a part in a pair of hair clip- 
pers. The clippers were said to be of foreign make, 
but we secured the part. We figure it is part of our 
function as hardware dealers to find things that 
are hard to find in the markets of the world, and we 
take pride in our high percentage of success in this 
service.” 

To maintain the Linder “special order” service 


Son the orders may not show a heavy profit 








rUNHE — Linder 

Hardware 

Co., Tulare, 
Cal., has made an 
enviable reputa- 
tion for itself 
through the 
prompt fulfill- 
ment of special 
orders. From 
March 1 to Sept. 
1, 1924, the com- 
pany handled 192 
special orders for 
articles not regu- 
larly carried in 
stock, and there- 
by increased its 
profits and pres- 
tige. In this ar- 
ticle, we tell you 
how the company 


does it. 








BUYING THINGS THAT 





ARE HARD TO PURCHASE 
IS HARDWARE SERVICE 


Not long ago a customer of Linder’s 
Hardware store asked for a Regal Quality 
stove back. After considerable sleuthing 
through the various fat hardware cata- 
logues that accumulate in a large store, 
it was discovered that there was no such. 
stove as the Regal Quality. Never hag 
been any on the market. There was, 
however, a Regal Stove company, of Qual- 
ity, Illinois, and in due time the specified 
back was procured for the customer. 

A large number of odd but practical 
things are called for at Linder’s; a search 
is being made at the present time for the 
place where a Smyrna fig basket with the 
necessary bugs in it may be purchased. 

Since the first of March of this year 
Linder’s Hardware department has han- 
dled 192 special orders for articles that 
are not carried in stores, and failed only 
in one case to deliver the goods. In that 
particular instance a wrong order number 
was the reason. 

“We'll get it yet,’ said Roy Horner, 
manager of the hardware department, “we 
never give up. We recently had an order 
for toggle joints for an E. M. F auto 
mobile, which hasn't been on the market 
for years. We got the joints. 

“One of our customers broke a part in 
a pair of hair clippers. The clippers were 
said to be manufactured only in Germany. } 
But we secured the part. Another un- 
usual order was for a fire back for a 
Molamath stove, a make we had never 
heard of, but our customer has the stove 
back. 

“We figure that it is a part of our 
function as hardware dealers to find things 
that are hard to find in the markets of 
the world, and we take a™pride in our 
high percentage of success in this service.” 








roads of mail order houses and house to house 
peddlers in the city of Tulare. 
The merchant who gives service as Linder does, 


quickly becomes an integral part of his community, 
and there exists no reason for that community to 
seek its wants in any other direction, but in that 
merchant’s store. 
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The 1925 Business Outlook 


Making Strides Toward Normalcy 


S we view the business situation here in Minne- 
sota and the Northwest, we feel sure that the 
greatest stride back to nearly old-time conditions 
will be made in the coming six or eight months that 
have been made since the depression started. 
If the Lord is good to us once more and blesses 
us with a fair crop, and prices hold as it now looks 





C. H. Casey 


they will hold, one cannot help but think that nor- 
malcy will have been reached by the end of this 
coming season. 

Our problem in many cases now is to keep cer- 
tain of our dealers from becoming over enthusias- 
tic, helping to create a boom, which is something 
we should try to avoid. We are advising them to 
be on the alert, with their ears to the ground, their 
eyes on the goal, but to at all times keep an even 
keel and a steady nerve.—Charles H. Casey, Secre- 
tary-Manager, Minnesota Retail Hardware Asso- 
ciation, Minneapolis, inn. 





George Fiel Sees Steady Improve- 
ment for 1925 


“My opinion of the trend for business in 1925 is 
favorable to a steady improvement throughout the 
year. : 

“While the last of 1924 showed as great an im- 
provement for New England as any other part of 
the country, the percentage of loss for the whole 
year was doubled by such states as Minnesota, 
Kentucky and Indiana. 


“Colonel Ayers of the Union Trust Company of 
Cleveland, Ohio, gives the most sensible reason for 
improvement of trade conditions as follows: ‘When 
you have four certain parties working together as 
increasing industrial activity following a period of 





George A. Fiel 


depression—good horticultural prices—increasing 
export demand—easy credit situation—we had 
these four together 25 years ago in that period of 
active and sustained prosperity that began in 1899 
and ran along until it culminated in the panic of 
1903-04. It ran so far and fast that it ultimately 
blew up.’ Again he says: ‘Now we have once more 
the old combination of four conditions that have 
united to bring about periods of exceptional pros- 
perity in earlier years—increasing industrial pro- 
duction following a period of low production; in- 
creasing export demand; very much better agri- 
cultural prices; and almost unparalleled easy 
money.’ 

“The stage is set—not a boom, but a steady ad- 
vance in prosperity until the las. of August when 
the condition of the crops will fix the standard for 
1926.”—George A. Fiel, secretary, New England 
Hardware Dealers Association. 





Safe and Sane Business Expected 
in Missouri 


“The outlook is very favorable for better busi- 
ness, labor conditions are getting better, factories 
are beginning to put on more men, building condi- 
tions are picking up, there being more building un- 
der construction at this time than there has been 
for several years. Farm conditions are better, but 
much room for improvement. Hardware dealers 
should keep up their stocks, but be careful of over- 
buying. 

“‘As I see it, business in this section will be better, 
but there will be no boom. Safe and sane business.” 
—F'’. X. Becherer, secretary, Missouri Retail Hard- 
ware Association. 
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A Sales Manager’s Letter 


on His Cutlery Campaign 








—- 


DITOR’S Note: Having had the opportunity to read a copy of the 
following letter, written by a prominent sales manager to his sales 
force, we sought and received permission to publish it. 

The soundness of contents, the human appeal, the evident desire to 
render a service to salesmen and merchants beyond the mere placing, ac- 
ceptance and filling of orders makes this Sales Letter a suitable companion 
piece to the Main Street and Cutlery Merchandising articles appearing in 
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TOCK taking is over—the inventory is figured, 

perhaps the count and the net of the figures 

prompt us to take stock of the most important 
part of our business—the motive power—OUR- 
SELVES. 

If we can do so accurately, without being in- 
fluenced by our sensibilities and the little egos we 
collect as we march along through life, then 1925 
will bring fewer regrets for the things left undone 


that could have been done. 


Cutlery is one of the feature lines of the hard- 
ware business—a line that some of us have neg- 
lected. Our sales records show that almost without 
exception the salesmen who procure the most NET 
for the house and themselves are the men who sell 
the most cutlery. 

There is something about cutlery with its crea- 
tive sales possibilities that seems to make better 
salesmen of the men who like cutlery. The liking 
for this excellent, though often neglected part of 
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the hardware business is usually accompanied by 
that keenness and initiative that produces Master 


.Salesmen. 


It is easy to understand why merchants give 
their general hardware and shelf goods business to 
the salesmen who are helping them to increase their 
sales of cutlery and profitable specialties. 

When I have the opportunity to delve further 
into our records I won’t be at all surprised to find 
that the men who sell the most cutlery also sell 
more seasonable goods and other profitable lines 
than do the “want book” specialists. 

So take this from me as one of the resolutions 
of 1925 that will not be broken or forgotten. We 
are going to sell more cutlery. If as the records 
indicate selling cutlery improves salesmanship, we 
are going to sell lots of cutlery. Don’t take the 
resolution lightly—it applies to every man on our 
sales force, including those old timers, warm per- 
sonal friends of mine who are selling a world of 
general hardware. Maybe they haven’t been fond 
of toting cutlery rolls, but when we undertake a 
campaign to get and hold the business we are en- 
titled to, their one hundred per cent loyalty will 
not be found wanting. It makes life worth living 
to have that kind of a sales force. I’ve often won- 
dered who created the title “Sales Manager.” It 
seems to me sales helper about fits the job. 

You boys who have had a comparatively easy 
time leading our cutlery sales are going to have 
some real competition—the ‘“‘old timers,” as well as 
some of the youngsters are going after the cutlery 
business. When some of these past masters take 
hold of a line of goods they plant it on their terri- 
tories like a Rock of Gibraltar—their motto is 
“Know ’em and Show ’em.” 

For months the buying department has been 
preparing for our 1925 cutlery campaign. They 
have done their part—it is now up to us.. 

We start our 1925 campaign with a fine assort- 
ment of the best values in pocket knives, kitchen 
and table cutlery, shears, scissors, razors, tool 
knives shaving utensils and a carefully selected 
assortment of cutlery sundries including nail clip- 
pers, files, manicure goods, hair clippers, sharp- 
ening stones, etc. Also a fine line of plated ware 
and specialties that can be classified as gift goods, 
all of which sell well with cutlery. 

This excellent assortment places you in a posi- 
tion to get a fair share of the cutlery and gift 
goods business from the best stores in your terri- 
tory. 

Those men covering territories that warrant 
sampling the complete line will be mighty proud 
of this handsome properly -graded assortment of 
the “Best of Cutlery.” 

This great line of cutlery has been selected and 
graded with the view of having a complete assort- 
ment especially suited to the trade and territory 
we serve. Our assortment of pocket knives in- 


cludes 142 patterns or numbers. We have been 
equally liberal in the selection of table and kitchen 
cutlery, shaving utensils, shears and scissors, sun- 
dries and specialties. We don’t expect salesmen 
covering limited territories to carry the complete 
line. We do expect and will exact of each salesman 
full measure of cooperation. Every salesman is 
expected to carry over his territory, as often as is 
necessary to get the business, samples of every 
item in our cutlery assortment for which there is 
sufficient sale to warrant carrying samples. 

To those men who have not been in the house 
recently we are sending samples selected to suit 
your territory. Samples are conveniently arranged 
in small rolls so ’twill not be any hardship for you 
to always have one or more rolls of cutlery with 
your catalog. Upon receipt of samples, spend an 
evening checking them against the cutlery listed in 
your catalog. If we have omitted anything you 
think you need or can sell better from sample, 
write for it. We want you to have everything you 
need to hold up your end of cutlery sales. 

Shortly after the end of each month we will issue 
a cutlery sales sheet on which will be listed the 
cutlery sales of each salesman. This sales sheet 
will show the amount in dollars of each salesman’s 
sales of pocket knives, table and kitchen cutlery, 
shears and scissors, shaving utensils and other 
cutlery. 

Before getting down to details of which you will 
receive plenty in following letters, I want you to 
know that the best men to develop and take good 
care of the cutlery business of retail hardware 
merchants is the jobbers’ salesmen who know 
cutlery. 

The jobber salesman covering his territory fre- 
quently, at regular intervals, can outsell and give 
better service to the trade than an army of special 
cutlery salesmen can supply. I hope we won’t be 
compelled to send special salesmen to any territory. 
I have always felt that doing so was a reflection 
upon the ability or knowledge of the regular sales- 
men. However, we are going to get off each terri- 
tory the cutlery business we are entitled to. 

The time to start your 1925 cutlery campaign is 
NOW. Stocks are low. Merchants are making 
their plans for the year—now is the time to go 
after their cutlery business. 

Next to knowing your goods the most important 
thing you have to do is to help your customers to 
make the resale. On this point in following letters 
I will offer suggestions and relate experiences that 
will be helpful. 

P. S.—Always have one or more cutlery items in 
your pocket. On your next trip show the new 
electrician and radio knife to every merchant you 
call upon. After covering your territory (to save 
me examining the records) scratch off a pencil 
memo. telling me how many you sold during one 
round of your territory. 
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Paint vs. Dingy Row 








DITOR’S Note: We recently came across a unique circular sent out 
by the Murphy Varnish Co., dealing with the problem of the retail 
merchant painting up his own store, thereby inducing other mer- 

chants to do likewise, and eventually drawing trade to the town because 
of its spick-and-span appearance. We wrote Mr. Bursley, and at our re- 
quest he has written the following article enlarging upon the idea. 








TORES are like folks. So are streets. So are 
towns. So are cities. ‘They attract attention 
if they are well dressed. 

Hardware and paint stores in this country owe 
it to themselves, to their streets, to their towns, 
and to their country to paint up their store fronts 
this Spring. If the forty thousand hardware 
stores in America which handle painting mate- 
rials would all set the good example by putting on 
new paint coats we would be taking a long first 
step in making America a better place to live in. 

Why? 

I. M. Rusty, hardware dealer, with his unpainted 
store front and his cobwebby window can only 
expect to sell to people who must have his goods 
right away and can’t get them anywhere else. 

Business is dull on Dingy Row. 

Smokeville, with dirty, unpainted _ streets, 








muddy sidewalks (if any) and shabby looking mer- 
chants falling asleep in their shabby looking stores 
is not a very powerful magnet when it comes to 
pulling customers from the surrounding country. 

It is the cheerful, prosperous looking merchant, 
the bright well painted store front, the clean 
spruce-looking street and town that just naturally 
pulls business their way. 

Paint is like yeast. It multiplies itself. When 
one merchant paints his store, another follows 
suit. When one house in the neighborhood is 
painted the contagion spreads. Any good live 
hardware and paint dealer with a Rotary smile, 
or a Kiwanis handshake, can start an epidemic in 
any street and in any town this spring, if he will 
paint his own store front first and then go after 
his neighbors and friends. 

A well painted store front just naturally results 
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in fresh new window displays and in a clean pave- 
ment in front of the store. The clerks in the well 
painted store are snappier clerks. They are in- 
spired by their environment. Paint promotes pros- 
perity and the cash register rings more frequently 
and more merrily before the last coat of paint is 
dry on the front of the store. 

No live progressive merchant who learns this 
secret is going to keep the good thing to himself, 
however, and when he has painted his own front 
he will go after his neighbors so that they too may 
share in his prosperity. If his town has a Board 
of Trade or a Chamber of Commerce or a Civic 
Betterment Club, before he knows it he will be 
chairman of the committee on changing the name 
from Smokeville to Sprucetown. 

Mr. Hardware Dealer, take a hint out of the 
chain store book of rules. The chain stores have 
found that a well painted front pulls trade. They 
are always bright and fresh. It is a part of their 
sales campaign. | 

You can make it a part of yours. Combine busi- 
ness with pleasure by selling your neighbors on 
the idea that paint promotes prosperity, and inci- 
dentally selling them the paint they need to carry 
out the idea. 

Before you know it the motor cars will be turning 
into your street at the corner instead of going down 
Main Street as they do now. Broad Street is just 
as good as Main Street (if not a little better), 


if it would only paint up and clean up. 

Paint promotes prosperity and it is the well kept 
up town that becomes the shopping center for the 
county. When the farmer and his wife and chil- 
dren back the Lizzie out of the yard they just 
naturally turn her nose toward Sprucetown. Prices 
may be a trifle higher than théy are in Smokeville 
but they don’t seem higher, especially when the 
service given by the Sprucetown merchants is so 
much better and the variety of merchandise so 
much more extensive. 

I saw a Santa Claus window display in a Spruce- 
town hardware window a month or so ago, but 
there was not one Santa Claus in all Smokeville. 
Children prefer Sprucetown as well as_ their 
parents. 

Never make the mistake of supposing that paint 
is only skin deep. Considered in its true signifi- 
cance it really goes pretty nearly all the way 
through. 

Finally: Paint not only promotes prosperity, 
but, what is more important, it promotes cleanli- 
ness—which is next to Godliness—and cheerful- 
ness, friendliness and a whole host of other attrac- 
tive qualities in men and stores and streets and 
towns. 

Save the surface and you save all. Save the 
surface and perhaps before you know it you and 
Broad Street and Sprucetown will have saved your 


business. 

















Profits in Marine Hardware 


N the spring, those who are fond of the water 
| sports available on Newark Bay and on lakes 
adjacent to Newark, N. J., begin to prepare power 
boats and sailing craft for the open boating season. 
Starting early in February you will see many of 
these sport lovers working from sun to sun, seven 
days a week, reconditioning their craft. If this were 
not the means of a substantial sales market Ludlow 
& Squiers would not have such a complete and well 
assorted stock of marine hardware, neatly sampled 
and grouped in one section. 

The marine hardware replacement business each 
year includes oarlocks, cleats, pulleys of all sizes, 
swivel jointed eyelets, flag pole sockets, wrenches, 
tools, oil cups, light yet strong rope, and countless 
other odd pieces of japanned or galvanized meta] parts 
highly salable as spring merchandise in every hard- 


ware store located handy to a body of water. 
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Effective Toy Displays Help Profits 








“6 OODS well displayed are half sold.” This is a trite axiom, perhaps, 
but its truth has been proved many times over. In this article we 
describe a new type of display for children’s vehicles that meets exacting 


requirements. 








NE of the principal and outstanding require- 
() ments of present-day retailing is the adequate 

and attractive display of merchandise. The 
old axiom that “goods well displayed are half sold’”’ 
is trite perhaps but its truth has been demonstrated 
in hundreds of retail stores throughout the country, 
and we have yet to hear of a retailer who, having 
effected improvements in the arrangement and dis- 
play of merchandise, has not regarded every dollar 
expended in this direction as an investment that re- 
turns the principal a hundredfold. 

In the average hardware store, space is at a 
premium and display mediums must occupy a mini- 
mum of room. Racks of the type shown in connec- 
tion with this article originated and developed by 
C. P. Henry of Auburn, N. Y., admirably met this 
requirement and when not in use may be folded for 


storing. In addition, the racks are easily adjustable, - 


both horizontally and vertically to fit the children’s 
vehicles for which they are designed. Because of 
the accuracy observed in their manufacture they 
are interchangeable—any part of one will fit any 
part of another, thus affording an opportunity for 
many new and different combinations. 


In the display of children’s vehicles, a valuable 
feature of the racks is the fact that each part of 
each vehicle can be demonstrated and inspected 
separately—all moving parts, for example, such as 
pedals and wheels, can be operated without remov- 
ing or disturbing the vehicle itself. 


The idea of displaying children’s vehicles as em- 
bodied in these racks was originated by Mr. Henry, 
who has a background of eighteen years’ experience 
in the toy industry, at the 1920 Toy Fair. 


In speaking recently with a representative of 
HARDWARE AGE regarding the development of his 
method of display, Mr. Henry said: 


“The first racks made for me in Boston did not 
work out right; that is, they did not adjust as I 
knew they should. I did not know exactly what the 
difficulty was so decided to start experimental work 
myself. I rented a place here in Auburn, installed 
a few pieces of machinery, and with a mechanical 
engineer started in experimental work. 


“After a time we discovered that the difficulty 
was that we had been using commercial tubing and 
we must have precision tubing, and so after con- 
sulting with the tubing mill we discovered that we 
could secure a precision tubing with 5000’s toler- 


ance as to squareness; a tubing without any dis- 
tortion whatsoever. This permitted of easy adjust- 
ment of the racks, and also kept the supporting 
arms perfectly level, so that the merchandise dis- 
played on the racks would also be level. 

“I spent the year of 1923 in experimental work, 
without soliciting any orders whatsoever, still we 
did receive some and shipped them and received let- 
ters of praise from those receiving them. So by 
the end of 1923 we were ready to go. 


“And then, in December, 1923, we installed some 
specially made machinery for our special work. All 
of our racks now are absolutely ‘precision’ in every 
operation, and there is only 5000’s tolerance in 
every connection. From a manufacturing standpoint 
many of the largest factories tell us that our prod- 
uct is wonderfully well constructed. 


“When we go out to solicit business we are not 
offering simply fixtures, but we offer a dealer a 
saving in rent, for we display three pieces in the 
space of one, and by displaying each and every part 
of every piece separately in such a way that all 
moving parts can be operated, and the vehicle dem- 
onstrated without removing it from the fixture, per- 
mits him to increase his sales materially. Some 
people have told us that they have increased their 
sales as much as 50 per cent. Of course, we all 
know that goods well displayed are half sold. The 
Henry idea of display is individual display of every 
part of each piece separately, the same as if you 
would take a piece of merchandise and hold it on 
your hand out in front of a customer. 


“In order to have them do this it is necessary for 
us to give very careful study to any line of mer- 
chandise we attempt to display. 


“We are now bringing out several new types of 
racks for children’s vehicles, some of them not so 
versatile in their adjustment, but they do the speci- 
fied thing intended in excellent shape. For instance, 
one of our racks contained 29 ft. of tubing; we are 
now making a new rack to do some of the things 
this rack did which contains only 56 in. of tubing, 
and, naturally, this new rack we can sell at a less 
price. 


“We will have all types of our various racks at 
the Breslin Toy Fair, together with all classes of 
children’s vehicles displayed on them, and there we 
hope to demonstrate to many buyers how these 
racks can save their rent and increase their sales.” 
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ACKS of the type shown on this page enable the retailer 
to demonstrate each part of each vehicle separately. 





HESE racks are _ inter- 

changeable—any part of 
one will fit any part of an- 
other, thus affording an op- 
portunity for many new and 
different combinations. 
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AY HEICKEL of the Union Hardware Co., Ash- 
land, Ohio, says it’s up to the small town mer- 


chant to furnish the farmers with pumps. 


In this 


article we tell you how he does it. 





ATER has always been the prime necessity 

of man and beast. Pioneers staked their 

claims and erected their shacks near 
springs or other sources of water supply. Regard- 
less of the proximity of the trail and other features 
usually considered desirable, water was the first 
consideration. 

Today, even in the largest cities, the mainte- 
nance of an adequate, palatable water supply is a 
gigantic problem requiring the best of engineering 
skill and equipment. The average town citizen 
gives but litle thought to the water problem, for 
to him it is no problem. Water on tap 24 hours a 
day is merely one of his many accepted conven- 
1ences. 

But the farmer and those who live in remote 
hamlets have no modern plumbing. Their only 
source for water is still the nearest spring or well. 

It is strange that such a condition exists in a 
country where farmers have autos, electric light, 
electric labor saving equipment for house, and 
farm machinery. Why hasn’t the average farmer 
a water system? Or at least a kitchen pump and 
yard pump. The “Old Oaken Bucket” has ro- 


ow HeicKel Sells Pumps 





mance and moss, but except in song and story it 
should be submerged behind the shadow of a mod- 
ern pump and water system. 

Ray Heickel, manager of the Union Hardware & 
Supply Co., Ashland, Ohio, says it is up to the 
small town hardware merchant to furnish the 
farmers with pumps. He does it in and around 
Ashland and tells us that pumps properly sold 
bring large profits and subsequent sales. Mr. 
Heickel sells them properly because he has given 
the subject thought and attention. His knowledge 
is very complete and has been gained almost en- 
tirely from contact with factory salesmen and 
through perusal of manufacturers’ handbooks and 
catalogs. He has consulted government records 
and other sources for figures and facts. 

“According to government reports,” Mr. Heickel 
told us recently, “a woman on a farm not equipped 
with a pump is forced to lift the equivalent of a 
ton of water a day, merely for her household use 
in washing and cooking. This fact alone makes 
a mighty strong selling point with the farmer’s 
wife. I have always found her eager to buy a 
kitchen pump. ™ 
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CAMBRIA 
FENCE 


Bethlehem Manufacture—Bethlehem Quality 


AMBRIA FENCE is a product of of selected stock, of the grade found by 

Bethlehem manufacture — with our metallurgical and technical depart- 

Bethlehem quality. It is made at our ments to be the most suitable for the 
Cambria Plant(formerly CambriaSteel purpose. 


I - CAMBRIA FENCE 
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Co.) at Johnstown, Pa., where woven 1925 promises to be a good fence 
wire fencing has been built for many year. CAMBRIA FENCE will be well 
years. advertised in the Farm Papers and it 
CAMBRIA .'‘ENCEisaHinge Joint should be of interest to Jobbers and 
Fence—the kind that is in Dealers to secure a stock of 
greatest demand. It is long- this product early for the 
lived, serviceable, and eco- Add to Your spring buying season. 
nomical to buy. There is a DEALERS: If 4; 

. : If you arenot handlin 
style to meet any require- Pro ts Cambria Fence, and are pm 
ment of the user of field By Selling get in touch with your jobber or 
fence. write us direct for information. 

The steel used in the CAMBRIA Other Bethlehem Wire Products include: 

Fence Staples; Wire Nails; Barbed 

manufacture of CAMBRIA FENCE Wire; Plain Wire: Guiicanined Wire: 
FENCE is Bethlehem steel Bale Ties; Barbless Twisted Wire. 

BETHLEHEM STEEL COMPANY General Offices: Bethlehem, Pa. 
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“The farmer himself is best approached with a 
talk concerning the watering of his stock. The 
dealer should remember that horses drink from 5 
to 10 gallons of water daily, cattle 7 to 12 gallons, 
hogs 2 to 2% gallons and sheep 1 to 2 gallons. 

“In the home it requires about 11% gallons to 
fill the ordinary lavatory, 30 gallons to fill the av- 
erage bath tub and from 7 to 10 gallons to flush 
the closet. Learn these few facts and you have 
the basis of a good selling campaign on pumps and 
a water system for the farmer. 

“Knowledge of the adaptability and construction 
of the various kinds of pumps and the relative ad- 
vantages of power, windmill and hand pumps are 
essential selling facts. This data may be learned 
quickly from the handbooks published by pump 
manufacturers and from pamphlets on water sys- 
tems issued by farm schools and state and federal 
agricultural bureaus. 

“Pumps are made for every requirement. Hand 
and windmill pumps may be used for watering the 
stock and for general farm use. Hand pumps are 
used in the yard and house. Hand, hydro-pneu- 
matic pumps, electric power pumps, and direct 
water systems which deliver water to all parts of 
the house and barn from one source of supply are 
available today. 

“We keep a complete display rack of hand 
pumps in the rear of our store. We also have sev- 
eral types of power pumps and complete units for 
a water system on hand in the same section. We 
sell many pumps designed to operate by power 
from a gas engine, particularly in cases where 
stock requirements are very heavy and a large 
quantity of water is needed daily. There is never 
much effort in selling the large stock farmer a 
power pump. Sometimes a gas engine is sold at 
the same time. 

“Right here in town we sell factories and con- 
tractors power pumps suitable for their uses. 
Road builders need power pump equipment, and 
we usually find the portable, wagon mounted unit 
best adapted for such work. 

“A dealer in this state told me his pump busi- 
ness yielded a net profit of 42 per cent over cost, 
plus oyerhead. This dealer has sold complete irri- 
gation outfits consisting of many thousand feet 
of lead pipe and a large heavy duty power pump. 
The pipe must have holes drilled every few feet 
and there you have an opportunity to sell him a 
good drill and several extra bits. 

“On such large orders it would probably be ad- 
visable to help the farmer install his pipe system, 
charging him by the hour. At any rate you could 
show him how to install the system in a few hours, 
for it is really a simple matter. 

N order to develop your pump business “The contractor needs some pipe lengths and 
i] you should thoroughly understand pumps often a piece of rubber hose to go with his por- 
table outfit. 

“If the customer has an unusually difficult water 





so that you can intelligently advise pros- 


pective customers in respect to their require- problem we make a careful sketch of the situation 
ments. Knowledge of his stock and effective and work out the requirements from data found in 
displays are two of the reasons for Heickel’s the manufacturer’s handbook. If stumped on any 
success with this line. point or job we send a duplicate sketch to the fac- 





(Continued on page 217) 
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AiR-Way Lets the Outdoors In 
—or Keeps the Outdoors Out 


When the weather is warm and pleasant, sun rooms, sleeping 
porches and other rooms equipped with AzR-Way Multifold 
Window Hardware may instantly be thrown open to the bene- 


M ultifold fits of sunshine and fresh air. 


Window Hardware And whenwinter comes, or sudden summer rains descend, these 

: same rooms are quickly and securely sealed against the weather. 
The owner of a porch installation writes: “Now, when it rains, 
we have an enclosed room. And on pleasant days we have an 
open porch. While in winter we have a room which is easily 
kept warm.” 


That’s the notable advantage of AtR-Way. It either lets the 
outdoors in—or keeps the outdoors out. When open, AzR-Way 
provides an opening the full width and depth of the window 
frame. When closed, it is absolutely weather-tight and rattle- 
proof. And it operates without interference from either screens 








Prospective home builders or drapes. 

will appreciate it if you will : : 

oe ee a A:R-Way is by far the most perfect enclosure for sun rooms 
Gap ome sends Go aie and sleeping porches. It also is ideal for bed rooms, living 
hag OA, NO Poe Cooenes rooms, dining rooms and kitchens. Old-fashioned double-hung 
ware. windows may easily be replaced with AzR-Way. 


Exclusive manufacturers of ‘‘Slidetite”—the original sliding- folding garage door hardware 
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Turns $15,000 Electrical Goods 
Stock 5 Times Annually 


Chas. Brown @ Sons, of San Francisco, Have Successfully 
Handled Electrical Goods for 20 Years 


6é OW many times do you turn your electrical 
: | goods stock?” we recently asked Max Brown 
of Charles Brown & Sons, 871 Market Street, 

San Francisco. 

“Five times a year.” 

“How do you do it?” we asked somewhat sur- 
prised, because turning a line of merchandise five 
times a year is no ordinary thing. 

“By keeping on the job. Having sales people who 
know the line. Holding special sales every once in a 
while. Keeping track of the stock and of new goods 
that come out. It’s simple enough,” he said. “This 
is an electrical age. Everybody needs something or 
other in electrical goods.” 

“T’ll tell you another thing that probably helps a 
lot,” put in Ben Brown, “we sell electrical goods in 
an electrical department.” 

“You mean departmentization of your store makes 
it possible to get larger sales?” we asked. 

“Sure. Not only that but it also makes it easier 
for customers and sales people. The clerks in the 
electrical department are able to thoroughly fa- 
miliarize themselves with the stock and the prices. 
And their thoughts are on electrical goods all the 
time. They’re specialists in that line. Customers 


know that, too, and have more confidence in the 
store.” 

“Having electrical goods in a special department,” 
said Max Brown, “enables us to carry a better as- 
sorted stock.” 





“How much of a stock do you carry?” we asked. 

“Let’s see, it averages about $15,000, doesn’t it, 
Ben?” 

“Wait a minute, I’ll look it up and make sure.” 

While he was gone we asked Max Brown if they 
ever held special sales in electrical goods. 

“Oh, yes. Every once in a while we have a spe- 
cial. Last year, for instance, we had a small stock 
of a,combination one-burner electric, hot plate, 
square stove and toaster. The time came to re-order 
and we learned that to get the right price we would 
have to buy two dozen. Ordinarily two dozen of 
that particular type of stove would last too long to 
be profitable. But we bought them and advertised 
a special sale, put samples on display in the window 
and in the store, and made our usual preparations for 
a small special sale. 

“Well, in less than a week we had practically run 
out of the stove. The sale was just beginning, so 
we thought we’d take a long shot and really hold a 
big sale. We wired for 500, and they were delivered 
more promptly than we had hoped for, and so we in- 
creased our advertising and displays, etc., and put 
everything we had into making the sale a success.” 

“How did you make out?” 

“We surprised ourselves. We cleaned out every 
one of the stoves in six days. It just happened to 
take in a big way, that was all. Our price was at- 





(Continued on page 217) 
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You will want to sell 
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Disston Adjustable 
Plumb and Level 


The Disston No. 16 
is a popular model at 
an attractive price. 
Fitted with the LDiss- 
ton Adjustment, which 
is positive and simple. 


this Plumb and Level 


It gives a man the same satisfaction he 
gets from his DISSTON Saw 





Disston No. 5% 
Try Square 


All metal, tempered Diss- 
ton-made Steel Blade, 
nickeled stock. True in- 
side and out. 





Disston No. 3 Bevel 


This bevel has patented 
Disston Lock. It sets 


easily, and it stays set. A 
ly turn of the thumb- 
screw locks it. No slip- 
ping of the blade. Nickel- 
plated iron stock, tem- 
pered steel blade. 





**The Saw Most 


Carpenters Use” . 


A customer comes in for 
a Plumb and Level. He 
reads the name on the 
Disston Plumb and Level 
you show him. 


Your sale is practically 
made before you say a 
word. 


_ Generation after genera- 
tion has found usefulness 
and service and dependa- 
bility under the DISSTON 


mark. 


And so hardware men 
everywhere have found 


Disston tools easy and cer- 
tain and profitable to sell. 


Your customer may say 
he needs a saw, a plumb 
and level, a try square, a 
bevel—any one of a hun- 
dred tools. 


What he really needs, 
whether he says so or not, 
is the DISSTON standard 


of tool quality. 


This same standard cre- 
ates a real opportunity for 
profit for you. 





Disston Adjustment for Plumb and Level 


Simple and entirely reliable. When the guard plate 
has been removed the bubble is trued by turning a 
screw. A second screw locks it in position. Both 
screws work in wood—always easy to turn. No 
springs to get out of order. 





DISSTON 


SAWS TOOLS FILES KNIVES STEEL 











Illustration courtesy Auto Bed Mfg. Co. 
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Selling the Comforts of Home 
to Auto Campers 


By Charles J. Heale, Jr. 


HUGGING along the shore of Lake Erie about 
midway between Sandusky and Lorain, Ohio, 
Gus Wetzler and I were discussing window 
displays. Gus is a photographer, and was endeav- 
oring to explain why a window picture is best when 
taken at night. We rounded a bend in the road 
and were forced to stop suddenly to avoid running 
over a beautiful collie dog. A man in khaki 
knickers grabbed the dog and expressed his appre- 
ciation for the quick stop Gus had made. 

“We have just pitched our camp along the lake,” 
said the man in knickers. “I see you are a photog- 
rapher. Will you take a picture of my family with 
the camp as a background?” 

Gus is always ready for business, so he pulled 
over to one side and picked up his various pieces 
of photographic equipment, saying to me, “It sure 
pays to advertise.” He referred to the advertising 
flap on the car door which proclaims to all the 
world his profession. 

The man in knickers introduced himself as Mr. 
Ruggles, business man from Detroit, Mich., re- 
turning to that city after a month’s camping tour. 
We envied him and admired both the family’s sun- 
burn and the completeness of the camp equipment. 

“You have just about everything you need for 
comfort, Mr. Ruggles,” I said after noticing a 
camp cook stove, thermes bottle, folding cots, the 
partitioned tent, water bag, folding chairs and 
various other incidentals. 

“Yes, and it’s a funny thing too,” he answered. 
“Last month I was in Harry Levey’s hardware 


store on Gratiot Avenue, picking out a new brassie 
with the aid of Harry Ober, the sports goods man- 
ager. I have bought quite a bit of golf equipment 
from Harry and he knows me pretty well. Told 
him I was picking the new brassie to use on my 
annual vacation. He asked me where I was going. 
I didn’t really know, but said we would probably 
go to some regular resort, spend a lot of money, 
get sunburned and send a bunch of postals back 
home. 

“Harry said, ‘Why don’t you folks take a real 
vacation, such as a camping tour? The money 
you spend in one month at a so-called painfully 
fashionable resort could be invested in a complete 
camping outfit which would enable you to enjoy 
your vacation every year for many years. That 
struck me just right as I had not been camping 
in many years. I knew it would hit the family 
right, too, for they are all fond of the outdoors, 
and the kiddies never do reconcile themselves to 
the restriction of a summer hotel. I asked Harry 
what I would need, told him to make me up a list 
for consideration. He made a dandy outfit for me. 

“Mother has found that kerosene camp stove 
as good as her gas range at home. We pick a 
water site if possible. The kiddies get into their 
bathing suits, splash around while my daughter 
and I go fishing... When it comes meal time, we set 
up our portable table and folding chairs, wash 
up in the wash basin with folding stand, and serve 
our nourishment on the plates which are a part 
of our complete camper’s dinner set. There are 

















UTO camping is on the increase, and each year thou- 
A sands of people take their vacations this way. If you 
will push those items which will increase the comforts 

of auto camping you will increase both the profits and the 
prestige of your store. , 








Reading matter continued on page 174 
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Less than six square feet of space 


A small display plus our national advertis- 
ing puts Congoleum profits in your pocket 


Just give Congoleum Rugs a toe-hold in your store and 
you || have a profit-maker established before you know it! 


You can make an exceedingly attractive display—merely 
by grouping on end a few rugs of different sizes near the 
door or in some other conspicuous place and displaying a 
Gold Seal Hanger above them. Or you can buy at cost 
($15.00) the handsome rack shown below, which displays 


an attractive assortment of 


Gold-Seal Congoleum Rugs. 


Congoleum Rugs are easy to sell in 
hardware stores. Why not? They're 
the logical neighbor of the broom, mop 
and stove-rug—a fitting accompani- 
ment to the fireless cooker, washing 
machine and other labor-saving de- 
vices for the home. 


By all means put in a substantial 
stock of Congoleum Rugs. Get your 
share of the profits from the 1925 
Congoleum bigger-and-better-than- 
ever national advertising campaign. 


CONGOLEUM-NAIRN INC. 


Hardware Division Headquarters, Philadelphia, Pa. 


A word to the wise! 


Nairn Linoleum is a profitable side-line which 
any hardware dealer with his finger on the public 
pulse and his eye on the real estate news can easily 
turn into extra profits. Every new office or public 
building and every remodeling job is a logical 
prospect for this comfortable, serviceable floor. Go 


This Sales Rack is 4 feet 6 inches wide by 15 inches after the big profits. Write for details and sug- 
deep and displays attractively eighteen Congoleum “ ‘Heal 
Rugs; heavy steel, gold lettering on olive green. We gestions today 
sell it at cost: $15.00 F. O. B. nearest warehouse. 
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cups, a can opener, table ware and plates that fit 
right in a neat case. The tent has three partitions, 
which provide three good sleeping rooms. When 
we break camp we fill two thermos jars with coffee 
or a cold drink for refreshment along the way. 
The cots are very comfortable and fold up in very 
limited space. In fact the entire outfit folds up 
and is carried easily on the left-hand running 
board. 

“At night we light our camp lanterns and have 
all the comforts of home without the stuffy air of 
a city or small hotel room. We have a small tour- 
ist refrigerator with one compartment for ice, 
and two others for meat and vegetables. It will 
keep our butter, milk and meat fresh for 30 or 
more hours. Ober sold me an extra fishing outfit 


for my daughter and sold me this khaki knicker 
outfit. That water bag hanging on the tent pole 
fits over the fender and frame of the car and keeps 
us supplied with cool drinking water all through 
the day. 

“Old boy Ober didn’t forget a thing. Among the 
incidentals he placed a flashlight, extra set of bat- 
teries and bulb, large jack knife, a hatchet, spade, 
and small length of rope.” 

We had to decline, with deep regrets, an invita- 
tion to stay for supper. Gus had plates to develop, 
and I was due at a meeting of the Cleveland Retail 
Hardware Association. So we packed away into 
Gus’ car and returned to Cleveland. 

To this day we often think of the man in the 
khaki knickers. 


Garden Handbook will Help Spring 
Sales in Garden Tools 


‘ HEN spring goods are mentioned we imme- 
diately think of garden hose, lawn mowers, 
spading forks, sprayers, hedge clippers, 

garden tools, fertilizers, lawn trimmers, sprinklers, 
nozzles, seeds, pruning saws, trowels, weeders and 
countless other strictly spring hardware mer- 
chandise. 

A. J. Brewster is affected the same way. He has 

charge of window trimming for T. B. Rayl Com- 
pany, Detroit, Mich. Spring time inspires him to 


work up an attractive window display to tell the 


people of Detroit that Rayl’s store is ready and 
anxious to serve their spring gardening re- 
quirements. 
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Among many other duties, E. Seiferle has charge 
of the sales on spring lines. Spring to Mr. Seiferle 


means it is time to prepare his annual booklet on 
gardening and the proper equipment. This book- 
let has a reputation for being a real garden hand- 
book, as it gives definite data pertaining to seed 
planting, chemical spraying, weeding, fertilization, 
pruning, cultivation, and includes soil facts for 
southern Michigan gardens. 

The garden handbook covers the care of grass 
lawns, flower beds and vegetable gardens. Last 
vear 10,000 Rayl Garden Handbooks were distrib- 
uted. The mailing list on spring goods includes 
6200 taken from delivery and accounting records. 
People who bought spading forks, lawn mowers, 
or any other garden item were obviously inter- 
ested in gardening and are potential customers 
on other spring items. 

Throughout the entire spring season Rayl 
newspaper advertising in Detroit and nearby sub- 
urban papers, features spring goods. The store 
trucks are kept busy all day delivering garden 
equipment in the spring months. 

Feftilizer is a big selling item at Rayl’s. Last 
year Mr. Seiferle sold more than a carload of fer- 
tilizer put up into 25-lb., 50-lb. and 100-lb. bags. 
The bags bore the Rayl imprint. More than 600 
high-grade lawn mowers were delivered and the 
trade on garden hose ran betwen 50,000 and 60,000 
feet. Various other spring lines are sold in rela- 
tively large quantities. 

The spring season is often termed the banner 
hardware selling period because of the numer- 
ous wants of the consuming public at that time. 

The Rayl store is downtown in the busy shopping 
district of Detroit. Customers are from nearby 
suburbs and the city proper, which at first blush 
would not seem to be a garden goods district. Pro- 
gressive methods, however, have made this big 
city downtown hardware store is a logical place to 
buy spring goods, in the important opinion of 
folks living in and around Detroit. 

Having the store name on the fertilizer bags 
frequently leads to a subsequent sale via the phone 
or by mail. Prompt delivery helps Rayl’s spring 
goods business and helps them maintain a good 
reputation for fulfilling services as promised. 
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Sell More Cutlery 


By Displaying It Right 


Show Ask 


Cutlery should be your fastest moving, most profitable line. Do you 


give ita chance? Don’t blame your cutlery or business in general k () 
It nvirel if it isn’t making good. ey ur 


1] It People buy what they can see and what appeals to them. Cutlery 4 t ] 
e packed in boxes, hid under counters or stored away on shelves re | a O 
Wit h surely cannot be expected to sell and produce profits for you. 


Don’t wait until you make more money to buy the right of olele 


ind of display equipment for your cutlery. Buy a 


oipnthes — Cutlery Case now and let it help make real Difterent 
money for you. , 
RCO eezactively and temptingly. Give it's prominent” = MVR O) 


place in your store. You can double and treble 
your cutlery business, making it your quick- 1D 
ment. kasy est selling, most profitable line. Write for UiLeke sus 
complete specifications, prices and easy 


payment payment plan StoreEquip- 


Remember: Increased cutlery profits 


terms soon pay for the case. ment : 


IDIGAMCaKT SHOW CAR) Eees 
DISLUTH, Mayas 


Be 
—_ 
i 


Duluth Show Case Co. 


P.0. Box No. 778-A2, Duluth, Minn. It is Better to 


Gentlemen: 


(1 Send me specifications and prices on Eq u i P Yo uwT 


your line of cutlery cases and tell me 
how | can buy them out of the addi- 
tional profits they will make each | ; S tore RIGHT 
month without making a big cash out- 


ad at any one time. ) Than to wish 


hardware "sore eauipment sold om th Tan Rad — 
lg MAIL THE 
COUPON <&€ 
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Sells From 50 to 75 Outboard 


Motors Each Year 


HESE pictures speak eloquently on the joys 

and conveniences found in the use of the eco- 

nomical outboard motor. It has brought the 
many thrills of power boating to the average man. 
It’s adjustable clamps also fit the running board of 
an auto which enables the true sportsman to bring 
his motor to the country as he would a luggage 
carrier. ; 

Each picture has a story for you to study, learn 
and to use when selling these motors. Harry 
Levey & Co., Detroit, Mich., sells from 50 to 75 
every year in the heart of the city. In 1919 this 
store sold 120 in three months. Earl Jones, 
Indianapolis, Ind., says that the active hardware 
merchant situated near water could easily sell 
four motors a week by demonstrating the motors 
in use. Regular demonstrations at crowded hours 


help and Jones himself has often maintained this 
weekly average, by the demonstration method. 

G. A. Maurer of Mishawaka, Ind., sold 15 last 
year and expects to do better in 1925. His sales 
effort is confined entirely to window displays and 
a weekly demonstration just off the town dock. 
He watches for a crowd in the early evening or 
late afternoon and runs his motor driven row- 
boat about the dock in an easy off hand way to 
suggest simplicity and satisfaction. 

In Beulah, Mich., M. Bliss delights in making a 
demonstration under difficult handicaps such as 
adverse weather, strong winds, choppy water, 
shallow water with weeds and with seemingly ex- 
cessive towing or dead weight loads. He finds 
such demonstrations practical and successful in 
selling motors. 
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“Open for Inspection”— 
A good sign of continued building activity 


The National Hardware Dealer is directly on the line of march to better homes. 
It goes without saying that 1924 has been a successful year for builders and con- 
tractors. Most impressive of all is the trend to better buying and the demand 
for permanent quality hardware. 

The prospective home-purchaser no longer pays a first deposit simply on the 
strength of plans and promises. Their inspection isn’t confined to four walls and 
a coat of paint. The builder, contractor and owner have learned from experience 
that it pays to give more than a passing thought to details of construction. 





For instance: There’s the doors—thousands of them 
—between the kitchen and dining room. The Na- 
tional No. 240 Ball Bearing Floor Hinge permits a 
simple and practical installation of a quick double- 
acting swinging door. It is radically different and 
more efficient than the ordinary type in operation 
and construction. 


_ The pressure of the spring is absorbed by a one 
inch case hardened roller—not against the hinge bear- 


ing which carries the door. This important feature 
prevents wear on the bearing. 


NATIONAL MFG. CO. 


1 Bay Dark part shows the _ spring-closing 
|), feature independent of the part which 
} ay. 4 carries the weight of the door. 


bie ion 
ed => 
ee " i 








ati 


Builders’ 





The pivot for the top is attached simply by boring 
five 7” holes. Requires no chiseling or mortising. 
The door can be swung and held open to either side 
at 95 degrees. The Hinge will always keep door held 
firmly in center of opening when at rest, as there is 
no possibility of wear in the bearing. 

he screw slots in floor plate are so placed as to 
provide for an adjustment to secure proper align- 
ment. 

The spring is oil-tempered and pressure can be 
adjusted. 

Now furnished with reversible side plates. 


Furnished in any finish desired -Packed complete one 
Hinge in box with all parts and illustrated directions. 


STERLING, ILL. 


Dark section carries the weight of the 
door independent of the spring-closing 
feature. 





If you have not investigated our direct-to-the-dealer sales po-icy, why not get 
in touch with us while it is fresh in your mind? 
plete catalog of our line and details of our proposition. 


A card will bring com- 





onal 


Hardware 
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The Problem of the Retailer 


By Saunders Norvell 


N common with other merchants in other lines, 
the retail hardware dealer in the past few years 
is up against the problem of a high and increas- 

ing expense account with keener competition and de- 
clining profits, During the war boom wages reached 
new high standards, and while statistics show that the 
cost of living has recently gone down, wages have not 
been liquidated. On account of higher wages and 
higher taxation, rents have been steadily advanced. 
Especially in the larger cities, the competition for 
good locations between chain stores and independent 
retailers has led to such high rentals that it may be 
said, with much truth, that the retail merchant now 
devotes his life and his energies to working for his 
landlord. 

Statistics of failures given out by the commercial 
agencies in the last two months indicate that while 
the total volume of liabilities is much less than a 
year ago, there has been a big increase in the number 
of business casualties. In a word, while there are 
fewer failures of larger concerns, we are confronted 
with a larger number of failures among small mer- 
chants. 

Babson states that this is always the case at the 
end of a period of liquidation. From the writer’s 
observation and from the reports that come to him he 
believes these failures among the smaller class of 
shopkeepers are largely the result of excessive rentals. 

I have a letter on my desk from a successful retail 
hardware merchant in a large eastern city—a mer- 
chant who has conducted business in the same city for 
forty years—in which he states he desires to sell out. 
He writes me that if he could get his hardware busi- 
ness out of the building which he owns, he could lease 
the building for a term of years for more money net 
than he is able to make out of his business. Now this 
is regarded as a successful business. I simply cite 
this case to indicate the relation of profits in the 
retail hardware business to the present high rate of 
rentals. 

There is no doubt whatever that rentals in this 
country, generally speaking, are entirely too high. It 
is an unhealthy and dangerous situation. It means 
that the landlords have advanced rentals to a point 
where their tenants cannot earn enough out of their 
businesses to pay these rents. Excessive rents kill 
the goose that lays the golden egg. 

A significant fact in New York City just at the 
present time is the closing of numerous small retail 
shops. Some of these shops are failing; others are 
retiring from business and many changes in owner- 
ship are taking place. The old owner is giving up the 
job of trying to make both ends meet, while some 
optimist is taking his place. 


Under these conditions and with the growing com-: 


petition of mail order houses and chain stores, the 
retail hardware merchant is looking for some method 


by which he can buy his goods cheaper and so com- 
pete at a profit. 

Numerous letters I am receiving indicate that he 
is bored with a great number of so-called “salesmen” 
in various lines who daily absorb his time with their 
importunities to buy their goods. 

These retail merchants realize the enormous cost of 
all of these salesmen and they feel, whether it.is true 
or not, that they are paying this cost in the price at 
which they are buying their goods. They feel that 
there are too many salesmen and that selling is being 
overdone. They also express themselves in many Cases 
as being disgusted with the quality of the salesmen 
who call on them. They state that these salesmen are 
not posted on their lines—that they can give them 
no information about their goods. They are simply 
would-be order-takers, carrying around catalogs and 
price lists and frequently without sufficient energy to 
even take the time and trouble to show samples. | 

In casting about for relief, retail merchants are dis- 
cussing plans for cooperative buying. They are even 
talking about organizing their own wholesale houses, 
the idea being that such houses can effect large econo- 
mies by carrying only standard lines of goods, thus 
enjoying a very rapid turnover. It is suggested that 
retail merchants take stock in such cooperative job- 
bing houses; that by elimination of slow-selling goods, 
also by doing business without salesmen, there will be 
tremendous economies in distribution; that wholesale 
houses organized on such a basis, operated and owned 
by retail merchants, could not only sell goods to their 
stock-holding members at low prices, but also pay 
very satisfactory dividends on their stock. 

It is a matter of common knowledge that in other 
lines such retailer-owned jobbing houses have been 
established and that they are doing a very large vol- 
ume of business; as a matter of fact, cutting quite a 
big figure in the trades where they exist. While 
there are a few outstanding successes of this char- 
acter of house, and while they are often referred to 
as indicating a certain tendency in general distribu- 
tion, the failures that have occurred in attempts to 
establish such houses and in the operation of such 
houses after they were established have not been 
sufficiently emphasized. 

The retail merchant who wishes to take a fair and 
broad view of this problem must remember that the 
complete service jobber—in other words, the job- 
ber carrying a full and complete line of goods and 
giving very prompt and satisfactory service—natu- 
rally must pay the cost of maintaining his complete 
lines, of carrying slow-sellers, also the cost of very 
prompt and complete shipments. For a jobber to ship 
goods the day the order is received means not only a 
very efficient, but a large, force of employees. 

Therefore the fact must be recognized that if a 
retail jobbing house was established, carrying only 
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Is this 


your vision 


of 
inventory and 
tax returns? 











Do you dread the ordeal of computing column simplify your work, save much valuable time, and 
after column of handwritten figures for days at a assure a oe all along = ve Fur- 
time to arrive at accurate results for inventory and ther pte. . -trege ; fa gps sing wn td mag 
tax returns? You know what a nerve-rackin pirclion..gge. Avalide cng Posnlyon “ 

: Se de a g, at your command any time during the year. It 
tiresome job it is to attempt to restore order from will not be necessary to wait until the end of the 
a veritable chaos of such figures. year to find out where you stand. 

You spend hours—perhaps days—that can be Let the local Sundstrand man demonstrate 
saved. Let a Sundstrand machine do the heavy these machines in your office and discuss with 
work. Any of the machines described below will you which will best fit your requirements. 


Marvel Model No. 20 Automatic Cross-Tabulator 


The adding and figuring machine that Combines ledger posting, statement 
h - . 2 ‘ making, stock record keeping and: ad- 
set the pace” with 100% printed ding and figuring service in one simple, 
proof and one-operation direct sub- apeneyy Se endable —— at omen ee r 
; : ‘ cost ach item is added, non-adde 
traction. The machine that combines or subtracted, as required, and printed 
these features with 10-key simplicity - the proper — = pow record 
sale . sheets automatically. nstantly con- 
and speed, portability, convenient desk verted for regular adding and other 
size, one-hand control, automatic-shift figure —_ with a one direct sub- 
_—" , . er traction feature. ouble utility—one 
multiplication, adding, listing $225 to low. cost. $385—additional cost. when 
$275. equipped with motor. 








Special-Junior Adding and Combination Cash 
Figuring Machine Register and 


Adding Machine 


Stops all guess- 
work about sell- 
ing prices, sales 
by clerks and de- 
partments, cash 
sales, charge sales, 
money paid out, 
day’s total sales | 
and other figures = 

vital to your business. Instantly cpnverted for regular 
adding and multiplying. Has the famous Sundstrand 


Unquestionably the greatest 
value ever offered in. any adding 
and figuring machine. Gives 
adding and listing service plus 
direct subtraction and automatic- 
shift multiplication. Also 100% 
printed proof, automatic column 
selection, simplicity and speed 
of famous 10-key keyboard, 
portability, desk size and one- 
hand control. All this at the 
extremely low price of $150! 














The local Sundstrand man will gladly demonstrate without speedy 10-key keyboard. In this machine you get double 
obligation on your part. Mail the coupon or address Dept. service at one low cost. Credit file furnished at slight 
000 for latest illustrated and descriptive literature. extra cost. 


attest  aat a t artaiaei 


SUNDSTRAND ADDING MACHINE COMPANY 








‘ , 

OS iy A. - SUNDSTRAND ADDING MACHINE CO - 

Sales and service ae ~ everywhere in the United States and . Dept. K-2, Rockford, Ill, U.S.A. ; a 

foreign countries a Without obligation on our part, send latest descrip- a 

é tive literature concerning the machines’ checked 4 

; below. - 

£ ) Special Junior ( ) Cross - tabulating 5 

' Model Adding and Record - Keeping a 

4 Figuring Machine Machine ‘ 

a ( ) Marvel Model No. ( ) Combination Cash : 

4 20 Adding and Register and ; 

Adding, Figuring, Record-keeping Machines - Figuring Machine ‘Adding Machine : 

2 

“Re-Orders Tell the Story” esa csi wasinavewcsudaan’ 

> . . a. 7 >. t 

Re-orders are the one infallible sign of public approval. It is sig- ; ? 5 
nificant that many of America’s largest and best known users of 4: NS RELL EPO PTE SOT TTT E ’ 
figuring machines have placed re-orders repeatedly for Sundstrand : : 
machines. In many cases the number of machines runs into the’ 5 Ee Oe, Te a 5 
a 

hundreds. ' : 
EL easeeeeeeeeseasenesesenenesasesaand 
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staple goods on which the turnover was rapid; if the 
goods were distributed to retail stockholders without 
salesmen; if the retailers discounted all of their bills, 
and if there were no losses from bad debts, such a 
wholesale house could naturally distribute goods at 
the very lowest possible cost. 

However, the question immediately arises, Where 
would the retailer get the slow-moving items? Where 
would he buy the odd sizes? If there were no travel- 
ing salesmen, who would carry around samples and 
introduce new lines of goods? Who would help new 
retailers become established in business? Who would 
supply general assortments covering the entire line 
in small quantities in opening stocks? Who would 
finance these new merchants? 

Is it not evident that if these retailer-owned whole- 
sale houses should take the cream of the business in 
the best-selling items in the line, and if they should 
take as customers the very cream of the retail hard- 
ware trade, then, carrying the argument to its logical 
conclusion, the old line, complete service jobbers, hav- 
ing lost this business, could not possibly exist on the 
character of business that would be left? Therefcre 
the old line jobbing houses would be compelled to pass 
out of business. 

Then we would be confronted with the situation 
that these retailer-owned distributors would be com- 
pelled to put in full and complete lines. The old 
jobber having passed away, they would have to take 
on the trade of slow-paying and weak customers, as 
well as the best trade with whom they may have 
started. In other words, at the end of the cycle the 
old-line jobber would have disappeared and his place 
would have been taken by the retailer-owned distrib- 
utor, but then it would be found by these new dis- 
tributors that their extra expenses for distribution 
would be just as high as those of the old-line jobber. 
Therefore, the only change in the situation would be 
that these jobbing houses would be owned by the re- 
tail trade and the retail owners would have all the 
risk and responsibility of managing and financing 
these houses in addition to the responsibility of man- 
aging and financing their own retail businesses. 

It would be well for the leaders in the retail hard- 
ware trade to study the experiences of these attempts 
to reduce the cost of distribution in other lines. They 
would find that the human element, as it always does, 
cuts a very large figure in the success and failure of 
these enterprises. A few of these retail-wholesale 
houses have been very well managed and have met 
with a fair degree of success. On the other hand, it 
will be found that many of these houses that started 
with bright prospects, on account of poor management, 
internal dissensions, and in some cases downright dis- 
honesty, have come to grief, with heavy loss to all 
their stockholders. There are also certain cases where 
the business itself has been successful, but the head 
men in charge have feathered their own nests at the 
expense of their retail stockholders. Some of these 
managers of cooperative institutions have personally 
done very well, while their stock has declined in price 
to almost no value, with heavy loss to the owners of 
this stock. 

In previous articles I referred several times to the 
things that have happened in the drug trade. I have 
stated that in the period of time the drug trade was 


fully ten years beyond the hardware trade in these 
modern experiments in distribution.. Therefore, it 
would seem to me to be wise on the part of retail 
hardware merchants in seeking methods to improve 
their positions to carefully study developments in the 
drug trade before impulsively plunging into some of 
the new ideas that may be suggested as an allevia- 
tion for their ills. 

I have read with keen interest of the meeting of 


the recent council in Indianapolis, where representa- 


tives of the manufacturers and representatives of the 
retailers met and discussed their common problems. 

Naturally, I am wondering why the representatives 
of the great jobbing interests of the country were not 
present at this conference. No doubt many others in 
the hardware trade, not being informed of all the 
facts, will wonder that this meeting did not represent 
the three important branches of the hardware trade— 
that is, manufacturers, jobbers, and retail merchants. 

All of us who are interested in distribution will 
look forward to the published decisions of this council. 
From the high character, the intelligence and the 
wide experience of the gentlemen who attended this 
meeting, the trade is justified in expecting suggestions 
that will be of the utmost value. However, from arti- 
cles we have read in regard to the subjects discussed 
at the meeting we are just a little afraid that instead 
of taking up the broad and fundamental principles of 
distribution in the hardware trade, the council was 
rather inclined to discuss matters of detail. Of course, 
these details, such as handling parcel post orders, etc., 
are interesting in their place, but we are inclined to 
believe that the hardware trade is justified in expect- 
ing something to be said upon the larger questions of 
distributing merchandise that are no doubt being dis- 
cussed both on the floor and in the personal gather- 
ings of all of the retail merchants in the big States 
of the country that are now holding their annual 
conventions. 

This idea of a council meeting reminds me of an 
experiment that was tried in the past year by one of 
the best known manufacturers in the country. This 
manufacturing concern distributes its goods almost 
exclusively through jobbers. It has a jobbing dis- 
tributor in every important jobbing center in the 
United States. It was its custom to have large an- 
nual meetings with a representative present from 
each distributor. It was found, however, that while 
these meetings were valuable they lost in concentra- 
tion and intensity of effort because there were too 
many representatives present. The idea was finally 
hit upon to have all of these distributors elect a special 
advisory board of six members, these six men being 
selected from various parts of the country. At regu- 
lar intervals this advisory board meet in New York 
and, with this manufacturer, go over their lines of 
goods, their prices, their advertising and their selling 
policies. The advice of these six leading wholesale 
houses has been found to be of immense value. They 
have passed upon questions not only of price and of 
competition, but they have even gone into the methods 
of labeling and putting up goods. As a result of the 
criticism and suggestion of this advisory committee 
this large manufacturer feels sure that his lines are 
being put out in a manner, as regards price, packing, 
quality and advertising, to meet the views not only of 

(Continued on page 214) 
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Trade a 
Reg. U. S. Pat. Off. 


300% Increase 





In Cast Iron Sales by showing Griswold Ware 


B. Steinberg of Norristown, Pa., used to 
think his iron ware stock belonged under the 
counter, till with his first Griswold order 
January a year ago he used Griswold display 
stands and set up a Griswold window exhibit. 
Immediate results surprised him. He dis- 

layed Griswold ware all year. His iron ware 
sales for 1924 amounted to more than his 
combined sales for the previous three years! 
Griswold Cooking Utensils usually sell so fast 
that dealers buy them by the barrel. Skillets, 
Griddles, Waffle Irons, Tite-Top Dutch 
Ovens—every one an active Griswold sales- 
man. We furnish display stands free with 
your order. Also display cards, recipe books, 
folders—yours on request. 


THE GRISWOLD MFG. CO., 
Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and Aluminum, 

Waffle Irons, Food Choppers, Reversible Stovepipe Dempers, Fruit 

Presses, Mail Boxes, Portable Bake Ovens, Gas Hot Plates and Electric 
Waffle Irons. 


THE LINE THAT'S FINE AT COOKING TIME 


GRISWOLD 


| GRISWOLD\ es ae ; (GRISWOLD | 








THE GRISWIAD 


Leese 
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New Line of Low Priced 
Electric Ranges 


The National Stamping and Electric 
Co., 3212 W. Lake Street, Chicago, II1., 
is announcing a complete line of low 
priced electric ranges designed to meet 
the requirements of householders 
everywhere. 

They are manufacturing models to 
fill every need and to fit every pocket- 
book. There are one, two and three 
burner table stoves, and a two and 





three burner range, with a shelf. Ovens 


are supplied with all models. The 
stoves are finished in black, manufac- 
tured of a rugged, durable sheet metal, 
and have heavily nickeled trimmings. 
They are simple, safe and economical. 

These ranges will take all the dirt 
out of the kitchen, and give housewives 
less work to do because of the wonder- 
ful advantages of electricity over other 
fuels. All of the ranges have a three 
heat control, giving slow, medium or 
hot as desired. Dealers report these 
ranges as a fast selling item, having 
a sales appeal immediately answered 
by a sale on practically every demon- 
stration made. 


Lidseen Pump Oiler Has 
Unique Features 


The Lidseen Pump Oiler is the latest 
addition to the line of Lidseen oilers, 
made by Gustave Lidseen, manufac- 
turer of oil cans, dies, tools, machinery, 
metal stampings, etc., 830-840 South 
Central Avenue, Chicago, Ill. The new 
oiler, in common with the others made 
by the company, has the Lidseen Posi- 
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Nos. 600, 601 and 602. One quart size 


tive Force Feed and the All-Welded 
Push Bottom. = 
Tt is self priming and will pérfectly 
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handle at extreme temperatures any 
oil from gasoline to the heaviest grade 
of transmission lubricant. By means 
of the operating lever, the oil may be 
forced to a great height in any quan- 
tity desired. 





922, 523, 542 and 543. 
One pint size 


Nos. 


The can is drawn from heavy steel 
with triple interlocked leak proof joints. 
The spout, which is likewise of steel, 
has welded seam and is attached to the 
can by the Lidseen Curved Flanges and 
Locking Members. The wide opening 
for filling is, also, embodied in this as 
in all other Lidseen Oilers. 





Contrary to practice, the Lidseen 
Pump Oiler is of very simple and 
sturdy construction, there being few 
parts in the entire pump mechanism. 

The outward appearance of this oil- 
er is identical to that of the Lidseen 
Positive Force Feed Oiler, the new 
pump feature being embodied in and 
attached to the spout and not to the 
can. This permits the entire pump 
mechanism to be removed with the 





Absence of leather washers 
eliminates leakage 


spout and any injury to the can proper 
will not impair the operation of the 
oiler. 

A valuable feature of this oiler is 
that the mechanism contains no leather 
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washers or packing of any kind to be- 
come worn. This eliminates leakage 
due to wear on the washers, and conse- 
quent inefficient operation of the oiler. 
All parts of the pump mechanism with 
the exception of the springs, are of 
brass, thus reducing wear and assur- 
ing smooth and perfect operation at 
all times. 

Briefly, a description of the pump 
mechanism is as follows: The piston- 
tube of brass is actuated by the opera- 
ting lever, and slides in a sleeve of the 
same material, working against a 
spring located in the cylinder resting 
on the base of the piston and the top 
of the sleeve. There are two valves— 
inlet and outlet—located at the base of 
the piston-tube and at the extreme top 
of the sleeve respectively. 

This oiler is constructed of steel and 
brass, contains no solder, no leather 
washers or packing of any kind, will 
not leak oil when inverted, and will oil 
in any position. 


New Window Display 


Features Mirro Ware 


Encouraged by the success of the in- 
side display stand deal, introduced to 
the trade a year ago, the Aluminum 
Goods Manufacturing Co., Manitowoc, 
Wis., is also offering a new window 
stand deal for 1925. 

The display fixture is illustrated 
here. It is of mahogany finish. The 
shelves can be adjusted to show the 





merchandise at any desired angle. The 
main stand is 42 in. high. 


One of the attractive features of the 
stands is the facility for displaying 
creas other than cooking uten- 
sils. 


The display stands are free and be- 
come the dealer’s permanent property 
after purchasing the merchandise that 
goes with them. 


The Aluminum Goods Manufactur- 
ing Co. firmly believes that good dis- 
plays are vital factors in successful 
retailing. The new stands fill a definite 
need in this direction. Effective dis- 
plays naturally will mean increased 
business, which the company believes 
will in the long run fully justify the 
giving away of these stands with the 
special 1925 Window Stand Deal. 


Reading matter continued on page 184 
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nglish Earthenware Teapots—Gibson’s product—in five true Old English shapes, artistically 


finished. Each pattern in four sizes 


Extra profits—in teapots and bowls 


Merchants 


attending the exhibition of 
the Pennsylvania and Atlantic 
Seaboard Hardware Associa- 
tion at Philadelphia Com- 
mercial Museum, February 
17th to 20th inclusive, are cor- 
dially invited to visit us at 
Booth 211, on the main aisle. 


We will be pleased to show 
you our line of new and ex- 
clusive patterns in American 
and English Porcelain, Japa- 
nese, Bavarian and French 
China and to give you details 
of our attractive proposition 
that is making money for hard- 
ware dealers everywhere. 





Hand-painted imported English bowls. Each pattern in sets of four graded sizes—can be suld separately or in nests 


VEN those hardware merchants who are not 25 

yet operating regular china departments are find- 
ing a profitable year-round demand for English 
earthenware teapots and bowls. | 


We illustrate several new and popular patterns—our 
own direct importations, which are in the forefront 
of the year’s best sellers. Properly displayed, they 
will sell themselves. 


Let us tell you about FISHER-BRUCE service and what 
we are doing to make it easy for you to conduct a 
profitable china department without tying up a lot of 
space—or a lot of money. We do the warehousing 
for you. 


If your city is not already closed we can offer you the 
exclusive selling rights on some very fine new pat- 
terns in domestic and imported china dinnerware. 


FISHER, BRUCE @& CO. 


Importers and Wholesalers 


Sales Offices: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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A Noteworthy Addition to 
Gray & Dudley Furnaces 


The Washington Home Furnace, 
made by Gray & Dudley Co., Nashville, 
Tenn., incorporates all the best fea- 
tures of the other above the floor fur- 
naces made by this company and in- 
cludes as well a number of other fea- 
tures which should make it popular 
with householders everywhere. 

The Washington Home Furnace 
heats by heat circulation instead of 
heat radiation as the ordinary heating 
stove. Air is drawn from the floor, 
passes between inner construction of 





heater, and outer casing, and is forced 
out at the top, heated to the proper 
degree. The moisture pan in rear of 
circulator insures that air and room 
will be of proper humidity. 

The design and beautiful mahogany 
finish makes the Washington Home 
Furnace resemble a fine victrola so 
much that the manufacturers have 
adopted their slogan—‘‘No—tThis is 
not a victrola.” This is the first above 
the floor furnace with the real mahog- 
any grain finish in the enamel. The 
manufacturers worked a long time to 
get this mahogany grain finish and it 
is the exact duplicate of the mahogany 
grain finish in fine furniture. No 
name plate on outside of furnace. 

The manufacturers, it is said, are 
prepared to make fifty Washington 
Home Furnaces a day. These are made 
in the same plant where more than 
100,000 Washington stoves and ranges 
are manufactured each year. 


— ———— .._. 


Wilson Has Golf Ball Display 


Case 


The Thos. E. Wilson & Co., Chicago, 
has devised a display case to fill that 
want and which they are now offering 
to the dealers with an assortment of 
balls. The case is very compact, meas- 
uring only 10% in. high and 12% in. 
wide and 8% in. deep. 

The case is solidly constructed of 
gumwood with a mahogany finish. The 
actual display section is designed to 
hold six balls of different styles behind 
glass and accessible through the top 
section. A display sign of glass photo- 
plate in attractive colors is on the 
front of the case and a door in the 
back gives access to a supply section 
capable of holding six dozen balls. 
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The case serves the double purpose 
of display and stock container and 





should aid materially in increasing the 
sale of golf balls in hardware stores. 


Panco Soles and Heels, Du- 


rable and Comfortable 


Panco Products, including taps, 
strips, blocks and heels, made by the 
Panco Rubber Co., Chelsea, Mass., are 
said to be more durable than leather 





and more comfortable and serviceable 
than rulsver. , 

Soles made of Panco are said to be 
more comfortable and flexible than 
when made of leather, and have the 
added and important virtue of effec- 
tively keeping out damp and moisture. 
Panco is neither leather nor rubber, but 
has the good qualities of both. 

In addition to the Panco soles, made 
by the company, it also produces Pan- 
cord Heels which are claimed to be 
extremely durable and comfortable, be- 
cause of their resiliency. 


The Showcarder Makes Sales 


Only a small part of a store’s equip- 
ment in cost but a large part of its 
daily sales volume is represented by 
the Showcarder. 

Not everybody can make good look- 
ing signs. Not every store has a sign 
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specialist. Every store, however, needs 
up-to-date show cards, streamers, and 
price tickets to stimulate sales. 

Any hardware store has slow movers 
which are hard to turn into cash. Put 
them on a table with a well lettered 
sign and a special price in a conspicu- 
ous place where the eye will not fail to 
see the bargain and the slow movers 
will get going! 

Selling by word of mouth is not as 
easy as selling by signs but the signs 
must look good. Furthermore, they 
must be easy to make. Showcarder, 
Inc., St. Paul, Minn., claims that its 
outfit is the latest development in the 
field of show card service. The people 
back of this company are old merchan- 
disers and skilled in the production of 
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sales helps. The Showcarder is claimed 
to give the service claimed for it or 
your money back. There is no book of 
rules to learn, nothing to study or prac- 
tice, just a few simple directions in- 
side the cover and with a few strokes 
you have made your first sign. Every- 
thing comes right with the outfit ready 
for immediate work. 





These Bathroom Fixtures 
Will Appeal to Housewife 


Ringeco Bathroom Fixtures, made by 
the American Ring Co., Waterbury, 
Conn., are sturdy and handsome and 





well calculated to appeal to house- 
holders everywhere. 

The line consists of over 300 items 
and all fixtures are made of wrought 
or cast brass and finished in either 
extra heavy nickel plate or high qual- 
ity white enamel. Brass screws are 
finished to match and are always in- 
cluded where required. Being  con- 
structed of solid brass, they cannot 
rust under any conditions of service. 
The fixtures made by this company are 
guaranteed by the maker to give satis- 
factory service. 


Reading matter continued on page 186 Z 
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After Twenty-Five Years 


After twenty-five years of manufacturing a high grade qual- 
ity product, there is a truly wonderful satisfaction in being 
able to look back upon a good job—well done! Knowing that 
we possess and merit the confidence of several hundred thou- 
sand users of Peerless Fans, it is natural that we should enter 
the year of 1925 with supreme confidence in our ability to do 
an even better job, based upon the cumulative experience of 
these twenty-five consecutive years. 


If real quality, plus the most unusual cooperation ever 
offered, still means something to the distributing fabric of 
this country, there is no doubt about the ultimate result. It is 
highly probable that we have exactly the proposition you have 
been seeking, combined with a product you can sell. Details 
will be promptly submitted, without obligation, at your re- 


quest. 


THE PEERLESS ELECTRIC COMPANY 
WARREN, OHIO 
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CURRENT NEWS 





Nearly 900 Attend 
Metropolitan Dinner 


---——-— 


Hardware Men Moved by Elo- 
quence of Dr. Cadman—Full 
Report Next Week 


Nearly 900 hardware men attended 
the Metropolitan Hardware Dinner 
held Jan. 27, at the Hotel Commodore. 
Dr. S. Parkes Cadman was the speaker. 
George Gray, president, N. R. H. A. 
attended. R. J. Atkinson, president, 
Metropolitan Hardware Association, 
was toastmaster. H. A. Cornell was 
chairman of the banquet committee. 

A complete report and photo will ap- 
pear in next week’s issue of HARDWARE 
AGE. 


Annual Safety Meeting 
Held at Disston Plant 


Executives and employees of Henry 
Disston & Sons, Inc., Philadelphia, Pa., 
recently held an annual safety meet- 
ing to celebrate the results of the 1924 
safety campaign, which was unusually 
successful at the Disston plants. A. M. 
Blum presented interesting and con- 
vincing figures which showed a reduc- 
tion of 80 per cent in accidents in 1924. 
This reduction covers a period of 8 
years. 


Corning Glass Now Occupies 
New Office Building 


The Corning Glass Works, Corning, 
N. Y., is now occupying its newly com- 
pleted five-story office building, which 
provides a floor area of 46,000 sq. ft. 
Sales, purchasing, financial, executive, 
advertising, accounting, cost, statistics 
and credit departments will be housed 
in the new structure. The Pyrex Di- 
vision, under supervision of Manager 
Will T. Hedges, has adequate quarters. 

The new building measures 116 feet 
long, 84 feet wide, and has a court on 
the south side measuring 30 feet by 
42 feet. 

The fifth floor is entirely given over 
to special features. Here will be lo- 
cated a modernly equipped restaurant 
for the convenience of the office work- 
ers. The entire east wing and half of 
the north side will form an auditorium 
for social, educational and _ business 
meetings of the several employee or- 
ganizations and clubs. There is also 
planned for the fifth floor a show room 
for displaying the complete range of 
Corning Glass Works products, and a 
library and historical room that will 
house the thousands of reference books 
now scattered throughout many de- 
partments, as well as photographs, 
glass samples, tools and other exhibits 
illustrating the earlier days of the glass 
industry. 





Huston Wyeth Dies 


Huston Wyeth, president, Wyeth 
Hardware & Manutacturing Co., St. 
Joseph, Mo., died Jan. 25 at the age 
of 61 years. Death occurred at his 
winter home in Miami, Fla. 

He became president of the company 
upon the death of his father, who 
founded the business in 1859. Mr. 
Wyeth was a director of the Chicago 





Huston Wyeth 


Great Western Railway and active in 
a creamery concern. He was also very 
active in Red Cross work. 

A few years ago Mr. Wyeth enjoyed 
a very successful African hunting trip, 
taking motion pictures, which were 
afterwards shown in several theaters. 
Hunting, fishing and the collection of 
Indian relics were his chief hobbies. 





Leander Belcher Dead 


Leander Belcher, treasurer, of the 
Belcher & Loomis Hardware Co., Provi- 
dence, R. I., died Jan. 21 following an 
a. of pneumonia. He was 87 years 
old. 
Mr. Belcher had been active in the 
business for sixty-five years. His 
father founded the company. The 
deceased was a veteran of the Civil 
War and prominent in Masonic circles 
and in the work of the Central Baptist 
Church. 


-_ -——-- ——— 


Everit, Now District Man- 
ager Osborn Household 


Brush Div. 


A. M. Everit has been appointed dis- 
trict manager in the household brush 
division of the Osborn Mfg. Co., Cleve- 
land, Ohio. His territory will be in 
the Northwest. Mr. Everit has been 
associated with this division of the 
company’s activities since its inception. 
He traveled previously in the eastern 
territory. J. K. Norwood has been ap- 
pointed New England manager, and 
will make his headquarters at Boston. 








Forsberg Sales Policy Chang- 
ed—Territorial Represen- 
tatives Appointed 


The Forsberg Mtg. Co., Bridgeport, 
Conn., announces a change in sales 
policy, which became effective Jan. l, 
1925. In the future the sales of Fors- 
berg brand tools and builders’ hard- 
ware will be consolidated and handled 
direct from the factory through sales 
representatives in various territories. 

Territorial assignments are as fol- 
lows: Alden Glaze & Co., San Fran- 
cisco, Cal., will cover the Pacific Coast 
east to Denver; F. G. Wooster & Co., 
St. Louis, Mo., will handle territory 
north of the Ohio River, west of Ohio 
and north of the Arkansas River; R. 
R. Deidleman, Tiffin, Ohio, will cover 
the States of Wisconsin, Michigan, 
Ohio and Pennsylvania; John K. Wil- 
son & Co., Baltimore, Md., will cover 
the territory east of the Mississippi, 
south of the Ohio River, and east of 
the Atlantic Seaboard; Bell & Co., Dal-| 
las, Tex., will cover Texas, Oklahoma, 
Arkansas and Louisiana; Harmon &| 
Dixon Co., New York City, will cover | 
New York State and metropolitan New 
York on builders’ hardware products; 
John H. Graham & Co., New York City, 
will handle exclusively all export sales 
on the tool lines. 








Frederick E. Underhill, pres., 
Underhill, Clinch & Co., 84 
White St., New York, whose 
death was reported in HARD- 
WARE AGE, issue of January 


’ 


Boosters Will Bowl 


Those who aspire to membership on 
the Bowling Team of the Hardware 
Boosters (New York), will meet in a 
final elimination contest at the Park 
Row Alleys, New York City, Feb. 6. 
Past Chief C. K. Golden, is supervising 
the selection of a bowling team which 
will uphold the organization’s honor on 
contests with other hardware associ- 
ations in the Metropolitan area. 
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Gabriel Steel Ash Pit 
Door 







——_ 


StocK Gabriels for 
Quality and Economy 


Gabriel Rolled Steel Products are an attractive proposition to the 
dealer. Their quality is unequalled and the economic advantage 
of buying several products in one shipment cannot be overlooked. 
The handling and storing of Gabriel Products is simplified by the 
collapsible feature incorporated in the Coal Chutes, Bench Legs 
and Scaffold Brackets; so built for dealer economy. 


The Gabriel Coal Chute of rolled steel, electrically welded, is 
durable, attractive and convenient. Solid steel or wire-glass 





Gabriel Steel Ash Dump 
for the fireplace 





, ; Gabriel Collapsible 
glazed door opens automatically upon release of catch. Equipped Bench Leg 





for operating without descent to basement. Gabriel Ash Dumps, 
Ash Pit Doors, Collapsible Bench Legs and Scaffold Brackets are 
economic solutions of building needs. 
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Return the coupon for details and prices. 


Know “‘ GABRIELS ” by comparison. 


GABRIEL STEEL COMPANY 


BELLEVUE AVE. DETROIT, MICH. 


Gabriel Collapsible 
Scaffold Bracket 
Se eae See SS aS aS SaaS eS SSeS eS ee ee, 
GABRIEL STEEL COMPANY 
Bellevue Ave., Detroit, Mich. 
Send detailed information and prices on 
ROLLED STEEL Gabriel Rolled Steel Products. 
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CURRENT NEWS 





Orders Shipped Same Day 
They Are Received 


St. Louis Rubber Cement Co., Inc., 
3951 Laclede Avenue, St. Louis, Mo., 
reports it is now operating three large 
plants and is in a position to ship out 
orders the same day they are received. 
The business was established in 1850. 

Products manufactured are friction 
tape and cements for shoes, autos, bi- 
cycles, saddlery, vulcanizing and many 
other fields. 


T. J. Sisk Dies 


T. J. Sisk, sales representative, 
Richards-Wilcox Mfg. Co., Aurora, IIl., 
died recently. He was representing 
the company, in Virginia, the Caro- 
linas, and along the Atlantic Coast 
territory. Mr. Sisk traveled out of 
the company’s Philadelphia office. 








Perry Boston Representative 
for Oneida Community Ltd. 


H. C. Perry, formerly in charge of 
the game trap division of the Oneida 
Community, Ltd., Oneida, N. Y., is now 
in charge of the company’s New En- 
gland office at 1105 Blake Building, 


soston, Mass. 





Johnston Paint Gave Dinner to 
Their Dealers 
R. F. Johnston Paint Co., Cincinnati, 


Ohio, tendered a banquet to its dealers, 
Monday evening, Jan. 26, 1925. 





Harvey Avery Dead 


Harvey Avery, veteran employee of 
E. C. Atkins & Co., Indianapolis, Ind., 
died recently at the age of 86 years. 
He had been with the company for 32 
years. 


Roller Skate Catalog 


The Chicago Roller Skate Co., 4458 
West Lake Street, Chicago, have just 
issued a very interesting catalog which 
not only lists their entire line of skates 
and skating rink supplies but also de- 
votes several pages of information on 
roller skating and the conduct of roller 
skating rinks. 


Smith Now Cleveland Man- 
ager for Richards-Wilcox 


E. A. Smith has been made manager 
of the Cleveland, Ohio, branch of the 
Richards-Wilcox Mfg. Co., Aurora, 
Ill., and will be assisted by Raymond 
White. 

R. Clark Stevenson, Baltimore, Md., 
succeeds the late T. J. Sisk as East 
Coast representative for the same com- 
pany. Mr. Stevenson will cover Vir- 
ginia, eastern West Virginia and the 
Carolinas. 




















J. A. Morton Dead 


J. A. Morton, Hadley, Mich., hard- 
ware retailer, died recently at the age 
of 76 years. He had been in the busi- 
ness since 1870. Mr. Morton is sur- 
vived by his widow and five children. 


H. C. White Dead 


Hawley C. White, president, H. C. 
White Mfg. Co., North Bennington, 
Vt., manufacturers of Kiddie Kars, 
died Jan. 30 at the age of 77 years. 
Death occurred at Miami, Fla. 

Fifty years ago Mr. White estab- 
lished a modest factory for making 
glass lenses and telescopes. In the 
latter line his factory became one of 
the largest in the world, and its prod- 


ucts have been widely distributed 
throughout every civilized country. 
Kiddie Kars are also known uni- 
versally. 
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Doubleday Suffers Fire Loss 


William Doubleday & Sons, East Le- 
roy, Mich., hardware merchants, re- 
cently suffered fire loss to an extent 
estimated at $4,000. 





Underwood Joins Schrader’s 


—Kirkpatrick Is Promoted 


A. G. Underwood has been appointed 
accessories sales manager of A. 
Schrader’s Sons, Inc., Brooklyn, N. Y. 
He held a similar position with the 
B. F. Goodrich Co., Akron, Ohio. 

W. J. Kirkpatrick, formerly service 
manager of Schrader’s, has become 
manager of the company’s branch at 
Akron, Ohio. He succeeds F. F. Myers 
Mr. Kirkpatrick has been with the com- 
pany fourteen years. 


Brereton Store Sold 


to Fazio Bros. 


William Brereton, 424 Fifth Avenue, 
Brooklyn, N. Y., hardware merchant, 
has sold his business to George and 
Edward Fazio, former clerks in the 
business. The new owners will operate 
the store as Fazio Bros., taking posses- 
sion Feb. 1, 1925. 


Searles Will Direct Sales 
of India Tire & Rubber Co. 


Paul C. Searles. treasurer, India Tire 
& Rubber Co., Akron, Ohio, has re- 
cently been elected to the position of 
general sales manager. He will be 
assisted by Divisional Sales Managers 
Harry Corbett and Lynn Harvey. 





Phoenix Buys Horseshoe 
Plant of American Steel 


& Wire 


Official announcement has been made 
by the American Steel & Wire Co. that 
it has sold its horseshoe plant to the 
Phoenix Horse Shoe Co. of Chicago, 
which will continue to manufacture 
and offer for sale the established brand 
of Juniata horseshoes and toe calks. 

The only horseshoe and calk plant of 
the company is at its Shoenberger 
Works, Pittsburgh, and the sale of this 
portion of the works tends to confirm 
a report that the company will at any 
early date officially announce the 
abandonment of the entire plant. The 
story in Pittsburgh is that the Pennsyl- 
vania Railroad has purchased the prop- 
erty as one of the steps in the further- 
ance of its plans for expansion of ter- 
minal facilities in that city. 

With the exception of the horseshoe 
department, which has been kept in 
operation, the Shoenberger works has 
been idle since April, 1924. Its aban- 
donment and dismantlement will mean 
the passing of one of the oldest indus- 
trial plants in Pittsburgh and the old- 
est steel plant in the city. It was 
established more than 100 years ago. 


ee 


Merrill Succeeds Northrop 
at Smith-Winchester Co. 


H. M. Merrill succeeds J. T. Nor- 
throp, resigned, as advertising mana- 
ger of the Smith-Winchester Co., re- 
tailers and jobbers of hardware and 
sporting goods, Jackson, Mich. Mr. 
Merrill was formerly in the advertis- 
ing department of the Jackson Daily 
News. 

Mr. Northrop 
manager of the Hoover 
Kalamazoo, Mich. 


is now advertising 
Bond Co., 


ee ee 


Cuban Commission Merchant 
Desires Hardware Lines 


J. A. Vazquez, 31 Vercaderes Street, 
Havana, Cuba, commission merchant, 
has recently opened offices at Santiago 
and Camaguey. He now represents 
several American hardware factories 
and wishes to add to his lines. 


Avery New Jersey Represen- 
tative Republic Varnish Co. 


E. W. Avery has been appointed 
New Jersey representative of the trade 
sales division of the Republic Varnish 
Co., Newark, N. J. He will make his 
headquarters at the plant in Newark 
at 201 Thomas Street. 


Reading matter continued on page 190 
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Guaranteed Braided Cord 


Since 1869 














wy U. S. Pat. Of. 

Silver Lake “A” Sash Cord—The Original and the Standard for over 55 years. 
Made from the best quality of selected cotton yarn, Hard, Smooth, Uniform, care- 
fully inspected and guaranteed free from the imperfections that make common cords 
wear out so quickly. Every foot of the genuine is indelibly stamped with our name. 





Reg. U. S. Pat. Off. 


It is a sash cord you should sell to every home owner. Costs a little more per 
window than common cord but there is no repair, it being Guaranteed for 20 years. 
Order a dozen or two from your Jobber; mention the 20 year guarantee to your 
customers and watch your turnover. 





Silver Lake Wire Center Sash Cord and Tiller Rope— Eddystone—a quality sash cord made to sell at a popular 
Bronze, Galvanized, Steel Price. 

wears longer than chains, ribbons, or an all wire rope— Pelham sash cord—superior to the many common cords 

Non-stretching and Flexible on the market and better adapted for a clothes line than 

other sash cords. 


Guaranteed Full Lengths—Sold by Net Weight 


aS = ee 
Aine RR mate 


e 





Reg. U. S. Pat. Off. 


Silver Lake Clothes Line—a quality line at a popular price. Trade Mark by a loop 
with Silver Lake stamped on metal clasp. Widely advertised. Shows good profit 


to the dealer and complete satisfaction to the user. 





No. 3 Chalk Line No. 5 Awning Line No. 4 Mason Line 
We also manufacture the following 
Chalk Lines Othér Sash Cords Shade Cord 
Mason Lines Other Clothes Lines Awning Lines 
Garden Lines Railroad Bell and Signal Cords Braided Rope 
Trolley Cord 


And all kinds of specially braided cords 


Write for catalogue and samples. 


SILVER LAKE COMPANY 


Newtonville, Mass. . 
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General Market News 





Hardware Sales Heavier 
in Rural Districts 
Prices Generally Firm 


Retail hardware sales in the rural communities were very 
heavy during the month of January, and are said to have 
been greater.than sales for the same month in 1923. The 
same comparison drawn from city retail stores showed that 
January, 1924, ran about even with the first month of last 


year. 


From all sections reports indicate that wholesale busi- 
ness shows continued improvement, particularly in staple 


lines. 


In those sections affected by the recent severe snow 


storms retail trade has been somewhat restricted to what 
might be termed actual consumer requirements. 

The outlook for spring business in the hardware trade 
is very encouraging. The majority of jobbers report record- 
breaking volume on future orders already on the books. 

The tendency of prices is upward, and practically all 


lines show unusual firmness. 


Collections are improving. 





Outlook Very Promising in| 
Cleveland Market 


ness in January, Cleveland jobbers re- 
port a slight decline in orders, although 


they are still doing a good amount. 


of business and the outlook is promis- 
ing. Conditions in the agricultural dis- 
tricts indicate a very satisfactory year 
for the small-town merchant. Some 


lines of spring merchandise which have | 


been dragging are more active. Prices 
are firm on nearly all lines with fur- 
ther advances on turpentine and lin- 
seed oil. 
is expected. 


———_ 


January Sales Very Heavy 
Report Chicago Jobbers 


A check-up of both retail and jobbing 


| 


| down somewhat. 
_ port about business, however, is that 


it still shows an increasing tendency, 
_ | although in seasonal goods there is not 
Following the heavy volume of busi- | 





of steel. 


sales in Chicago for the month of Janu- | 
ary shows that they will run ahead 


of January sales of a year ago. 
Prices on screen doors and window 

screens have been advanced from 10 to 

15 per cent. The new discount on Still- 


son wrenches is 65-10 per cent instead | 
of 70 per cent; and on Trimo wrenches, | 
65-5 per cent instead of 65-10 per cent. | 


of the manufacturers 


hardware 


Several 
builders’ 


of | 


have withdrawn | 


present prices and will issue revised | 


prices, showing an advance. 





Good Spring Orders Placed 
by Pittsburgh Trade 


It is the experience of some of the | 


Pittsburgh hardware jobbers that fol- 
lowing a good run of orders after the 
road salesmen had resumed their trips 
after the holidays, business has quieted 





much question but that the holes dis- 
closed by the inventories have been 
pretty well plugged by recent pur- 
chases. Retailers are a little more dis- 
posed to send in orders for spring lines 
than they have been in some recent 
years at this time. An easier tendency 
is observed in prices of the products 
of the metals because of the recent 
decline in the base materials, but with 
mill prices moving up on various steel 


In- | products the indications are that higher 
An advance on nails and wire | 


prices are ahead on the manufactures 
Independent manufacturers 
quite generally have advanced plates, | 
bars and the common finishes of sheets 
$2 a ton in the past week, and manu- 
facturers of wire goods have been ac- 
tively covering their customers for the 
60-day period beginning Feb. 1, at pres- | 
ent prices. 


The more common re- | 


There is a report that a | 

















Pittsburgh district independent already | 


has announced an advance of $2 a ton 
and the common expectation is that 


| 


this will become general with an an- | 


nouncement by the Américan Steel & | 
Wire Co. to be dated Feb. 2. The ma- 


jority report of the hardware trade is | 


that collections are fair. 





Wholesale Business Increas- 


ing in N. Y. Hardware Market 


Jobbing sales are increasing steadily 


_in New York, whereas retail business 


has been affected by the continued 
severe weather. The trade has been 
selling coal scoops to be used as snow 
shovels, the latter item being impos- 
sible to obtain in New York. Now the 
coal scoops are getting scarce in this 
market. Several advances are noted 
and two reductions are reported. 


| 


| 


Screens and Doors Advance 
in Boston Market 


The general trend of hardware prices 
in the New England territory con- 
tinues upward. The exceptions are few 
and far between, and in a great many 
instances of minor importance, al- 
though some styles of carts and wagons 
are a little less expensive, and the same 
applies to tin wash boilers. Hay rope 
costs lc. a pound more, and picture 
cord, sharpening stones and galvanized 
pails, tubs and refrigerator pans have 
appreciated 5 per cent to 10 per cent. 
While some styles of carts and wagons 
are cheaper others are slightly higher, 
and jobbers have marked up some 
makes of bottles to comply with job- 
bers’ lists. Drop shot is 10c. a bag 
more expensive, sheet lead 1%c. a 
pound higher, and some styles of cop- 
per wash boilers and most styles of 
copper tea kettles cost a little more. 
Possibly the most noteworthy advance 
reported the past week was one of 10 
per cent in screens and doors. 


_—_-—-—- ~~ 


Conditions Very Encourag- 
ing in the Northwest 


Conditions in the Northwest still 
point to an excellent year for business 
in practically every line. Trade in the 
rural districts shows a gain for this 
month, but is running about even with 
last year’s record in the larger cities. 
Collections are again improving as the 
holiday phase of trade moves farther 
into the background. Some jobbers are 
reporting a very substantial increase 
in the amount of business from Mon- 
tana and western North Dakota. That 
part of the territory has had a remark- 
able come-back during the fall of last 
year, and shows signs of being the star 
territory for this spring in a business 
way. 





Federal Tax Collections 


Indicative of Prosperity 


Figures on Federal tax collections for 


the calendar years of 1923 and 1924, 





which have been announced by the 
Treasury Department, are indicative 
of prosperity and continued well being 
for the United States as a whole. 

Despite the reductions, which were 
put into effect in the new tax law, 
passed at the last session of Congress, 
1924 collections did not fall far under 
those of 1923 when the higher rates 
were operative. 

On the income tax which was paid in 
1924 Congress provided a rebate of 25 
per cent of the tax. Despite this cut, 
income tax collections for 1924 were 
only $35,000,00 below the 1923 figure. 
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Beats eggs No spatter Whips the 
and mixes af No waste! a 4@ creamfrom 
mayonnaise i my Cleaned in pA\ Vag top of milk 
quickly! “ \ a jifftyZ. } bottle! 


Non-Slip 1 ov ot Whips 
bowl Free Bi“ | ee cream in 
with each (Qa 4 re cE) €3 kK! thirty 

1 2 % About full of seconds 
fluffy cream 


indO seconds 











¥en 
a 


anil | OY 


wit, Rises. 
PERFORATED BLADE (ee Pfam 
Does It! am $00 | . 
That’s the secret of Dunlap spatterless x | \ 


speed! Flexible wafer-thin blade vi- 
brates as it revolves cutting the cream 
instead of beating it. 


More Sales—Less Sales Effort 


OU don’t have to give a long sales talk to sell Dunlap Whips. 

Put this card out on your counter where people can see it. It tells 
a short, snappy story—one that will start the dollars rolling toward 
your cash register. Comes FREE with a dozen whips. 


PROOF!— Read this Special Offer 


Thousands of dealers know that the Dunlap is a real the whip if your wife approves of it and you decide 
seller—a “leader.” If you’re not sure, send the cou- to order a dozen or more. Return it at our expense 
pon for a FREE Dunlap to try in your home. Keep if your wife isn’t delighted with it.- 
: COLUMBIA METAL PRODUCTS CO. 

Don't forget! The Dunlap re- 361 E. Ohio Street Chicago, III. 
tails for $1.00, bowl included. 

r A cenill 
Your profit, Mr. Dealer, is 50% =, ee ee ee a= 
on cost. Good profit—quick _ To order Dozen, Use this | 






side. Put X in Square 


tal Products Co., j 


Free Trial Request. Use 
Cohen? Ohio St., Chicago- 


—_ " ? - rr} 
turnover—why wait? The har eretae put X in Square 0 


vest time for Dunlaps is right Columbia Metal — i aor ge " 
! S d h f 361 E. Ohio oul + Gend me Gentlemen: — Whips, bill- 

now : end the coupon for one Gentlemen: I'll try it! at aan ~.. dozen Dunlap 

hip FREE! bag twee 4 
or a dozen today. a Dunlap Wee it to order more, = 9B UW 

vn abet it within 10 days St =. avcsveere’ jobber | | 

to z 

your expense. aoe det.) Cy this s! 

ran teow exter don.) (Gre Neen | 

oe alee lee kT one err , J 
Se EBB eee eeeeee mE Address ..-3000777 aw Se Ee 2 
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Jobbers’ Sales Improving, 
Several Advances Reported 


in New York Market 


Severe weather with abundant snow has made local 
transportation very difficult for New York hardware job- 


bers. 


There has been some delay on freight shipments, 


with the result that there are practically no snow shovels 


available in this section. 


Dealers have been selling coal 


scoops for this purpose, and the supply on this item is 


also running low. 


Jobbers’ sales appear to be improving very steadily 
and in a satisfactory manner, whereas retail sales have 


been affected by the adverse weather conditions. 


Stove 


goods, plumber sundries, electric oil and gas heaters and 
electric light bulbs have been unusually active in this 


market. 


Several advances are noted this week, and two reduc- 
tions have also been announced. Prices generally show 
firmness, and there are many rumors current which would 
suggest that further advances in manufactured hardware 
are considered as unavoidable. 

Were it not for the road conditions which hamper local 
delivery, retail stocks would be adjusted in most sections. 
In spite of the difficulties in transportation, most dealers 
have their stocks at a point nearly normal. 





Wire Nails Will Advance 
Say Metropolitan Jobbers 


It is generally believed that wire 
nails will advance 10 to 15 cents per 
keg and metropolitan jobbers believe 
that such an advance is possible within 
the next ten days. Prices are very 
strong and stocks fair. A consistent 
demand is reported in all quarters. 


Jobbers’ quotations to retailers 
f.o.b. New York: 

Nails.—Wire nails, $3.60 base per 

eg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small lots, 
70 and 5 per cent off list, in 1-lb. 
papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ilb.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, 
10%, plain, $6.50 per case. 
nized, $10.25 per keg. 


eX 
Galva- 





Rivets and Burrs Advance 


There have been slight advances on 
copper rivets and burrs and on iron 
rivets. New prices are given in this 
schedule. 
tinues on bolts and nuts with prices 
generally very firm. 
screws is unchanged. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


SCREWS 

Wood screws, iron bright, flat head, 
72%, 25 and 5 per cent. 

Same, iron blued, round head, 70, 
25 and 5 per cent. 

Same, brass, flat head, 70, 25 and 
5 per cent. 

Same, brass, round and oval head, 


67%, 25 and 5 per cent. 
Hot galvanized, flat head, 
and 5 per cent. 


-~_— “- 
oe | I. . -~*? 





A strong fill-in demand con- | 


The market on) 


Nickel plated, flat head, 60, 25 and 
5 per cent. 7 
Full packages are extra 5 per cent. 


BOLTS AND NUTS 
Bolts.—_Common carriage bolts, 
small sizes, 35-10 per cent; large 


sizes, 35 per cent. 
Machine bolts, all sizes, 40 and 10 
per cent. 
Lag screws, 45 to 50 per cent. 
Stove bolts, 75 to 75 and 10 
cent; both flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 3344 per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. ‘ 
Spring cotters, 30 per cent. 


per 


~ 


Copper rivets and burrs, 25 per 
cent. 

Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 


60 per cent 


Cap screws, 80-10 per cent. 


—_— 





Henry Pruning Shears 


Announced in N. Y. 


New York jobbers have announced 


i 








prices on pruning shears made by the | 


J. T. Henry Mfg. Co. 


follows: 
Jobbers prices to retailers f.o.b. 
New York: 
J. TT. Henry Manufacturing Co. 


Pruning Shears. 
No. 0 spiral spring 9-in. $4.50 per doz. 


No. 1 Henry’s genuine 

flat brass springs.... 8.25 per doz. 
No. 4665, 9-in. California 

ere ea 8.00 per doz. 
No. 4666, 9-in. polished. 12.00 per doz. 
No. 4671, 9-in. ratchet 

BS .. aoeennsauceescensd 9.10 per doz. 
No. 4770, 6-in. ladies’... 12.00 per doz. 
No. 4771, heavy wide 

SE: skskeweveewab bes 14.50 per doz. 


These are as | 


February 5, 1925 


New Prices Reported 
by N. Y. Jobbers 


New York jobbers report the follow- 
ing price information for the metro- 
politan market: 


New prices on screens and screen 
doors show an advance of from 5 to 
7% per cent. 

Sargent & Co., have notified jobbers 
that there will be an advance on locks, 
lock sets and builders’ hardware. 

Copper rivets have advanced 15 per 
cent, 

Railroad picks have advanced 10 
per cent. Crow bars have advanced 10 
per cent. 

Mop handles are expected to advance 
shortly. 

Builders’ hardware generally may 
advance before long. 

Jobbers report a reduction on Rem- 
ington ammunition to the extent of 5 
per cent on rim fire cartridges, and 
7% per cent on shells. 


Higher Prices Announced by 
National Lead Co. 


The National Lead Co. announces a 
price list effective Feb. 2, 1925, on 
Dutch Boy liquid lead, flat paint, first 
coater and wall primer. The new list 
supersedes the previous list announced 
March 1, 1924. It is said that these 
advances have been brought about by 
the steady rise in pig lead, the raw 
material from which these products 
are made. Dutch Boy liquid lead has 
been advanced 40 cents per gal., and 
Dutch Boy flat paint has been advanced 
55 cents per gal. 


| Fall Sled Prices Lower 


Report N. Y. Jobbers 


New York jobbers report that sled 
prices for the fall of 1925 show a re- 
duction of 25 cents on the list price of 
Flexible Flyer, Nos. 1, 2 and 3, and 
on the Junior Racer and Racer. Flex- 
ible Flyer No. 4 and No. 5 have been 
reduced 50 cents on list price. Fire 
Fly reductions against list price on the 
various numbers are as follows: No. 9, 
50 cents lower; No. 10, 60 cents lower; 
No. 11, 75 cents lower, and No. 12, 85 
cents lower. We quote new list prices. 


Jobbers’ quotations to retailers 
f.o.b. New York: 
Sleds, list prices. 


Flexible Flyers 


Ta . cdkcsenesteence bdbneeusenes $3.75 
hs  e¢eckisekevd waded sdinéeeevhe 4.75 
nk? PUD. Wale i/ek Wie iiu eo émbiedteanke® onae 6.00 
. SS a ee nen 6.50 
No. 4 with 1 pair foot rests.... 7.25 
OO" ae rey ee 8.75 
No. 5 with 2 pairs foot rests... 10.25 
ee NE wa podk Ckes Caes¥eba 5.25 
DEE” cecens coudewtae owes Os 4 oe 6.50 
Fire Fly Coasters 
is. i created ed kines eebwu eek ob et $2.00 
ee TE .G6econks Wks weetaase ess 2.40 
ES. 05 ed i Bis ot 0 or a ee ak iow edt So 3.00 
SR, A ye acd a re a lara tebe 2 sie out Sais 3.40 
ee ee 3.50 


These list prices are subject to a 
discount of 33/4 per cent on Flexible 
Flyers and 40 and 5 per cent on Fire 
Fly Coasters. 
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SNAPPY MFG Culinc Ff 
HARVARD, 
PaTEe to 


Unlike All Others! 


RAT and MOUSE TRAPS 


SANITARY, SAFE, SURE 

















MADE FROM THE FINEST GRADE GALVANIZED STEEL 


AND OIL TEMPERED WIRE 


5 Reasons Why Snappy Traps Are Better Traps: 





Easily Set—A mere pressure of 
the foot sets it ready for 
action. 


Safe—Catch rats and mice and 
not fingers. 


Sensitive—A card dropped on 
the trigger will cause it to 
react instantaneously. 


Sanitary—tEasily sterilized by 
dipping in hot water, thereby 
doing away with the scent of 
the rodent. Another very 














important sanitary feature is 
that it is unnecessary to 
touch the animal after it has 
been caught, as a slight pres- 
sure on the foot plate will 
release it. 


Sure—Made in such a way 
they have the same point of 
contact on every side of the 
jaw. <A small ridge at the 
front of the trap also obvi- 
ates any chance of the ro- 
dent working its way out. 


SNAPPY TRAPS CATCH RATS AND MICE, NOT FINGERS 


BUFFALO BILL RAT and 
MOUSE TRAPS 


Shoot from any angle. No matter whether animal presses down 
on trigger, pulls up or to either side, the fast working oil tempered 
spring and jaw gets him. 


As one leading hardware jobber says: ‘“‘The only 
improvement made in Wood Base Rat and Mouse 
Traps in a century.”’ 


Easier to set and surer to catch than any of the old style wood base 
traps. 


If your dealer or jobber cannot supply you write 
direct to the manufacturers 


Write for Quantity Prices 


Snappy Manufacturing Co. 


800 Railroad Street HARVARD, ILL. 
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Sales Continue Active in Cleveland Market 


market shows less snap than two or three weeks 
Sales were heavy during the greater part 
of January and retailers as a rule bought liberally so 
that a somewhkat less active market at present is not 
merchandise continues to move 
fairly well and some lines, particularly steel goods, which 


> ago. 


surprising. Seasonal 


have been rather slow, have improved. 


The market is very firm but few price changes are 
reported. Radiator prices have again been revised with 
The upward tendency of the steel 


a slight reduction. 


ALCOHOL.—Cold weather has stimu- 
lated sales so that the demand has con- 
tinued good. No change in price is 
expected during the remainder of the 
season. 

Cleveland jobbers quote 188 proof 
denatured alcohol in 50 gal. drums at 
63c. per gal. 

AXES.—The demand is rather light. 
Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 

BATTERIES.—The demand for radio 
batteries continues very active. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small lots 
No. 6 ignition type dry cell bat- 
teries, 29c. each. 
BOLTS AND NUTS.—tThese are in fair 
demand and prices are now being well 
maintained, as dealers, when they again 
come into the market, will have to pay 
higher prices than those at which they 
purchased their present stocks. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
roHed threads, 60 and 10 per cent off 
list; carriage bolts, large and small, 
cut threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list: hot 
pressed nuts, $4 off list; small rivets, 
65 and 5 per cent off list. 


FIELD FENCE.—Some business is 
being booked for spring shipment, but 
the demand is not lively. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 

4 ft. ten wires, 12-in stays, No. 9 
wire fence at $55. 20 per 100 rods; 
39-in. nine wires, $48.65 per 100 rods. 

NAILS AND WIRE.—tThere are per- 
sistent.reports in the steel trade that 
a price advance of $2 a ton will be 
made shortly on all wire products. 
While confirmation is lacking, it is gen- 
erally expected that the advance will 
be made. As retailers can secure quick 
deliveries, they are not stocking up 
heavily. 

Jobbers quote as follows: 

Nails, less than car lots, stock 
shipment, $3.25 per keg; No. 9 gal- 
vanized wire, $3.60 per 100 Ib.: No. 9 
annealed wire, $3.15 per 100 Ib.;: ce- 


ment coated nails, $2.50 per 100 Ib.; 
Polished fence staples, $4.05 per 100 





Weather Hampers Retail Sales 


(Cleveland office of HARDWARE AGE) 


\ \ 7 HILE business continues good with jobbers the 


market with a $2 a ton advance on various rolled products 
by a number of mills is being watched with interest by 
the trade as higher steel prices are likely to be reflected 
in some lines of hardware. 
unchanged, an advance of $2 a ton is expected shortly on 
all wire products. 

are looking better. 
turers have increased production the past week or two, 


While nails and wire are 


Conditions in the automotive industry 
Most of the Detroit car manufac- 


and a further increase is expected in February. 


are good. 


lb.; Miscellaneous nails and wire 
brads, 70 and 10 per cent off list. 
Barbed wire, 100 lb. spools, galva- 


nized, $3.95; 80-rod spools, Lyman 4 
point cattle wire, $3.45; same, hog 
wire, $3.70 American special, hog 


wire, $2.60. 


PAINTS AND OILS.—Turpentine has 
advanced sharply and linseed oil con- 
tinues to move upward. A fair volume 
of business is being booked in mixed 
paints and in specialties for early spring 
delivery. 


Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
ae white, $3.30 per gal, in 1 gal. 
can 

Pasnentinn in — .» $1.08; less than 
bbls., $1.23 per gal. 

Linseed oil in bbls., $1.27; less than 
bbl., $1.42. Boiled, 2c. extra r gal. 
White lead, in 100-Ib. kegs, 16%c. per 
Ib.; in 50 and 25-lb. kegs, 17c. per 
Ib.; in 12%-lb. kegs, 17%c. per Ib.; 
in 500-lb. lots, 10 per cent discount; 
other prices are net. 


PLUMBERS’ BRASS GOODS.—Sales 
are fairly heavy for early spring ship- 
ments. The volume of business indi- 
cates the expectation of a very good 
year in the building field. 


RADIATORS.—The National Radiator 
Co. has issued a new price list, effective 
Jan. 22, which shows a reduction on 
radiators of approximately 2% per 
cent from the higher prices that were 
placed in effect Dec. 6. No changes are 
made in boilers. Similar price revisions 
are expected to be made by other manu- 
facturers. 


RADIO EQUIPMENT.—The demand 
for radio sets continues surprisingly 
good. Prices are unchanged on all radio 
equipment, but there are still rumors of 
a reduction on tubes. 


RUBBER COVERED WIRE.—A price 
advance of about 5 per cent has been 
made on rubber covered wire. 
Cleveland jobbers quote: 
No. 14 gage rubber covered wire 
at $7.50 per 1000 ft. 
SCREEN DOOR GUARDS.—The Don- 
ley Mfg. Co., Cleveland, has issued 
prices for screen door guards for spring 
shipment. These are now quoted at $6 
per dozen. 


SHOVELS.—While the demand is not 
heavy, sales are fair. Prices are firm. 





Business with local retailers is rather slow, but this 
is usually the dull season in the retail trade. 


Collections 


Cleveland: jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 


STOVE PIPE AND ELBOWS.—Jobbers 

have received new prices for fall deliv- 

ery, but have not yet revised their 

present schedules. It is stated that 

some of the items will be slightly higher 

and others slightly lower than last year. 
Jobbers quote f.o.b. factory: 


Stove pipe in crates of R ae 
Security eee on gage, ; 
4 in., $3.16; » $3.30; 6 a $3.60: 
7 in., 4.20 

Elbows, Security blued, corrugated, 


28 gage, = in, $1.02; 4 in., $1.14; 5 in., 
$1.26; , 38; 7 in., $1.88, all per 
doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models.. Same size 
closed with funnels, $6.50. per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz; 28 in. 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in, $1 per doz.; 24 x 
36 in., $16.50 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shapes, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in, $7.90 per 
doz.; 20 x 30 in., $8.30 per doz.; 24 
x 36 in., $10 per doz.; 26 x 30 in., 
$10.50 per doz.; 28 x 30 in., $10.75 
per doz. 


HANDLES. — Tool handles are still 
moving in fair volume for early spring 
shipment. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 


Hatchet and Hammer Handles.— 


No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 
Hay Fork Handles. — Strai 


chucked and bored, XX, 4% ft., 
per doz.; 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per “ 5 ft., $5.10 per 


doz.; X, bent, 4% ft., 30. 90 per doz.; 
5 ft., $3.20 per doz 

Manure Fork Handies.—Bent XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 


doz.; X, bent, 4 ft., 
4% ft., $2.90 per doz. 

Garden Hoe Sa gE a 41% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 
doz. 

Garden Rake Handles.—XX, 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles.—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.; D handle, 95.60 per 
doz. 

Spade Handies.—X grade, $5.40 per 
doz. 


$2.80 per doz.; 


Reading matter continued on page 196 
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Wall Soap Holders with 
ray 

No. 03672, White Finish. 

No. 3672, Nickel Finish. 

Furnished with brass 

screws to match fixture. 





Tumbler and Soap Hotders 
Without Tray 


No. 03767, White Finish. 
No. 3767, Nickel Finish. 


Furnished with brass 
screws to match fixture. 


Glass Shelves Fur- 
nished with crystal 
or opal shelf. 


Brackets Solid Brass 
—Finished in White 
or Nickel. 


New York, 2 Hudson St. 








INGCOBATH ROOM FIXTURES 


A Quality That Is Judged By Appearance 
An Endurance Measured By Years 








AMERICAN RING COMPANY, Waterbury, Conn. 


San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. 





High grade merchandise in one respect is alike to character. It 
is only necessary to scratch the surface to find the quality that 
creates a lasting impression. 
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“From all outward appearances—” is an expression that often 
leaves an opening for doubt. Questionable quality is a thing, 
unknown in the manufacture of “Ringco” Bath Room Fixtures. 


The American Ring Company has specialized in making fixtures 
for Thirty years—and making them to endure. The selection of 
a foundation that would be free from the ravages of rust and 
corrosion lead experts to adopt the metal that has been recog- 
nized as everlasting—SOLID BRASS. 


This metal forms a base upon which is built a quality line—that 
assures permanent service and satisfaction. 


FINISHED IN EITHER 
EXTRA HEAVY NICKEL PLATE 
OR 
HIGHEST QUALITY WHITE ENAMEL 


Attractive and artistic designs—over 300 distinctive items— 
offering unlimited choice of appointments for the home of the 
modern housewife. 


Our complete stocks of both finishes assure immediate shipment. 
Let us send you a catalog and suggest a few fast-selling fixtures 
that will appeal to your trade. 


“Ringco” Fixtures will build up a substantial repeat business. 


Shelves are 5 inches 
wide x 5/16 inch 
thick. Lengths 18- 
24 and 30 inches. 
Finished with brass 
screws to match fix- 
tures. 


Write Your Jobber for Prices and Details 
Our Nearest Office Will Have a Catalog for You 


BRANCH OFFICES: 
Chicago, No. 29 E. Madison St. 
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HE absolutely new mechani- 

cal advantages of the New 
Improved Gillette make a per- 
fect shave the most natural thing 
in the world, and the sum spent 
for this new razor the best invest- 
ment any of your customers can 
make. 


Selling one of these new razors is 
merely a matter of explaining the 
Three Reasons’ '—and these rea- 
sons are fully described in our new 
booklet which will help you in- 
crease your Sales. 

May we send you a copy? 


GILLETTE SAFETY RAZOR CO. 
Boston U.S.A. 





The New Improved 
Gillette Bostonian, illus- 


trated above, is one of the new 
€ ECW ) m YOUV models which in gold plate at 
$6.00, and in silver plate at $5.00 


gives both an excellent value to 
your customers, and a_ liberal 


Gillette” 


SAFETY RAZOR 


























No. 20 Stainless Steel Paring Knife No. 36C Stainless Steel Paring Knife 


It is service that Sells 


Cutlery. To be high-grade, it must have more than good materials in them. They must be properly 
made of the cutlery steel best suited to the particular use, and finished in shapes that cut most readily. 
Because they possess these qualities to the highest degree is the reason why 


Foster Bros. Quality Brand Cutlery 


have gained and hold the favor of users the country over. In back of Foster Bros. Cutlery is the 
wealth of experience that only fifty-odd years of persistent, constructive development can give. This 
is the guarantee of satisfactory service that backs you up when you sell Foster Bros. Cutlery. 


If your jobber can’t give you full information, write us and we shall be glad to. 


THE BRAND IS FOSTER BROS. 


JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street New York City, N. Y. 





No. 803 C Kitchen Knife : No. 512 C Carver 
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NSTEAD of the usual change 
| counter John Wardrop of Mt. 
Carmel uses his pocket knife, 
shears, scissors and razor case for 
this purpose. 











Wrerwvatione of a Cilley Siletmin 


Some Cutlery Merchandising Chntnate 


By JOHN CASSIN—A Man Who Knows 


LONG “Main Street” I noticed in Pittsburgh 

A two stores on the same thoroughfare con- 

ducting the same kind and character of busi- 

ness, or at least the signs over their doors indicate 

they handle the same kind of merchandise. But 
what a difference in their cutlery business! 

The store we will designate as Store No. 1 had 
near the entrance two twelve-foot show cases filled 
with a well-arranged display of cutlery—good qual- 
ity, medium and the higher priced patterns—yet 
conveniently within easy reach, and plenty of the 
lower priced goods. This store sells a lot of cut- 
lery; the average inventory is more than $10,000. 
This is seemingly too much, yet it is hard to criti- 
cise success and in this instance I would refrain 
from remarking about the size of the stock, only 
the manager volunteered the information that he 
had permitted his stock to grow too large. He be- 
lieved he would increase his already large cutlery 
business if his stock was somewhat simplified. I be- 
lieve simplification will sell more. I find the stores 
that offer cutlery and other merchandise for specific 
purposes are the stores that sell the most. 

I entered Store No. 2, located on the same street 
two blocks away. There was not a sign of cutlery 
in the front of the store or, for that matter, any- 
where. At last, in a showcase near the rear of the 
store I found 36 poorly assorted patterns of pocket 
knives, some odds and ends of shears and scissors 
and other items, all as poorly assorted. After find- 
ing the man who had charge of cutlery, I inquired: 
“How’s the cutlery business?” He replied: ‘“Rot- 
ten!” To which I countered: “Why hide it?” He 


answered, “‘No one asks for cutlery—we’ve sold but 
two pocket knives during the past week or so.” 

After listening to his reasons for disliking cut- 
lery (he believed it “stuff” they ought to close out), 
I tried to explain how cutlery can be used to attract 
trade and suggested that he had not used it 
properly, or given it a fair chance. He talked so 
strongly against cutlery that I felt compelled to 
inquire: “Why does ‘B’ sell so much?” The reply 
was emphatic—but not enlightening—so I faded 
away. I had met one of the accidents who through 
the good fortune of having a fine location will prob- 
ably always do enough business to hold on, but will 
never be a merchant—at least until he changes his 
viewpoint. Just think of it, he could not sell the 
kind of goods a merchant two blocks away was sell- 
ing thousands of dollars worth of. 

Across the river in Allegheny was a stght to bring 
joy to the heart of the cutlery man—the main win- 
dow of a hardware store with as good a shear and 
scissor display as I have ever seen. The centerpiece, 
and illustrated poster, had this inscription: 


“Shears and Scissors 
To Last a Life-time” 


Arranged around this centerpiece were small dis- 
play easels, each holding “Specific Purpose” Shears 
or Scissors. 

I was informed that the display was a success, 
that sold shears and scissors and had brought 
women into the store. 

In Mt. Carmel, in the store of John Wardrop, I 
saw an effective sales-producing cutlery display case. 
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It was unusual, instead of the wrapping or change 
counter found in many stores, the pocket knife, 
shear, scissor and razor case served as the change 
counter. It was made counter height, placed be- 
tween two show cases. It was the natural place to 
receive change and packages. While awaiting 
change and merchandise, customers were confronted 
with a display of interesting merchandise. 

In Parker & Battersby’s wonderful cutlery store 
on 42nd Street, New York City, I saw a fine display 
of fountain pens and refillable pencils. These goods 
are pocket pieces, so are kindred to pocket knives 
and sell well when displayed with cutlery. P. & B. 
tell me their sale of these geods amounts to $20,000 
per year. 

Among the good merchandising helps that are 
being effectively used to increase cutlery sales are 
the blade razor counter display cases on which, 
under each style of razor, is indicated the kind of 
face and beard each style and number is best suited 
for. A large poster illustrated “Specific Purpose” 
pocket knives. There is also an electrically operated 
knife display case, around which is grouped well 
made and finished metal easels, each made to dis- 
play a knife for a purpose. 

Other features are the combination safety razor 
and shaving brush sale; the gold-plated safety razor, 
packed in a new cigarette case; the show case cards, 
black background and white letters, that permit the 
display of pocket knives under “Specific Purpose” 
headings. These cards attract attention and create 
Sales, as well as assist the dealer to properly arrange 
and group his merchandise. 

The foregoing are a few of the many merchan- 
dising helps appearing on “Main Street.” These 
merchandising helps and the educational work car- 
ried on by the leading manufacturers is heading 
cutlery toward its place in the spot light. Many of 
the good sales helps noticed along “Main Street” 
originate with the retail merchants interested in 
cutlery. One of the home made helps I saw was 
a hard wood counter tray in which were displayed 
eleven kinds or patterns of kitchen paring knives. 
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The display tray was partitioned to show two pat- 
terns for 15c each, two for 25c each, two for 35c 
each, two for 50c each, one for 65c and two for 75c 
each. In each group was an assortment of blade 
points or patterns so that every one could obtain 
the pattern to suit his ideas or tastes. All of these 
knives, other than the lowest priced, were made of 
Stainless Steel. 

The merchant who created the display tray told 
me that he formerly showed kitchen knives, mounted 
on counter display cards, such as many manufac- 
turers supply. After a few knives were sold from 
the card it presented so unattractive an appearance 
as to lead him to believe that these mutilated cards 
detracted from rather than encouraged sales. So 
be built a display tray in which he maintained a 
stock of twelve dozen kitchen paring knives, two 
dozen of each price assortment. The ease with which 
knives can be seen, handled and selected by the 
customers, most of whom are women, often results 
in one customer buying two or more knives whereas 
formerly it was a rare instance when a customer 
purchased more than one knife at a time. As ten 
of the twelve dozen knives are stainless there is no 
depreciation or loss due to exposure. 

In the store of another merchant who knows the 
value of ““‘Women’s Trade” I saw an unusual group- 
ing of household knives of -patterns handled by 
.nearly every hardware store but of which many 
stores sell but few. They were grouped under the 
heading: 


“Luncheon, Cake & Picnic Knives” 


There was grouped in the center of the case con- 
taining household cutlery, an assortment of cake 
and household, or kitchen carving knives, all with 
blades of from 6 to 71% in., including two patterns 
with serrated edges. Most of these knives had slim 
blades, patterned between a butcher and plain edge 
bread knife. They were attractive. Few women 
have these patterns so when well displayed they sell 
easily. 











A “Main Street” Cutlery 
Display 


UTLERY is a line that lends itself ad- 
mirably to display, as is proved by the 
illustration shown herewith. Cutlery 

displays of this type are used by the 

Schroeter Bros. Hardware Co., St. Louis, 

Mo., and in the merchandising of this line 

“Main Street” methods are used. 

It will be noted that in connection with its 
display of cutlery the company has featured 
small items and novelties, a combination 
which invariably proves successful. 
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NS Greater 
“Service 
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De destal No. 3§ 


~~ “Knives 

Finest and largest line. Original designs by expert 
hunters and outdoors men. Many exclusive pat- 
terns. Beautiful workmanship. 


ocket ‘Knives 


Two hundred styles. Largest line of genuine 
buckhorn handles. America’s distinctive quality 
line. Many outstanding features. 


AZOr. og Te coming razor for the hardware 


rade. Ka-Bar razors {under our 
barber supply brands) Pron the largest sellers to the barbers 
of this country. Holder of world’s record for number of 
shaves withour honing. Thé final answer for the man who 
is tired of fussing with see sae razor blades. ~* 
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Write for 
Union Cutlery Co.,Inc., Olean, N.Y. . @ 








Hyco Brand Cutlery 


—backed by 50 years’ manufacturing 
ex perience 


Hyco Brand Kitchen Cutlery—a complete line that 
covers practically every kitchen need—is the direct 
result of years spent in studying household require- 
ments by cutlery experts. The same high degree of 
quality and workmanship that since 1875 has made 
Hyde Cutlery the accepted standard by the leather 
and rubber industries, is maintained in the manufac- 
ture of this line. 

Send for information about our inter- 
esting and attractive proposition. 


HYDE MANUFACTURING COMPANY 
SOUTHBRIDGE, MASS., U. S. A. 











‘HAMMER 


BRAND” 
POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work 
ing ney eo Quality on oe 
ioned plan Quali In 
“Hammer Brand i ome get 
the essential that makes . 
knives possible—S KIL L 
WORKMANSHIP. 
Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
~ Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S. A. 











Are YOU Earning Your 100% 


on Razors? 


“NO MORE GUESS WORK IN RAZOR BVYING. 


RAZORS 


make Good or W 


Must 


The SALESMAN THAT GETS RESULTS 


for You on Straight Blade Razors 


The demand for this type of shaving instrument 
's daily increasing, due to the general dissatisfac- 
ion with the so-called Safety Razor. 

This Assortment Consists of 12 Genco 
Razors. Absolutely Guaranteed. Price to You, 
Mr. Dealer, $12. 

No charge for Cabinet. 

Sold Through Jobbers Only. 


GENEVA CUTLERY CORPORATION 


GENEVA, N. Y. 
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Keep Cutlery Business in the 





Hardware Store 





By Frank Mappes 


, store in years ago, I dropped into a hardware 
store in Los Angeles and asked for a certain 
popular make of pocket knife. The clerk, in- 

stead of trying to sell me one of the two or three 

makes they carried, directed me to another store 

(one of a large chain of stores, by the way), three 

blocks up the street. He went to considerable 

trouble to explain that his firm did not cater much 
to the cutlery business because they were too busy 
selling other things. It would have taken consider- 
ably less time to sell a pocket knife than it did to 
present an alibi for their poor selection and miser- 
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only very small inroads in their effort to come back 
because that part of the public who had to be 
weaned away from them are now accepting our 
superior domestic makes, which at first they were 
skeptical in believing could be equal or any way 
near in quality. 

The hardware store, through its contact with 
jobber and manufacturer, was able (or could have 
been, at least) to keep its stock up to a certain de- 
gree of completeness during the period when Ameri- 
can manufactured products were alone obtainable. 
It is surely obvious that dealers by concentrating on 
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Note in the center of the case holding this splendid assortment of cutlery, the special stand for holding 
mirrors, strops, and similar items 


able display. This is not an isolated case by any 
means, but rather an illustration that indicates the 
apathy prevailing in many hardware stores regard- 
ing a line of merchandise so definitely a major mem- 
ber of the hardware family. 

There never was a time so opportune as the pres- 
ent, for the hardware man to regain leadership in 
the sale of cutlery if he does not now enjoy it. 
Foreign makes which largely dominated popular 
demand previous to the Great War have as yet made 


domestic products will demonstrate that American 
manufacturers will need to make no efforts to mar- 
ket their goods through other sources. Of course, 
if the hardware store by lax methods and inadequate 
displays, does not do its share to distribute the 
output°’of the factories, it cannot expect to get the 
business and the profits which go with the business. 

The above contentions are mainly found true of 
pocket knives, shears and scissors. Kitchen and 
table cutlery is in no danger of foreign competi- 
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THE PRESTIGE OF QUALITY 
(MILLER TE {RAND 
POCKET KNIVES 


are 


“AMERICAN and BEST” 








The Miller Bros. Cutlery Co. 
Meriden, Conn. 











Every customer for a knife is a cus- 
tomer for the 






your cutlery! 


ACE HARDWARE 
MFG. CORP. 





THE KNIFE SHARPENER 
WITH A HANDLE 





Where you want it! When you want it! A quality article 
for quality buyers. Beautifully nickeled. Tool steel discs. 
Attractively boxed. Sells on sight. 


Send for our proposition—it will interest you. 
Retails at $1.00 in the East—$1.25 in the West 


The'Phillips-Laffitte Co., Penna. Bldg., Philadelphia 


























NO. 981 PUTTY KNIFE 


BRASS BOLSTER AND BRASS LOCK RIVETS 


SEND FOR CATALOGS 


LAMSON & GOODNOW MFG. CO. 


Factory: Shelburne Falls, Mass. 
New York Office: 36 Warren Street 








“Something 
to crow about” 




















Every Woman Needs Oval 
Spring Magnetic Shears 


They pick up needles for women and pick 
up profits for dealers. Their keen edge 


Blades Cut True Full Length 


because held in perfect alignment by a 
Patented Tempered Steel Spring. No ad- 
justing mecessary. Blades are specially 
hardened and beautifully finished inside and 
outside. 

Rapid sellers. Liberal profit. Samples 
promptly sent to Dealers for inspection. 





Eversharp Shear Company 
6 oF ee in 200 Knowlton. St., Bridgeport, Conn. 

















CHALLENGE 
POCKET KNIVES 
will help YOU to 
be known as Head- 
quarters for Good 
Cutlery. - - - - 


Challenge Cutlery Corp’n 
| Bridgeport, Conn. 
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tion because it has in more than a generation played 
no important part in the American market, because 
mass production and automatic machinery have long 
ago entered into its manufacture in America. This 
enabled American manufacturers to compete in 
price and quality with foreign manufacturers who 
relied entirely on cheaper labor, while on the other 
hand, pocket knives and scissors require many hand 
operations. The difference in the price of labor 
somewhat handicapped domestic production until 
the war stopped the flow of foreign wares into this 
country. It must not be believed that consumers 
or dealers benefited by this cheaper labor. Oh, no! 
The difference went into the pockets of the im- 
porters and middlemen who saw to it that there 
was just a trifle lower price to bait the hook, thus 
discriminating against home production which was 
based on living wage returns. 


store in Cincinnati. The clerk showing a customer 
some shears was asked why the great difference in 
the price of two which to him (the customer) 
looked exactly alike. To this, the clerk replied, 
“Mister, they cost more.” 

I don’t think that the other stores now selling 
cutlery have anything on us in this respect, but I 
do contend that people expect more intelligent an- 
swers from the man in a hardware store selling 
cutlery than they would from a drug clerk. In that 
manner, we lose prestige with the public because 
they expect better from us, knowing that cutlery is 
hardware. So that is a very large factor in favor 
of retaining the cutlery business where it belongs. 

Being equally handicapped in the matter of ig- 
norance of the subject, there remains, however, a 
serious defect in the hardware store that is not-ap- 
parent in some competitive store. In most hard- 





When cutlery is presented as attractively as indicated in the accompanying illustration the consumer 
reaction is bound to be favorable 


Will the hardware man take a back seat in the 
distribution of cutlery and let it flow through chan- 
nels that heretofore never thought about its sale? 
If I know anything about the hardware men of 
this country, I think not. 

Time and again, I have pointed out the main 
troubles with the handling of cutlery in the hard- 
ware store. The first is the lack of proper equip- 
ment and methods of showing it and the second is 
the absolute ignorance displayed by the men behind 
the counter when asked to explain the difference 
between quality and inferior articles which look 
nearly alike, yet one is a great deal higher in price 
than the other. This phase was brought forcibly 
to my attention by a conversation I overheard in a 


ware stores, little or no effort is expended in main- 
taining clean, well-kept show cases in which they 
display their wares, and this is particularly true of 
the cutlery cases. On the other hand, competitive 
stores, no matter what can be said about them 
otherwise, usually have a neat appearing, clean set 
of show cases. The store is generally light and in- 
viting even though there may be filth and disorder 
behind the counters. The public, however, does not 
see that and judges only by the appearance in front 
of the scene. Need I say which suffers by compari- 
son in the eye of the public? 

By the foregoing, it would seem that I have a 





(Continued on page 222) 
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| How Mr. Lindquist has built 
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Mz.E.G.Linpaquistheads The Christensen 
Hardware Company, 1045 West 5oth St., 
Chicago. Heinstituted new selling methods 
-. for VollrathWare, and in a year showed an 
increase in sales of over 100%. This firm 
has been in business 36 years and has 
carried Vollrath Ware for 30 years. 


Mr. E. G. Lindquist heads the Christensen Hardware 
Company at 1045 West 59th Street, Chicago. He has 
made a special study of the sale of Vollrath Ware and 
has done some remarkable things. His experience is 
interesting to hardware merchants who are dealing with 
similar problems. 

Christensen Hardware Company have been in busi- 
ness thirty-six years. They have sold Vollrath Ware for 
thirty years. So that the Vollrath business is firmly 
established, and has always made a nice profit. 

About one year ago, Mr. Lindquist, on looking over 
the figures on Vollrath Ware sales, saw a tendency to- 
ward increased volume in Vollrath Ware. This was hap- 
‘pening without any extra effort on his part. People 
seemed to favor this white ware. He 


Chicago office. They put their heads together and the 
upshot was an entirely new line of activity which in a 
year has brought phenomenal returns. 

Mr. Lindquist decided on a new kind of counter dis- 
play. He'd always had the usual proposition of a center 
counter running the length of the store. He discarded 


that and put everything in separate units. And when he 


came to the Vollrath unit he constructed a stand with 


three display shelves so that he could display the entire ° 


Vollrath line, instead of a part of it. The top shelf is 614 
feet long and 27 inches wide, with 15 inches of space 
between it and the shelf below. The two bottom shelves 
measure 7 feet long and 33 inches wide. When viewing 
thisdisplay over half of thearticlesoneach shelf are visible. 

Itis solidly madeand can bemoved easily 





asked several customers,when they were 
making their selectionsof VollrathWare, 
why they chose it, and when he heard 
their answers he decided right then and 
there to do something about it. 

These customers all, every one of them, 
said they preferred Vollrath Ware toany- 
thing else because it isso easyto clean—it 
required no polishing or scouring. Inother 
words, it meant less drudgery in their lives. 

So here is what Mr. Lindquist did! He 
got in touch with Mr. Davidson, head 
salesman of The Vollrath Company's 





What ie did 
put in a special disp 


which holds a rises. line 
of Vollrath Ware, and used 
the Vollrath Plan of Selling. 
Increased Vollrath sales 
over 100% in one year’s time. 
Gets four turnovers a year. 
Increased sales in other 
departments over $15,000. 


Ask the Vollrath salesman 
who calls on you to show 
you the complete Vollrath 
Plan of Selling. 


without the goods being jarred off. 
Here’s the remarkable thing about 
this display: 
The sale of Vollrath Ware in- 
creased 100% in one year. 
And —the total increase in sales 
throughout the store, which of 
course is a small neighborhood 
store, was $15,000.00. 
Mr. Lindquist also attributes this suc- 
cess to these other activities. Besides 
having a good display and carrying a full 


ay stand 








Oca 


line, he used the Vollrath Plan of Selling 
to the limit. He used counter cards. He made special 
window displays at regular intervals. He distributed 
booklets on Vollrath Ware. And one thing he wishes 
he could do is newspaper advertising. There is no news 


paper for the neighborhood. 


THE VOLLRATH COMPANY 
Sheboygan Established 1874 Wisconsin 


a big Vo llrath Ware 


Business— 


A neighborhood hardware store in Chicago that has shown 
remarkable returns by the use of unusual displays 
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Snow Hampers Business in New England— 


Retail Sales Less Than Heretofore 


(Boston office of HARDWARE AGE) 


PINIONS as to the cause of the present business 

depression are mixed. Some lay it to recent snows 
Certain it is many New England 
roads are almost impassable, which has its influence on 
buying from the retail merchant. Others says the unsat- 
isfactory textile situation is a primary factor in the retail 
situation today. Cotton mills have reduced wages and 
still cannot make a go of it, and woolen mills, with few 
The shoe industry, one of 
New England’s mainstays, is operating well below normal. 
Others say that with rents, coal, food and clothing as 


and cold weather. 


exceptions, are on short time. 


BOTTLES.—Jobbers have just put 
into effect new prices on vacuum bottles 
which were announced by manufactur- 
ers earlier in the year. 

We quote from Boston jobbers’ 
ted, pints, $2.75 
—. nickel- 


; or- 
pints, 


Fillers.—Half pints, $1 each list; 
pints, $1.10; quarts, $1.7 
Discount s.—On less = dozen, 
26 and 10 per cent; on lots of dozen 
or more, 26, 10 and 5 per cent, 
CARTS AND WAGONS.—A slight 
readjustment in prices on some items in 
the Kiddie Kar line have been made by 
jobbers, as a result of new lists recently 
received from the makers. 


a quote from Boston jobbers’ 
stoc 
Kiddie Kars.—Special, two in car- 


ton, No. 101, $2.26 each list; No. 102, 
+t _— 103, '§ .756; No, 104, $4.50; No. 
105, 


Kiddie Koasters.—One to carton, 

ha 605, $10.50 each list; No. 606, 

Kiddie Karts.—Special, No. 201, $3 

+ ag oe No. 202, $4: No. 203, $5; 
No. , $6: No. 205, $7. 

Kars.—Two in carton, No. 

_ $4.25 each list; No. 125, $5.25: No. 

154, $65.75; No. 155, $6.75. 

Kiddie Skooters.—Two in carton, 
No. 801, $4 each; No, 802, $5: No. 
802B, $6. 

Discount—33% per cent. 


CHAIN.—Plenty of snow and ice 
have speeded up sales of both tire and 
skid chain, say jobbers here. Jobbers 
have been well stocked and so have 
made quick deliveries. Other kinds of 
chain are in limited demand. 


We quote from Boston jobbers’ 
stocks: 
Tire Chains.—McKay and Weed 


makes, 1 to 11 sets, 30 per cent dis- 
count; 12 to 49 sets, 35 per cent dis- 
court; 50 sets and more, 40 per cent 


discount. 

Machine Chains. — Twist, length, 
#-in., S-in., 13c. per 
lb.; ye-in., 21% c. per Ib. ; long or open 
length link chains, *-in., 1 
Ib.: %-in., 15c. per Ib.: 9/32-in., 14c. 
per Ib.; f;-in., 12%c. per Ib.; %-in., 
lic. per Ib. 

Proof Coil 
$14.65 per 100 
5: #s-in., $11.20; 
y- -in., ee. 1, . _ ,$9.10; %- -in., $9.75; 

-in., 40; %-i $9.10; 1-in., $8.80. 

J less than 160 Ib. about 9c, per 
Ib. additional is charged. 


15e. per Ib.; 


Seif-Colored Chain. — 
b.; %-in., 
%-in., $9.70; 


Cable.—¥,-in., $14 per 100 Ib. net: 
%-in., $12.25; -in., $12.75; %-in., 
$8.55; 5-in., 


$9.10; y,-in., $9; %-in., 
$9.40. 


FURNACE CEMENT.—An excellent 
call for furnace cement is reported. 





high, 


are sure of it. 


Sales to date are well in excess of 
those for the corresponding period last 
year. 
We quote 
stocks: 
Furnace Cement.—In 1-lb. cans, 
a per Ib. net; in 6-lb. cans, 7c. per 
TACKS.—Jobbers have put into ef- 
fect new prices on tacks which conform 
with new lists recently issued by manu- 
facturers. 
Lt quote from Boston jobbers’ 


in 8- 
net; 


from Boston jobbers’ 


Tacks.—Blued upholsterers'’, 
2-oz., 61c. per doz. 
4-oz., 48c.; 6-0z., 
In %-lb. papers, 2-o0z., 
$1. 09; - oz., 92c.; 4-o0z., 84c.; 6-0z., 
76c.; '12-0z., 68c. American blued cut, 
in 8-Ib. papers. 1- sons 85c. per doz. 
net; 1%-oz., 74c.; 2-o0z., 65c.; 2%-oz., 
57c.; 3-02., 56c.; 4-02., 5ic.; 6-oz., 47c.; 


8-oz., 44c. Carpet, ‘in 8-Ib. papers, 
4-oz., 44c.; 6-0z., 43c.; 8-oz., 41c.; 
10-oz., 40c.; 12-0z., 40c.; 14-0z., 39c. 


Trunk nails, in 1-lb. papers, -OZ., 

_ per Ib. net; 1-0z., 18c.; 1%-o0z., 

SHEETS.—In view of the recent ad- 
vance in sheets by most of the steel 
mills, the local demand for sheets the 
past few days has been a little brisker, 
say jobbers. 


a: quote from Boston jobbers’ 
stock 
Sheets.—No. 10 blue annealed, 
$3.91%: No. 28 black, — ms No. 28 
galvanized, $6.15 per 100 1 
PICTURE caiciibaen quota- 
tions on picture wire have been marked 
up about 10 per cent in compliance 


with new lists issued by manufacturers. 

HOUSE TRIMMINGS.—Shelf hard- 
ware jobbers say it is remarkable how 
the demand for house trimmings holds 
up. It suggests, they say, not only cur- 
rent activity in building lines, but a 
firm belief among retail hardware deal- 
ers that trimmings will be wanted in 
large volume throughout the spring and 
summer. 

SHARPENING STONES. — Jobbers 
are now quoting the Pike line of sharp- 
ening stones at 35 per cent discount, 
whereas heretofore they quoted 40 per 
cent. 

SHEET LEAD.—The jobbing market 
on sheet lead has gone up 1%c. a 
pound on a similar advance by manu- 
facturers. 


We quote from Boston jobbers’ 
stocks: 





if not higher than heretofore, and with working 
conditions only fair at best, people are not spending any 
more money than is absolutely necessary. The boosting 
of wheat prices may help the Western farmer but it hurts 
the Eastern werking classes. 

There are the bright angles in the situation, however. 
Bankers insist that 1925 will be a prosperous year. 
Handling the money of the country as 
they do, they usually can see further ahead than the 
average business man. 
appears to be holding its own. Mill supply jobbers report 
increasing sales to consumers, but smaller retail demand. 


They 


The heavy hardware business 


“ een Lead.—Per Ib., 18c., base, 
St. 

SHOVELS.—Recent snowstorms have 
created a better demand for snow 
shovels, but business is a long way 
from active, according to jobbers. 

We quote from Boston jobbers’ 
stocks: 


Shovels.—The following prices ap- 
ply to polished goods. Black finish 


cost $1 per doz. less. Prices are for 
doz. lots, net: 

Oo. No. 
Ames brand ........ 17.14 $17.54 
— oF Cmrtet ...ce 15.26 15.66 

witeuntsebsaowedte 14.33 14.73 

twin pi tedueeue 13.39 13.79 
Massachusetts ...... 12.45 12.85 
Scoops are quoted as follows 

Ame arr 
DCE ch ic cence geal $17.76 $14.00 
i cuckewstbexwus 18.15 4.38 
ES ree ee wae 18.54 14.76 
Ree see ere 18.93 15.14 
kh scasheonweebdes 19.31 15.51 


Snow Shovels.—Wooden, boys’, with 
tip, No. 67, $4 r doz, net; single 
steel tip, No. 53, $7.60; double steel 
tip, No. 69, $8. 60; malleable tip, No. 
68, ‘hes Crescent, $10.20; Pathfinder, 
$1 0. Ruggs line, steel, long han- 
dle, Hibbard. No. 500, $5 per doz. net; 
steel D- handle, $6; split wooden D- 
handle, :: Massachusetts, sons 1 
dle, $8.75; malleable D-handl es 
New Eclipse, galvanized, 9, 
$12.80; Menzie, spring steel, Mt. 


ROPE.—Jobbers have advanced hay 
rope ic. a pound, and have reduced 
sisal as much. The reduction in sisal 
is in no way associated with any re- 
cent action by manufacturers. It was 
found that jobbers some time ago 
raised prices on sisal too much. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 25c. per Ib., base; 
sisal rope, 19%¢c.; hay rope, 20¢. ; cot- 


ton rope, 46c. 

Lathe Yarn. — Sisal, C130, 19c.; 
D200, 20c. per Ib. 

Twine.—Hemp in -Ib. balls, No. 
12, 40c. a Ib.; No. 18, 35¢.; No. 24, 
33c.; No. 2c. ; a 4 31c.; n 


: 36, 3 
\%- Ib. balls, No. 18, . 24, 
36c. On reels, No. ig, 36c. a lb. Cot- 
ton marsac, three-ply, in 5-Ib. sacks, 
No. 1, 62c. a Ib.; masma, No. 2, 59c.; 
jute, ‘in %-lb. balls, 27c.; cable laid, 
No, 36, 75c.; Wool twine, four-ply, in 
1-Ib. balls, '17c. a lb.; marlin, two- 
ply, in 1-lb. lots, 24c. ‘a Ib.; in 50-Ib. 
rolls, 27c.; three-ply, in 1-Ib. balls, 
23c. a Ib.; in 2-lb. balls, 20c. 


SCREENS AND DOORS.—Running 
true to predictions, the market for 
screens and doors advanced on the 
twenty-fourth. The advance, according 
to jobbers, approximates 10 per cent. 
Retailers are beginning to cover their 
1925 requirements, although the buy- 
ing to date has been by no means brisk. 


Reading matter continued on page 206 





























February 5, 1925 


‘Heaviest 


where wear 
is greatest” 


HARDWARE AGE 205 





“Copper City” Wash Boilers to Boost Sales 
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O increase wash boiler and copper ware 

* sales in general, is the purpose of the Rome 

“Copper City” Copper Wash Boiler. In its 

manufacture, economies have been effected 

without detracting from the wearing qualities 
of the boiler. 


Made in Nos. 8 and 9 sizes, similar to our standard 


Nos, 148 and 149. Heavy copper is retained where 
the wear is greatest—on the bottom. The sides are 
slightly lighter, but this is compensated for by an 


extra heavy swage. 


Packed 1/12 dozen to a crate, or 1/4 dozen each No. 
8 and No. 9 nested in a crate. 


This is a copper wash boiler opportunity for you and 
for your customers. Ask your jobber or write us. 


ROME MANUFACTURING CO. 


ROME NEW YORK 
BRANCHES: 
New York, 342 Madison Ave. Chicago, 1431 Lytton Bldg. 
Boston, 69 India St. Seattle, 302 Pioneer Bldg. 
i Los Angeles, 1006 Washington Bldg. 


San Francisco, 610-614 Wells Fargo Bldg. 





COPPER & Agr haa ‘UTENSILS 
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Good Demand for Spring Goods in Northwest 
—Improvement in Collections Reported 


(Minneapolis office of HARDWARE AGE) 

NTEREST in the local jobbing house centers 

around the shipping of spring orders. They 

are moying out briskly in very good volume. It 
is noticeable, however, that future orders have been 
smaller during the past few years than they formerly 
were, the dealers depending more on current orders 
to care for their trade. This winter’s futures are 
larger than they have been, which would seem to indi- 
cate a return of good business in all parts of the 
Northwest. 

Jobbers shipping goods into the western North 
Dakota and Montana districts are reporting a very 
good increase in the volume of orders from there. 
The signs all point to a return toward normal busi- 
ness conditions that is far greater than was thought 
possible last spring. Collections in that district are 
excellent, and new business has gteadily increased 
since the marketing of the crops. 

Collections are again gaining in a general way 
over the Northwest territory. The holiday business 


ASH SIFTERS.—Call for sifters shows| although there are 


always has a tendency to slow up collections in gen- 
eral, but that is past, and the regular rate of busi- 
ness has been resumed, 

The general tendency seems to be to look ahead 
toward the coming season’s business, and it is con- 
ceded that business this spring will show the same 
increase or greater as that of the last two months 
of last year. Building projects are more numerous, 
and this includes both residence and commercial 
buildings. With a fair increase in this way, there 
will be a feeling that the Northwest is again on a 
sound basis, and prosperity to the merchants will 
be assured. 

There has been some talk of price changes for 
some time on some of the merchandise quoted, but 
wholesalers are reluctant to make changes in the 
nature of advances, stating that such changes tend 
to reduce sales to some extent, not only from the 
jobber to the retailer, but from the retailer to the 
customer also, which is something to be carefully 
guarded against under present conditions. 


We quote from jobbers’ stocks, 


indications that Zeb, Twin Cities: Best.gtade? of 


some lessening since the first of the building will be started in volume at the files, 50 per cent; second grade of 
year. Stocks are still in good condition} earliest possible time. Stocks are well a 60-10 per cent from standard 


and prices steady as last quoted. 


f.o.b. Twin Cities: Square wood ash 
sifters at $2, round. metallic at $4 
and wood barrel at $6 per doz. 


AXES.—Sales -continue to be good, 
with stocks well assorted and prices 
unchanged. 


We quote from -.jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


f.o.b. Twin Ci 


BATTERIES.—The call for batteries | for coal hods, although the heaviest de- 
for radio purposes still continues to be | ™and is over for this season. 
Radio has taken the public| 27e being reduced and prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
17-in. coal hods at $3.40; 18-in., $3.80; 
japanned funnel, 17-in., $4.30; 18-in., 
$4.70; galvanized open, 17,in., $4.75; 
$5.25; funnel, 17-in., $5. 90, and 
18-in., $6.35 per doz. 


apparatus. Replacement batteries have COPPER RIVETS AND BURRS.— 


excellent. 
by storm more than in any previous 
year, for there is a feeling of confi- 
dencé in the sets which are being pro- 
duced and an interest in the programs, 18-in., 
which has greatly increased the sale of 


filled and prices steady. 


We quote from. jobbers’ stocks, We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
lb. boxes, 70-10 per cent. 


CHURNS.—There is some increased in-| in paints have been numerous, and it 
terest in this line, spring shipments | js very possible that the next report 
going forward. Prices have not changed. 


We quote from jobbers’ stocks, 
ities: Barrel type churns 
at 40 per cent from standard lists. 


COAL HODS.—tThere is still some call We 


Wire brads in 25- 


PAINTS AND WHITE LEAD.—Spring 
stocks of paint are moving out from 
the jobbers. Rumors of price advances 


from this section will contain price re- 
visions. White lead shows another 
price advance. 


quote from jobbers’ stocks, 
f.o.b. Twin Citites: First grade house 
paints at $2.80 per gal.; second grade 
house paints at $2.10 per gal.; and 
best white lead at $14. a7 per ewt., in 
100-Ib. containers. 


SIDEWALK SCRAPERS.—Sales have 
been excellent in this line and still con- 
tinue to be fine. Stocks are drawn on 
heavily and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 17 sidewalk 
scrapers at $4.75 doz. 


Stocks 


Japanned open 


been steadily in demand, and stocks are| Sales are fair, with stocks in good con- SOLDER.—Sales are light, with full 


very hard to keep in a well-assorted | dition. 


last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c each; 
Radio “B” batteries, unit package 
quantities, No. 766, 
764, $1.14 <¥1% No. : 
No. 772, $2.44 each; No. 770, $3.09 
each; “Cc” attention, No. 771, 39c. 


BOLTS.—Changes on bolts have been 
expected for some time in the local 


Prices show no changes. 


condition. Prices are holding steady as| EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—The market is quiet 
yet on this line of materials. 
are well filled in readiness for the 
spring demand. Prices show no changes, 
except on elbows. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
each. font single bead, 5 in., 29 ga., at 

5.25 per 100 ft.; 3 in., 28 ga., conduc- 
tor pipe, $5 per 10 
ductor elbows, $1.73 per doz. net 


stocks on hand. Prices are slightly 


weaker. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 37 cents per pound, 
strictly half and half solder at 39% 
cents per pound, and Dutch Boy sol- 
der in 100-lb. lots, 39% cents per 
pound. 


STEEL SHEETS.—Call is still light, 
with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 


Stocks 


ft.; 3 in. con- 


jobbing lists, but any alterations have| FIELD FENCE.—Sales are light for ae teel aheets ar $645 pa a. 


been withheld to the present time. 


out and sales for current needs are/ changes. 


good. - Wwe quote from jobbers’ stocks, 
o.b. Twin Cities: 
oe fence at $30.38 per 100 rods. 


FILES.—Current sales are good for this 
season of the year, with stocks well 
filled for coming business. Prices have 1%, $2.44; No. 2, $3 36; Oneida ‘temp 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per, cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 


standard lists. 
BRADS.—Sales of brads are still light, 





not changed. 


. present use, but spring stocks are being | sTREL TRAPS.—This has been an ex- 
Stocks for spring use are being shipped | shipped out daily. 


Prices show n0} cellent winter for the sale of traps with 
fur prices high and continued cold 
> weather. Stocks have been drawn on 

rade L, 26-in. . . 
saat and prices are steady. 


quote from jobbers’ stocks, 
f. Re my Twin Cities: y oper No. A mom 
opane pmape at $1.10: No. 1, $1.38; No. 





game traps, No. 0, $1. 59; No. 1, $1.83; 
No. 1%, $2.81 per doz., net. 


Reading matter continued on page 208 
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q@The New One Inch Mesh U. S. Poultry Fence meets, as 
nothing else will, that growing consumer demand for a per- 
fect, close-mesh Poultry Netting. | Ressss 



































q Here is a netting that embodies every U. S. advantage in 
design and construction. It is made on the farm fence 
principle with parallel line wires interlocked with the mesh resssy 
wires. The result is a fabric which stretches up perfectly 
without the aid of baseboard or top rail. 

































qU. S. Poultry Fence is easy to handle. It rolls out flat a 
upon the floor or counter like a bolt of goods. It cuts 

without waste. With all its superiorities, it costs less 

“put up” for it requires no wood frame and fewer posts to 

erect it. | 


@ Today the U. S. line offers greater tegen for profit 
than ever before. More and more dealers, recognizing these 





possibilities, are standardizing on U.S. Poultry Fence. Ex- — 
perience has taught them that it pays. ' 

@If you are not getting your share of the netting business 

in your territory you should handle U. S. Poultry Fence ee 





which costs no more, is better and more economical, lasts 
longer, and gives better satisfaction. 


q Write us for Catalog and Samples and be your own RSS 
judge and jury. 


Indiana Steel & Wire Company 


Muncie, - - Indiana 
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Sales Ahead of Last Year in Chicago 
—<Active Demand for Staple Lines 


(Chicago office of HARDWARE AGE) 
REPORT of sales for the month of January shows 
that they are running ahead of those of the cor- 
responding period last year, indications showing 
that they will continue to increase during the months to 
There are very few price changes noted during 
the week, but the general tone of the market continues 
It is expected that prices on galvanized ware and 
other steel products will be advanced in the near future, 
as an advance of $2 per ton is expected to be put into 


follow. 


firm. 


effect very shortly on steel sheets. 


Builders’ hardware is in good demand, and both jobbers 
and retailers are urging prompt shipments, as stocks 
throughout the Middle West are conceded to be very low. 
Reports from the building trades show that the building 
permits for the month of January will break all records 
for this season of the year in Chicago. 
hardware have withdrawn 
prices, and have issued revised prices, showing a slight 
advance on some of the competitive goods, and there is no 
question but that a large portion of their product has been 


manufacturers of builders’ 


AUTOMOBILE ACCESSORIES.—The 
automobile show being held here this 
week has attracted many buyers. Sales 
reports are very favorable. 


We quote from jobbers’ 
f.o.b. Chicago 

Spark Plugs -—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 41c. each: Cham- 
— Blue Box line, 53c. each: a. 
gy 58c. each; lots of 100, 56c. ; 

‘C. Special Ford, 44c. each. 
x? Lights. —Anderson, No. 3280, 
$6.50 each; Stewart, $5. 67 each. 
A ne —E. A. Electric (Ford), $4 


Jacks.—Reliable xr No. 46, $2.50 
cach; in lots of 10, $2.25 each; fy 
6, 90c. each; Nati ro Standard, 
No. 21, $1.20 each. 
1% -in. 


Chains. —Non- skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
one, $8 each; gray inner tubes, 30 

316, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Prices are firm; sales continue 


good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., 
doz. base; double bitted, $19 ’ doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. ‘base: — bitted handled axes, 
$15 to $22 per doz., according to 
quality and grade of. handle. 


BOLTS AND NUTS.—Jobbers have not 
as yet advanced prices to correspond 
with factory prices. The demand con- 
tinues to be good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-106 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount: 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—There has 
been no change in prices. A very satis- 
factory volume of business is being 
booked for immediate delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 4 steel 


stocks, 


ea 


cylinder, 


Reading matter continued on page 210 








excellent buy. 


be maintained. 


Several of the 


sories. 
chandise. 


butts, old copper and dull brass finish, 
$3.63 per doz. pair; heavy steel bevel 
inside sets, case lots, $6.75 per doz.; 
steel bit- keyed front door sets, $1.75 
per set; wrought brass  bit-keyed 
front door sets, $3.25 per set; cylin- 
der front door sets, $7.50 per set. 


CHAIN.—Sales are improving; prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof coil chain, 
$8.50 per 100 lb.; Tenso, Bull Dog and 
Brown coil chains, 50-10 per cent 
discount; No. 00-4% electric welded 
cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
The demand continues to be good. 
Prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40 per cent discount. 


CUTLERY.—Prices strong and higher 
prices on some items may result; cur- 
rent sales good. 


DRAIN PIPE CLEANER.—Prices re- 
main unchanged. A very satisfactory 
volume of business is being done on this 


item. 

We quote from jobbers’ 
f.o.b. Chicago: 

Economy Plumber drain pipe clean- 
er, in 1-lb. net cans, in lots of 3 doz., 
$2.75 per doz.; in lots of 6 doz., $2.70 
per doz.; and in 12 doz. lots, $2.60 
per doz 

Same. in 2-lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1-lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1-qt. can, 

in %-doz. lots, $2.50 each; 
. lots, $2.25 each. 
Same, in %-gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. 
cans, $9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Advances in this line are likely 
to follow, owing to the expected in- 





stocks, 
and 


stoeks, 


crease in the price of sheets. Present 
prices are favorable for immediate 
purchase. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.75 
er 100 ft.; Plain ridge roll, 1%-in., 
4 per 100 ft.; Corrugated conductor 


elbows, 3-in., $1. OZ. 





marketed at cost, and, in some instances, less than cost. 
Builders’ hardware, at today’s prices, is considered an 


Generally speaking, steel producers are following the 
lead of the Inland Steel Company in making an advance 
in price of $2 per ton on bars, shapes and plates. 
though there has been no advance made on steel sheets, 
it is expected that they will likewise be raised $2 per ton. 
The new price on bars is $2.20 per hundred, and on shapes 
and plates $2.30 per hundred at Chicago. Production of 
the Western mills is running close to capacity, and it is 
reported that they are booked well into the second quarter. 
Indications show that the present high operating rate will 


Al- 


A great many out-of-town buyers are attending the 
automobile show being held here in Chicago this week; 
therefore, interest is being shown in automobile acces- 
Jobbers report that a great many out-of-town 
buyers are calling on them for a geweral] line of mer- 


GALVANIZED WARE.— Prices are 
stronger, and with spelter approxi- 
mately 8c. per pound and higher prices 
on steel sheets expected, manufacturers 
will undoubtedly advance prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after-made water pails, genuine 
riveted ears, 10-qt., $2.20 doz.; 12-qt., 
$2.40 doz.; galvanized wash tubs, No. 
; No. 2, $7 doz.; No. 3, 

. 8 galvanized wash 
wood grip and handles, $13 
l-gal. tin breast galvanized 
kerosene can, $2.35 doz.; i-bu. gal- 
vanized baskets, $6.25 doz. ; ; 1%-bu. 
galvanized baskets, $8.25 doz.; 5-gal. 
galvanized oil cans, galvanized breast 
$7.25 doz.; perpendicular roe Pantene 
light galvanized ash cans, with ores 


No. 55, « per yy No. 66, $17 
doz.; No. 77, $20 doz.; ; a per 4 galvan- 
ized after- oR No. 1, $32, i doz.; 
— 191, $37.25 doz.; NS. 201, $44. 16 
OZ, 

SCREEN DOORS AND WINDOW 


SCREENS.—There has been an ad- 
vance of from 10 to 15 per cent made 
in the price of screen doors and win- 
down screens. Sales are reported good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Screen Doors.—No. 266, 2-8 x 6-8, 


$22.80 doz.; No. 296, 2-8 x 6-8, $27 
doz.; No. 311, 2-8 x 6-8, $32. 10° doz. 

Window Screens.—No. 1833, $4.94 
doz.; No. 243 doz 


STEEL SHEETS. — Some talk of 
further advances. The demand con- 
tinues to be heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 


lb.; 
black sheets, $4.50 per 100 Ib 


WRENCHES.—Stillson and Trimo 
wrenches have advanced 10 per cent. 
The balance of the line remains un- 
changed. Sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60% discount; Coes’ wrenches, 40-10% 
discount; engineers’ wrenches, 25% 
discount; Stillson, 5-10% discount; 
Trimo, 65-5% discount. 

Snap-On Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice set, $15.25; No. 202 Heavy set, 
$8.80; No. 303 Ford Master Service 
set, $14. 85; No. 404 Universal Socket 
set, $8.75; No. 505-B Screw Driver 
set. $3.40: No. 900 Square Socket set, 
$3.70. All Snap-on wrenches less 40%. 


28-gage 
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Announcement 
WASHINGTON HOME FURNACE 


The furnace the trade has been wanting. Heats home 
more uniformly than three or four ordinary heaters with 
about one-half the coal. 








Dealers will make big money selling Washington Home 
Furnaces because they are backed by our extensive adver- 
tising and dealer service cooperation. We offer you 100% 
protection as well as 100% sales cooperation. Exclusive 
agency offers you tremendous money making opportunity. 





Write today for complete selling plan. Made in same 
plant in which we manufacture 100,000 Washington stoves 
and ranges per annum. Can ship sample furnace now as 
we plan to manufacture fifty furnaces per day. Delay is 
expensive—write today. 





““No—this is not a 


victrola” SPECIAL FEATURES 


Two years to perfect, new features never before in above the floor furnace, heats entire home with circulating moist heat, beautiful 
mahogany enamel finish—equal to finest mahogany furniture, no name plate on outside, special air duct, hot blast fire box, correct con- 
struction of water pan, most beautiful and most expensively construct ed above the floor furnace now on the market. 


Gray & Dudley Company (Dept. No. 2) Nashville, Tenn. 


We melt more than 100,000 pounds of southern pig iron per day 


For Threading Small Pipe 


















Oster Bull Pup 


Three Way Bull Pup 


A solid die stock adjust- 
able for under or over 
size threads. Made in 
two sizes, each cutting 
Ye, Y2 and % or %, % 
and 1 inch without change 

of dies or guides. 









- 
- 


One Way Bull Pup Die Stock 
threads all sizes from % to 1 
inch. A handy compact tool 
at a very low price. 








All dies, bushings and Bull Pup Ratchet Stocks 
__, baste of the three models are (wns solid construction, 
interchangeable with the excep- adjustability and ratchet con- 
tion of the tool bodies. venience. 





THE OSTER MANUFACTURING CO., 2068 East 61st Place, Cleveland, Ohio 
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Hardware Sales Consistent in Pittsburgh— 
Prices Firm on All Lines 


(Pittsburgh office of HARDWARE AGE) 

EPORTS of hardware jobbers in this district as to 
R business show some variation as far as the past 

week is concerned. The more general report still is 
that business is on a rising scale, but there are some job- 
bers who note a slight falling away in orders following 
something of a rush which came with the return of the 
road salesmen to their routes after the holidays. It is 
noted, however, that where there has been a slowing 
down is in seasonal lines, and the explanation no doubt 
is that the retailers by recent purchases pretty well filled 
up the holes in their stocks that were disclosed by the 
inventories. If anything, the advance orders for spring 
lines are somewhat freer than usual at this time of the 
year. Pittsburgh men who have made the contact with 
the consuming trade report considerable confidence in 
the outlook for the first six months of the year and ex- 
pect a steady expansion in sales as the spring draws near. 
It is early to think of much farm activity, but already 
there is a good deal of replenishment demand for farm 
tools. Retailers cleaned up so closely on sleds this winter 
that it is common to get the report from jobbers how easy 
it is to sell them for next winter. Carpenters’ tools and 
builders’ hardware are yet to get going actively, but there 
are no jobbers in Pittsburgh handling these lines that are 
not confident of a good business in the next few months. 
Incidentally, leading manufacturers of builders’ hardware 


have quite generally withdrawn prices and new and 
higher quotations are looked for shortly. 

Price changes in the week have been generally toward 
higher levels, the advance including copper rivets and 
burrs, despite the fact that the primary metal markets 
are weaker and that a similar tendency in the products 
would be natural. Independent steel companies within 
the past week have advanced mill bases on bars, plates 
and the commoner finishes of sheets and this points to 
higher prices in those lines where any of these products 
are used. Wire manufacturers have been actively cover- 
ing the jobbers at current prices for the 60-day period 
beginning Feb. 1, preparatory to an advance of $2 a ton, 
putting the mill prices to $2.95, base, per keg, Pittsburgh, 
for nails and $2.70, base, per 100 lb., Pittsburgh, for 
plain wire. One independent company already is said to 
have advanced prices, and it will probably be a general 
condition to date from Feb. 2. The advance of copper 
rivets and burrs is about 5 per cent. Spool wire has been 
marked up 10 per cent and new prices on screen doors 
and windows, dated Jan. 24, disclose advances of 5 to 7% 
per cent. With wire prices advancing, it is expected that 
there will also be advances in screen wire and poultry 
netting, new prices on which are expected very shortly. 
Sereen door hinges have been marked down about 10 per 


cent. 











BATTERIES.—A lively demand still is 
reported for dry cell batteries, which, 
besides radio sets, are wanted to pro- 
vide motor power for electrical toys. 
No. 6 batteries are in especially good 
demand for the latter purpose. 


Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 

Each Each 

i i. ¢ceteatesshue $1.05 $0.97 
ff 7a 1.33 1.2 

eS 1.22 1.14 

a ele wt ie we 1.40 1.30 

 _ gra a 2.62 2.44 

ah St: sadecatehiees 2.62 2.44 

Fe 3.3 3.09 

WE” civ bedtetink ae 42 39 


No. 6 dry cells, ignition type, 29c. 
each. 


BOLTS, NUTS AND RIVETS.—De- 
mands upon the jobbers here are 
neither large nor urgent and the report 
from manufacturers is of a_ similar 
tenure. The latter received a good 
many releases late in December against 
unspecified fourth quarter contracts 
and while they booked a large volume 
of first quarter business, specifications 
against it have not been large, presum- 
ably because distributors and consum- 
ers became well supplied through their 
consignments against fourth quarter 
orders. Factory prices are holding, 
however, and this gives firmness to 
jobbers’ price. 


We quote out of jobbers’ stocks 
as follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3.35c. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 


Reading matter continued on page 210 





BRUSHES.—Jobbers here note an in- 
creasing demand for painting, white- 
washing and cleaning brushes in prep- 
aration for the spring demands. The 
popular lines of brushes are priced 
somewhat lower than a year ago. 
BUILDERS’ HARDWARE.—In view 
of the fact that leading manufacturers 
have withdrawn prices it looks as 
though further advances may be made 
in new lists soon to be issued. The out- 
look for building, particularly home 
building, is very good in the Pittsburgh 
district and jobbers expect to have a 
heavy demand for hardware as a result. 
Screen door hinges have been lowered 
in price to the extent of about 10 per 
cent. 


CARPENTER TOOLS.—Dealers spe- 
cializing in this line have not yet ex- 
perienced much of a rush of demand, 
but are not surprised as buying usually 
is light until the tradesmen get really 
busy as they usually do with open 
weather. 

COPPER RIVETS AND BURRS.—An 
advance of 5 per cent is reported in 
these lines and higher prices also are 
reported in copper nails and in copper 
solder. The raw copper market has 
shown a slightly easier tendency lately, 
but the prices of the products usually 
are behind those of the raw materials. 


CLEANING COMPOUNDS.—Fair de- 
mand is reported for the time of year. 
Larger buying is looked for as the 
spring approaches. 


Jobbers quote: 

Economy Plumber’ drain _ pipe 
cleaner, in 1 Ib. net cans, in lots of 
3 doz., $2.75 per doz.: n lots of 6 doz., 
$2.70 per doz.; and in 12 doz. lots, 
$2.60 per doz. 





Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 


Hercules boiler liquid, in 1 qt. cans, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 


Same, in % gal. cans, $5 each; % 
doz. — $4.75 each; and in gal. cans, 
each. 


CONDUCTOR PIPE.—With mill prices 
of galvanized sheets moving toward 
higher levels there is a strong possibil- 
ity of higher prices for galvanized con- 
ductor pipe and eaves troughs. With 
the copper market showing a slightly 
easier trend it is believed that copper 
pipe and troughs will not advance in 
the near future, especially as prices are 
quoted high enough to give manufac- 
turers a fair margin. 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheets, steel pipe, No. 28 
gage, 3-in., $5.25 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ 
stocks. 


ELECTRICAL APPLIANCES.— 
Household appliances operated by elec- 
tricity are reported to be moving well 
in this district. 


FARMING TOOLS.—The spring and 
farming work still are some distance 
off, but jobbers report a replenishing 
demand from the retailers of rather 
good proportion. 


PAINTING MATERIALS.—Oil is up 
2c. a gal. more and turpentine Ic. a gal. 
Other products are at last week’s 
prices. Manufacturers covered their 
trade pretty heavily in ready mixed 
paints before the recent price advance. 
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| READ THIS LETTER! 


Tur Swanson HarpwareE Co. 
GALLIPOLIS. OHI0 











Dec. 24, 1924, 





Hygeia Can Co., 
New York, N. Y. 


Gentlemen ;- 


Please ship us at once 6 more-"*Hygias”. 
We have been very much pleased with the way our 
trade has accepted these cans. 


Yours very truly, 


The Swanson Hardware Co. 


CS/MF 








HYGEIA CAN CO. | 








MANUFACTURERS 
More Than 2,000 Dealers Now Re-ordering HYGIA 
F . a 
ranklin & Varick Sts. Every Sale Pays $2.25 Clean Net Profit 
NEW YORK Cost $48.00 Dozen—$24.00 Half—$12.00 Quarter 
1, i 2 WHICH SHALL IT BE? 
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Protexalls for 1925 


Our Service Is Complete : 





We have been manufacturing Protexalls for the past 35 years g 
and can offer you complete service in all branches. : 

Our line of several grades of garments in blue, khaki, white - 
and stripes has been perfected by many years experience ir z 
making high-grade work clothes. 

Protexallis for Advertising : 
We are the originators of advertising lettering service. You may é 
have your name or trade-mark stitched in fast color turkey red 
on every Protexall you order. - - - “Lettered Protexalls will help 


you in your advertising.” 
We ship promptly from six factories and can handle large or 


small orders PROMPTLY. “Protexalls are packed in individual 
dust-proof cartons.” 
Sold Only Through Jobbers 

THE PROTEXALL COMPANY 

: ESTABLISHED 1899 ze 

Abingdon, Ill. 312 West Second South St., Salt Lake City, Utah 
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W. D. 


ALLEN 


MANUFACTURING CO. 


Pioneers in the Manufacture of 
Lawn Sprinklers—Founded 1887 


CHICAGO NEW YORK 


ALLEN Makes the Country’s 
ONE Complete Line—Nationally 
Dietetnuted p Soe Jobbers 








nee omnis inkder, a heavy sheet brass article, in- 
is only one of the four styles wemake. 




















ee te Allon’s saiemendinen revolving Sprinkler. Wome 
1S —— nklers with ann arms, and 17 additional 
es of water distributers of various types. 





This is Allen’s JUSTRITE, a superior cast brass spray noz- 
zle. e also make six other styles. 


WRITE FOR CIRCULAR No. 1196, 
and Name of Your Nearest Jobber 











February 5, 1925 


Seeds—Perquisites of Spring 
(Continued from page 139) 


will grow and will produce the most desirable type 
of plants. 

If you have good seeds and are sure they are good, 
you ‘can sell them, no matter whether the price is 
higher or not. If your best line sells for more than 
some others, gardeners will take a pride in pointing 
to the fact that they buy the best. You know how 
people like to talk about their gardens and what 
they put into them and what they get out of them, 
just as they like to talk about their automobiles or 
their poultry. You can make your garden seed and 
garden tool department recognized headquarters for 
the best in the line, and you can satisfy buyers so 
well that they will boost your line whenever and 
wherever they discuss gardening. 

In order to develop seed trade among those people 
who are habitual catalog buyers, you ought to handle 
this year’s business with 1926 in mind. Some of 
these people who do not like to take a chance or to 
experiment in untried lines of seeds are not going 
to be easily convinced of the superiority of what 
you offer them. 

Get after their business right away with letters 
and advertisements telling of the certainty you feel 
about your seeds growing. Tell them of successful 
local gardeners who have bought the seeds and were 
satisfied with them. Refer them to such men, by 
permission. Tell of certain things. that are special- 
ties in your line. For example, you may have the 
seed of a summer squash that excels most summer 
squashes. Advertise that squash and advertise a 
certain tomato or cucumber or radish. When you talk 
about the quality of the product you interest people 
more than when you discuss the more technical 
phases of planting and raising. 

Do your best to get people to try your line of 
seeds, and finally go after the interest of those you 
fail to reach by offering them sample packets of 
certain of your seeds just to get them to try them. 
Ask the grower from whom you buy to help you with 
this sampling plan. Get as many gardeners as pos- 
sible interested in such comparison tests, planting 
some of -your seed side by side with catalog seed. 
Gardeners will enjoy doing such things. The ones 
easiest to interest in that way will be the men who 
make fads of their gardens, who know most about 
gardens, who will be the most likely to tell of the 
success (or failure) of your seed when tried out with 
other kinds. 

There is no doubt that the handsome seed catalog, 
with its red tomato cover and the brightly colored 
inserts, coming along, as it does, when the snow is 
still deep and when winter is at its worst, is a wel- 
come harbinger of spring, and it appeals to people. 
If, coupled with its attractiveness, is the certainty 
on the part of the recipient that the seeds advertised 
are reliable, and if the gardener has bought from 
that house satisfactorily the preceding year, it af- 
fords the hardest kind of competition to meet. 

Form letters will prove your best method of hold- 
ing the trade, and these should have the cooperation 
of store displays and newspaper advertising. It 
might be worth while to set aside a portion of your 
regular newspaper space, or take on a little extra 
space, which shall be used steadily for garden sup- 
plies advertising until May. 

Your form letters may contain some interesting 
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garden information, such as may be selected from 
State and Federal bulletins and from such a garden 
library as you may well have in the store for use in 
preparing advertising and in advising customers. It 
will help your garden supplies business greatly if 
you study gardening and make yourself as much as 
possible an authority upon such matters. And your 
ability to put pointers on gardening into the form 
letters you send out will cause people to read those 
letters more attentively and with greater confidence 
in their contents. 

Even though the sale of garden seeds should not 
bring you a cent of net profit, it would still be worth 
your while to feature the line for the sake of the 
parallel development in the sale of garden tools and 
equipment. The two lines work in together, and you 
would find, if you could investigate, that many of 
your local gardeners are adding to their mail garden 
seed orders items that include other gardening acces- 
sories for which there is no reason for sending out 
of town. 

Get copies of all the seed catalogs yourself and 
see what they say. Note what they offer, at what 
prices, and what selling points they advance. You 


Every Second. 
can get help there in the preparation of your own W 
advertising. You can so operate as to check this Oman 


form of competition that is annually taking a big ‘ 
volume of garden supplies business right out from W Il B ] h 
under your nose. l uy erm 


iy nearly every home some preserving is done. 
A half dozen women in every block in every 
town put up from 25 to 250 jars, glasses and 
bottles of jellies, jams, preserves and beverages 
yearly. That is close to the country’s average. 


What a market for Everedy Strainer Sets 
and Everedy Bottle Cappers! 


You should be able to sell one of each to 
| every second woman entering your store. 
| Other dealers have records like that. And you 
| can make the sale without much effort. 


Properly displayed, Everedy canning helps 
will often sell themselves. Place one of each in 
some prominent place in your store and note 
the interest they create. 


Everedy Strainer Set 


Strainer Stand Strainer Bag 
Filter Bag 


Strainer Stand is round edged, flat spring 
steel, nickel plated. Adjustable to fit any 
size kettle or crock. Retail price 50c 
Strainer Bag made of specially woven 
strainer cloth. Retail price 25c¢ 
Filter Bag made of heavy napped filter 
cloth. Retail price 50c 
Both bags have mouth 11 inches in diameter and 
hold a full gallon. 


Order through your jobber, and write to us 
for qnaies of the complete line of 
Everedy Household Devices. 





/ 
; 


: / 1} 
LAVIN 











———— — 
; : <3 
- . Pat 


THE EVEREDY COMPANY, | EAST ST., FREDERICK, MD. 





Bill Watson 





Who has acquired fame as a musical performer 
on the humble saw 
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No More Back-Lash 


The new K:& E Steel Tapes embody a prac- 
tical feature not found in other measuring 
tapes—the K & E Friction Brake (Pat. ap- 
plied for), which prevents back-spinning of 
the. handle. 


Back-lash and binding of the line inside the 
case cannot occur, because the tape stops un- 
winding the moment the operator stops pull- 
ing. No winding to take up useless slack. 


This feature is making sale after sale. 





The Case That Sells Them 


K & E Steel Measuring Tapes sell best when 
displayed in this handsome tray. 


It gets instant attention and each article is 
shown to the best advantage. 


Machinists, Carpenters, Painters, Masons, etc., 
are all live prospects for these Tapes of known 
quality and proven accuracy. Sell the best. 


Write for information and prices. 


KEUFFEL & ESSER CO. 


NEW YORK HOBOKEN, N. J. 
127 Fulton Street General Office and Factories 


CHICAGO ST. LOUIS 
516-20 S. Dearborn St. 817 Locust St. 
SAN FRANCISCO MONTREAL 


30-34 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 
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Turns $4000 Paint Stock 


4. Times a Year 


(Continued from page 141) 





About once a month every can of paint and varnish 
on the shelves and in stock is turned upside down, 
so that if any sediment has settled at the bottom 
of the can it is forced to mix again with the paint. 
This is usually done just before the store is closed 
up on a Saturday night. On the following Mon- 
day morning, when the store is opened again, the 
cans are set back on their proper bottoms. This 
prevents paint from settling too much, and keeps 
the stock always in good condition, and incidently 
the cans free from dust. 


The men in charge of the United Hardware & 
Implement Co. attribute their success in handling 
paint to four main things, namely, complete stock, 
standard goods, the store’s guarantee with every 
sale, and having salesmen who know the line 
they sell. 

With every can of paint or varnish that is sold 
in the company’s store the suggestion is made by 
the salesman to the customer that a certain type 
of brush will give the most satisfaction in applying 
the particular paint that has been purchased. 
There is always a display of brushes in the paint 
department, but unfortunately, because of the 
angle at which the photograph was taken, the brush 
display does not show up to advantage in the pic- 
ture. It may be seen, however, in the lower left 
background—two dark panels on which sample 
brushes are always on display. 


The store is operated generally on the principle 
that “goods well displayed are half sold.” It is 
not necessary for a customer in the United Hard- 
ware & Implement Co. store to ask if the firm has 
any particular article in stock. It is usually ap- 
parent that the store has it, because it is on display. 





The Problem of the Retailer 


(Continued from page 180) 











the jobbing, but of the retail trade of the country. 

In these articles, in a general way, as I have said 
before, I will take up the problem of distribution from 
the angle of the retail merchant, the jobber and the 
manufacturer. This article is inspired by a number 
of discussions I have had with some of the best retail 
hardware merchants in the country. This article and 
my last one outline their problem and how they are 
thinking about solving their problem. In articles 
that will follow I will attempt to fairly state the sides 
of both the jobbers and the manufacturers. In the 
summing-up article I will attempt to give certain 
practical solutions of some of these problems that 
have been offered, 


I will ask my readers to understand that these arti- 
cles are not simply my own ideas. They represent a 
very extensive correspondence and many talks with 
leading retail merchants, manufacturers and jobbers, 
also sales managers and advertising men who are de- 
voting a great deal of thought to the general proposi- 
tion of the distribution of merchandise in this country. 
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Better Barns Mean Bigger 


Hardware Profits 


(Continued from page 130) 


tremely important to be able to act as headquarters 
for repair and replacement parts, including a 
knowledge of quick markets for such repairs as we 
do not regularly carry in stock. 

Once you have established your store as a reli- 
able source for these items, you will find that your 
farmer customers are bringing you a good and 
continuous volume of business along these lines. 

It is just as important to you as to them, in a 
measure, for if you fail to cooperate, to put it 
negatively, you are turning aside a worthwhile 





business which embraces three seasons of the year. _ 


And then too, it is self-evident that these same 
farmer-customers will naturally continue with you 
in other lines, when they come to understand your 
acute interest in their more immediate require- 
ments along repair lines. 

Next—to the farm barn. P 

The housing of the cattle is becoming increas- 
ingly strict, under present-day rulings of the Milk 
Inspectors and the city Board of Health. 

The day is past when a farmer can operate a 
dairy farm according to his own, personal ideas. 

This conformity to measures touches the hard- 
ware dealer also, for as new rulings call for new 
or additional equipment, he is the man to whom 
the farmer must turn. Mane ae 

Your modern dairy barn, with particular refer- 
ence to the stable, is a thing of almost perfect 
sanitation and cleanliness. 

As you enter one of these up-to-date milk-produc- 
ing plants, what do you see? 

Whitewashed walls, air ventilators, litter carrier, 
metal stanchions and stalls, water bowls with run- 
ning water for each cow—cleanliness and order 
everywhere and even if your tour of inspection 
does not include a certified dairy, you will find 
established rules of sanitation to prevail in every 
dairy, whose proprietor sells milk. 

The above listed stable equipment is only the 
barest beginning, as you will observe for it in- 
cludes countless items purchased at the local hard- 
ware store, right down to the smallest cleaning 
brush and little cotton pad for each milk straining. 

And now we have come to the milk production. 

In our locality, the inspectors insist upon a fairly 
uniform system for all dairies, varying slightly 
according to the grade of milk produced. 

We have always made it a point to keep in touch 
with the inspector and to ascertain and secure the 
kind of equipment which his patrons should use. 

I recall on one occasion, he was looking for a 
certain kind of pail-cleaning brush and by going 
over our catalogs together, we located the very item 
he wanted. 

Another time, he found that a certain manufac- 
turer of accredited milk strainers was getting a 
bit lax in the soldering of seams and at his sugges- 
tion, we took up this matter with the manufacturer, 
who was only too glad to comply, with a more rigid 
inspection of his product at the factory. 

Of very recent time, a door-closing device was 
called for on milk rooms and we were able to as- 
semble certain hardware items at small cost to the 
customer, thus filling the bill very nicely. 
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The Sets That 


NONE BETTER 


iSocket Wrench Sets 








Set Well and Sell Well 





The New 
198 Chestnut Street 


New Britain 


Sockets are not mere stampings or 
castings, but are accurately ma- 
chined from high grade steel and 
properly hardened. They fit the 
nuts, hold tight and prevent barked 
knuckles and bad tempers. Sets, 
compactly packed, are furnished in 
various combinations and can be 
conveniently tucked away in the 
pocket or any handy corner of the 
car. 


No. 3 Set, as illustrated, consists 
of six of the most commonly used 
sizes of sockets, and a %4” hex han- 
dle, in an individual, handy, hinged, 
black enameled metal container. 


No. 30 Set is a combination of the 
No. 3 set and the No. 200 speed 
brace. 


No. 200 Speed Brace, fits any 
NONE BETTER Socket, and is 
especially adapted, in combination 
with the L Type handle, for a rim 
wrench. 


No. 5 Ratchet Handle is unusually 
rugged and can be used in combina- 
tion with any NONE BETTER 
Socket. 


No. 201 Set is similar to the No. 
3 Set, but more complete, since it 
consists of eight sockets, a screw 
driver socket and an L type handle. 


Write for our Socket Wrench Catalog 
giving complete and detailed information 
on a line you'll find profitable to sell. 


Britain Machine Co. 


Connecticut 
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Standard Automatic No. 5-D, an ideal 

incubator for the medium-sized poul- 

try farm. 500-egg capacity, occupies 
floor space 48 x 35 inches 











AUTOMATIC 
INCUBATORS 


Sell on Sight! 


NE good look—and every real poultry- 
man knows why Automatic Incubators 
produce ideal hatching conditions. He 
realizes the profit making opportunities they 
offer him to raise larger, stronger chicks 
from each hatch. He is enthusiastic over the 
patented Automatic Revolving Chute which 
insures correct heat at all times. 








Let him examine the machine carefully. He 
will note and approve its sturdy construction 
which means a lifetime of service. The ex- 
acting care and thorough workmanship put 
into every part prove to him the sterling 
worth of this superior incubator. 


For quick, easy turnover and a big margin 
of profit, stock Automatic Incubators. A 
large and growing demand for them exists 
everywhere. Our proposition is the greatest 
money maker in poultry equipment ever 
offered the dealer. Write to-day for com- 
plete descriptions and prices. 


The Automatic Incubator Co. 
Dept. 3 - Delaware, Ohio, U. S. A. 
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Better Barns Mean More 
Hardware Profits 


(Continued from page 130) 


Again, when closed-top milking pails were first 
ruled in, they were made with such tiny openings 
that farmers were scarcely able to milk in them 
without wasting a considerable amount of milk. 
After complaints began to come in, we took up the 
matter with the inspector and had a different pail 
top approved, with a larger opening, which pails 
we at once had made up, in our store tin-shop— 
another bit of cooperation for the farmer. 

It is just as easy to pull with the established 
order, as it is to be “agin the law,” and it pays in 
the end, even though it may seem a bit hard at 
times. 

For instance, just. prior to the inception of the 
latest approved milk strainer, we had made an un- 
usually heavy purchase of the former model and 
by purchasing in quantity, we had secured a good 
price and had lowered the retail price accordingly. 

We had no sooner placed them on sale at this 
agreeable reduction than the milk inspector called 
and told us that he could no longer approve of this 
strainer, due to orders from headquarters and that 
he felt bound to inform us accordingly. 

The new strainer retailed at three and four dol- 
lars for two sizes, whereas we had just reduced the 
former style to two dollars and a quarter. 

We at once decided to lose credit for the price 
reduction and even in face of farmer insistance of 
purchasing the cheaper strainer for his good and 
our loss of price prestige, we boxed them all up, 
secured permission to return them to the manu- 
facturer, which we then did at our expense. We 
could have sold all of them, no doubt, to uninformed 
farmer customers who would only too late learn 
that they were no longer approved but, obviously, 
ultimate good will is worth infenitely more than a 
biased immediate profit. 

So then, our message to other hardware dealers 
who may be pursuing the dairy dollar via hard- 
ware channels, is one of cooperation all the way 
round and all the year round. 

We haven’t offered any suggestions as to what 
to sell: local requirements and a dairy supply cata- 
log can best furnish that information. 





Business and Agriculture Pull Together 


To show what can be accomplished by busi- 
ness and agriculture working together, William 
Harper Dean, Chief of the Agricultural Bureau 
of the Chamber of Commerce of the United 
States, in a communication to the Dallas, Oregon, 
Chamber of Commerce, cites a number of striking 
cases of the work done by similar organizations 
in various parts of the country. 

Eight years ago, through the Selma, Ala., 
Chamber of Commerce, steps were taken to ascer- 
tain what crops other than cotton might be profit- 
ably grown in the vicinity. Next a dairy industry 
was inaugurated, the bankers financing the pur- 
chase of dairy cows by the farmers and the busi- 
ness men pledging money to start a creamery. There 
are now two creameries in Selma, doing a business 
of well over $2,000,000 annually. Dallas County 
has 76,000 hogs and 50,000 cattle. 
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How Heickel Sells Pumps 


(Continued from page 168) 





retees 


tory for expert advice. The slight delay never 
hurts the sale. In fact, the farmer becomes greatly 
impressed with the thoroughness of your service. 
He feels that you are conscientious in your en- 
deavor to equip him properly. 

“There is, of course, some replacement business 
on pumps, such as glass or leather valves, depend- 
ing upon the make pump you handle. Pump fit- 
tings are mostly 1%, or 1% inch in diameter. 
General practice on hand pumps is to quote a price 
which includes an extra four-foot length of pipe. 
The average cistern is from 7 to 8 feet deep. The 
extra four-foot extension brings the pump to the 
proper depth.” 

Mr. Heickel has made a pump market survey in 
his county and works from it. A survey is easily 
made in a few days. Determine which farms in 
your territory are without adequate water facili- 
ties and you have a first-class prospect list. Visit 
the farms on the list, learn the specific require- 
ments in each case and make a proposition to the 
farmer. Don’t talk pumps and pipe—talk water 
facilities, the advantages and necessity of avail- 
able water for the stock and for the house. 





Turns 15,000 Electrical Goods 
Stock 5 Times Annually 


(Continued from page 170) 
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tractive, but we never lose money on a special sale. 
We believe in selling a volume and retaining the 
profit. And then, too, we are always careful what 
we select for a special. It must always be something 
like that particular stove, something which has merit, 
which people know about, more or less, and which 
we can guarantee to give satisfaction.” 

Just then Ben Brown came up, and Max explained 
to him that he had told us that the firm was always 
careful about what it selected for a special sale. 

“Yes, that’s very important,” Ben Brown said. 
“It should always be an article or an assortment that 
can be generally used.” 

“How good was my memory?” asked Max Brown. 

“What do you mean?” 

“About the amount of electrical stock.” 

“Oh, You’re right. It’s $15,000,” replied Ben. 

And then the conversation drifted into the advan- 
tages that accrue to the hardware dealer who handles 
electrical goods. Both brothers stressed the point 
that we are living in an electrical age and that the 
modern hardware store is the logical place for elec- 
trical merchandise. 

“There are so many necessities for the home to- 
day that are operated by electricity, that the hard- 
ware man who neglects to develop his business by 
selling electrical goods is losing out,” said Max 
Brown. 

“Do you think the hardware store should handle 
radio, too?” we asked. 

“Absolutely,” he replied. “That’s the surest way 
of getting the younger generation into the store. The 
hardware dealer who doesn’t handle radio is neg- 
lecting to look into the future.” 
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Dollars in Gardens! 


Ideas move merchandise faster than 
conversation. You can _ talk 
spades, seeds and seeders, wheel hoes and 
wheel barrows for days. But just once 
sell your customers a garden —a real 
honest-to-goodness home garden right at 
the back door, and that garden will work 
for you harder than a library of words. 


For instance: One successful merchant we 
know put a box full of earth in his sunniest 
window and planted it with seeds from his 
display. “Watch them grow!” he printed on 
a card. His neighbors and customers did— 
every day. Naturally his sales for seed, fer- 
tilizer, seeders, wheel hoes and all the garden 
sundries kept pace. 


This idea did the talking for him. You 
can make money and move stock as easily as 
he. Give your merchandise a chance to 
speak for itself. It will, with profit. 


For merchandising helps, advertising cuts 
to sell the home garden idea, write us. 


S. L. ALLEN & CO., INC. 


Largest Manufacturers of Specialized Field 
and Garden Implements in the World 


Sth and Glenwood Ave. Dept. 18 
Philadelphia 


Planet Jr 
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Make Your Hardware Talk! 








INCREASE YOUR DAILY SALES 
WITH UP-TO-DATE SIGNS 


WITHOUT PREVIOUS EXPERIENCE you or 
your youngest clerk can brush up an attractive 
showcard, price ticket, or streamer in one or more 
colors that will look like the work of an experienced 
artist. Good-looking signs made on the 


Showcarder 


dignify your store and sell your goods! Nothing to 
puzzle over. Simple directions tell just what to do. Full 
equipment with each outfit. 


INCREASE SALES BY GIVING A VOICE TO ITEMS 
IN YOUR STOCK 


A few extra daily sales will make a world of difference 
in your bank account! 


Write for illustrated folder and price on Special Hardware Outfit. 


SHOWCARDER, Inc. 
2332 University Ave. ST. PAUL, MINN. 








HOUSECLEANING SALE 
SPECIAL $1.00 LEADER 


IX FOR ON 
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HOUSEHOLD BRUSH SET 


Ask the Clerk 
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Set Consists of 
Following 
Brushes 
owl 

Pipe or tube 

Clothes 

Vegetable 

Bottle 

Bath 

Each set packed in 

carton 

This set of brushes as a “Leader” or “Special” 

for $1.00 Day or Special Sales has made hundreds 

of customers for us. It’s a volume seller. 


Ask your Hardware Jobber 


JEAN CARO PRODUCTS CO. 


FREEPORT, ILL. 






















February 5, 1925 


Sell Tools in Assortments and 
Double Your Sales 


ARGER tool sales are possible by selling tools 
in assortments. That has been the experience 
of the Reno Mercantile Co., Reno, Nev., which 

turns over its $6,000 stock of tools three times a 
year. cay 

A householder who usually buys only a hammer, 
can very often be persuaded to buy a hammer, a 
screw driver, plane, and, perhaps, a hatchet or a 
file if the individual items are grouped together in 
an assortment and offered to him at a lump sum. 

The average man hesitates about buying two or 
three different tools at one time unless he actually 
needs them. But if he can buy two or three to- 
gether for a reasonable price he will frequently 
do so. That, as we have said, has been demon- 
strated by the Reno Mercantile Co. 


Another thing that this firm does which is not 
done to any great extent by hardware dealers is to 
sell tools to women. One of the reasons why it has 
been eminently successful in this has been because 
it has developed a large woman’s trade by stocking 
things that women buy, such as china and glass 
ware and other household articles. 


Women seem to have a liking for buying assort- 
ments at a lump sum, especially if the figure is an 
odd one, such as $1.98 or $3.49, etc. Knowing this, 
G. H. Eaton, proprietor of the Reno Mercantile Co., 
made up special assortments of chinaware and other 
household things which he price tagged at odd 
figures. 

The difference in the volume of sales was very 
noticeable. He also used his window for displaying 
the goods he was offering in assortments, and, as 
it was somewhat of a departure from the usual 
practice of merchants at that time, the display 
naturally attracted a good deal of attention. Mr. 
Eaton also inserted ads in the newspapers so as to 
reach the country trade. 


The idea struck him that if women liked to buy 
dishes in assortments, men might very likely be 
interested in small assortments of tools. So he 
tried that out, made up a few assortments and put 
them on display in his windows and inside the store 
on tables. 

But the unexpected happened. The men didn’t 
seem to show so very much interest’in the tool as- 
sortments, but the women did. A number of 
women bought assortments of tools, and, of course, 
they advertised the fact showed the men what they 
had bought, etc. | 

The men were apparently skeptical for some time, 
but they eventually began to use the tools and, find- 
ing them to be of first grade quality, they began to 
look into the matter, and before long the tool sales 
of the Reno Mercantile Co. began to take on new 
life, to the surprise and gratification of the man 
who originally thought of the idea of selling them 
in assortments. 

This method of selling can, perhaps, be over done, 
and we do not mean to convey the idea that all tools 
can be sold in this way. There are, however, any 
number of good tools that can be sold in assortments 
to householders; to boys (who cannot afford at the 
moment a tool chest); to women who use tools 
around their homes, and, occasionally, to carpenters 
and mechanics as a special sale. 
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Modern Fixtures Will Help 
‘Donley 


Your Sales 
SCREEN 

DooR 

GUARDS 


















cloth is handled on a counter just across from the 
nail counter. The rear section of the store has 
been given over to house-furnishing goods. There 
is plenty of light here and it makes a fine place 
for this merchandise. Regular display tables are 
used in this department and there is wall shelving 
on both sides of the room for stock. 

The builders’ hardware room is finished in 
quarter-sawed oak to match the fixtures. Samples 
of locks, etc., are kept behind oak doors unless 
being displayed to the customer. The room is pro- 
vided with a desk and easy chairs and a drop table 
in front of the window can be used for laying out 
blue prints for estimates. 

Wrapping counters are placed at convenient lo- 
cations. One is located near the manager’s desk. 
Another is available at the nail counter and one is 
placed in the household department. Cash is car- 
ried to the office by means of a carrier system and 
these stations are also conveniently located near 
each major department. 

In buying new fixtures a dealer must keep in 
mind that the cost is not the only thing involved. 
Briefly a modern store will attract more trade, 
increase sales at least 10 per cent the first year 
and make it possible to serve customers quickly 
and with fewer steps, especially if there are a 
number of little step ladders which fit over the 
ledge as shown in the illustrations. A dealer has 
the right to figure that a modern store will not 
only increase sales but the fixtures will pay for 
themselves in a few years’ time. 

The experience of the Tank’ Hardware Co. is but 
typical of that of other retailers who have equipped 
themselves with up-to-date store fixtures that not 
only were more sales possible but with much 
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are one of the fastest selling ar- 
ticles you can stock. Every cus- 
tomer is a prospect for at least two 
o-bar sets. 


They protect the screen—re-inforce the door 
and keep it from sagging. Three-bars to a 
set—one screw in each end of the bar. 


Made in four sizes to fit any door from 2’— 
6” to 3’—6”. 


Retails at 75c. per set. 


L, The Donley Mfe.CO. ol 
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smaller effort. One dealer at Springfield, Minn., 1810 1925 
did a larger volume of business after modernizing 
his store and was able, at the same time, to cut 
his store force from four to three. 

One of the principal features of the modern fix- 
tures is to bring the merchandise nearer to the 
customer. The old idea seemed to be to hide the ANKS that know the hardware business from a | 
various items in nondescript boxes, place the boxes hardware man’s point of view are not many in the 
well out of reach on shelving that ran clear to the United States. | 
ceiling and then to make real certain that the Rng ie gy mgs aS one poser Bank — the pe - 
prospective customer would keep his distance, a ew York is particularly fortunate in that its officia 
barrier of showcases and counters was erected in + ange ns — have had actual experience in 
front of the shelving. But the old order changeth 
—-in the newly equipped store the various items This experience is at your service. Write us about 
of merchandise are sampled on display doors your banking problems; call on us when in New York 


: : h hat mbinati f kn 
which cover the front of the shelving where the aa pci an gpd nes lish. ion of know- 


surplus stock is kept. It is the silent suggestion ) 
of tempting displays that increases sales—not the 
-amount of goods carried in stock. 








THE 
MECHANICS & METALS 


Isn’t It So? NATIONAL BANK 


There’s much talk about a burglars’ union or 
social club—we would recommend the policeman’s OF THE CITY OF NEW YORK ) 


club. 























Capital, Surplus and Profits, $26,500,000 : 
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Twenty-five Per Cent Cut May Be Made in 1924 


Income Taxes 


Congressional Dopesters Predict Extra Session for October 1—Mellon 
Will Try Again to Reduce Surtax Maximum 


Washington, Feb. 2, 1925. 
HE first gun has been fired in 
the administration’s campaign 
for further tax reduction. The 
dopesters on Capitol Hill freely pre- 
dict that the first session of the next 
Congress will slash individual income 
taxes at least 25 per cent and will 
abolish many vexatious imposts besides 
amending numerous’ administrative 
provisions that have worked badly dur- 
ing the past two years. 

The signal for the launching of the 
tax reduction mevement was given dur- 
ing the past week when a caucus of Re- 
publican members of the House was an- 
nounced for February 27. This cau- 
cus will choose a Speaker to take the 
place of Representative Gillett of 
Massachusetts who has been elected to 
the Senate, fill a lot of committee va- 
cancies and perfect the Republican or- 
ganization of the House so as to enable 
it to carry on without delay or change 
in the new Congress. 


No Spring Session of New Congress 


From the White House has come an 
intimation that the President has de- 
cided not to call the new Congress in 
special session in April as heretofore 
suggested, but to summon it Oct. 1 or 
15 tor the purpose of enacting a com- 
prehensive tax reduction and revision 
law. This would enable Congress to 
begin operations two months in ad- 
vance of the usual date and probably 
to dispose of the revenue .question be- 
fore the regular work of the session 
would be taken up. 

It is further understood that ar- 
rangements will be made to authorize 
the Ways and Means Committee of the 
House to hold sessions and hearings 
during the coming recess, for the pur- 
pose of perfecting the proposed reve- 
nue bill in order that no time may be 
lost in giving it consideration when 
Congress meets in October. It is be- 
lieved the committee will begin its ses- 
sions as soon as the Treasury Depart- 
ment can furnish reliable figures as to 
the amount of surplus that will be 
available at the end of the fiscal year. 
which éloses on June 30 next. 

It is thought that the Secretary of 
the Treasury will be able by June 1 
to make a reliable forecast of the prob- 
able condition of the Government’s 
strongbox at.the end of the fiscal year. 
The Ways and Means Committee could 
thus begin its sessions not later than 
June 15 and under the pressure of the 
high temperature of a Washington 
summer, should easily complete a sat- 
isfactory revenue bill long before the 
convening of the special session of the 
new Congress. 


Surplus Belongs to People 


Believing that any surplus fund in 
the Treasury on July 1 belongs to the 





By W. L. Crounse 


people, President Coolidge and Secre- 
tary Mellon are of the opinion that the 
new revenue reduction bill should be 
retroactive along the lines followed by 
the reduction measure enacted early 
in the present Congress. In other 
words, the President and his chief fi- 
nancial adviser are expected to recom- 
mend to Congress the passage of a re- 
troactive law under the terms of which 
taxpayers will enjoy a reduction of 25 
per cent of the taxes paid in the cal- 
endar year 1925, on incomes which ac- 
crued in 1924. 

If this provision is approved by Con- 
gress it will involve a little juggling of 
tax payments somewhat along the lines 
pursued during the calendar year 1924. 
Assuming that this provision does not 
become a law before Dec. 1 it will prob- 
ably provide that taxpayers may secure 
the proposed 25 per cent reduction on 
payments made during the year by 
withholding the payment to be made 
on Dec. 15. 

In the case of taxpayers who have 
already paid their taxes in full a 25 
per cent refund will be arranged along 
the lines followed in 1924. 


Must Pass Before December 15 


It will be noted that the adjustment 
of this proposed 25 per cent reduction 
is predicated upon the enactment of the 
necessary legislation before Dec. 15 
next. Inasmuch as other provisions of 
the tax reduction bill might encounter 
opposition that would delay the final 
passage of the measure beyond the 
date referred to, it has been suggested 
that the situation could best be met by 
the passage early in the special ses- 
sion of an independent joint resolution 
authorizing the proposed cut. , 

Such a measure would be wholly un- 





objectionable and could probably be en- 
acted within a few days after the meet- 
ing of Congress in special session. 
What ever differences of opinion might 
develop regarding other features of the 
tax reduction and revision program 
there is certain to be great unanimity 
with respect to a 25 per cent slash in 
the taxes to be paid in 1925 on 1924 
incomes. 

In view of his consistent record dur- 
ing the past three years jt seems prob- 
able that Secretary Mellon will again 
seek to bring about the reduction of the 
maximum, surtax limit from the pres- 
ent level of 40 per cent to 25 per cent. 
The Secretary is confident that such a 
change would place the preferred 
stoeks of sound industrials on a parity 
with tax-exempt Government bonds 
and State and municipal securities. 


Would Check Tax Exempt Issues 


The establishment of such a parity 
would put an end to the current move- 
ment for the investment of the sur- 
plus income of men of large wealth in 
tax-exempt securities. Incidentally it 
would probably make it a trifle more 
difficult for municipalities to procure 
money and would put a wholesome 
check upon extravagant expenditures 
for municipal purposes. 

There can be no doubt that a 25 per 
cent maximum limit on surtaxes would 
force States and municipalities to pay 
higher rates for borrowed money, but 
this probably would not be an unmixed 
evil as it would limit borrowings to 
actual necessities. Under’ existing 
conditions billions of dollars have been 
borrowed apparently because of the 
ease with which tax-exempt securities 
can be floated. 
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Conlon Corp. Announces 
Sales Dept. Assignments 


The Conlon Corporation, Chicago, IIl., 
manufacturer of Conlon electric clothes 
washers and Western Electric clothes 
washers, has announced appointments 
and assignments in their sales organi- 
zation as follows: 

R. J. MacDowell, assistant sales man- 
ager; E. C. Connelly, assistant sales 
manager, and W. A. Brown, advertising 
manager, to be located at Chicago. Dis- 
tric managers are: C. E. Vollmayer, 
Waterbury, Conn.; W. J. Marshall, 
Cleveland, Ohio; J. F. Fosnight, Kansas 
City, Mo.; J. B. Derr, Philadelphia, Pa.; 
D. D. Napier, St. Paul, Minn.; H. L. 
Dollahan, Chicago, Ill.; F. B. Moore, 
Toledo, Ohio, and W. N. McGreenery, 
Boston, Mass. 

Chicago territorial representatives 


are: N. O. Wallgren, W. R. Carlisle, 





F. C. Snyder, N. A. Wink, R. W. Ben- 
edict and W. C. Abbott. 





Richards-Conover to Move 
to Larger Quarters 


Announcement has just been made of 
the purchase by the Richards-Conover 
Hardware Co., jobbers of Oklahoma 
City, of the seven-story building in that 
city known as the Southwest Ware- 
house. According to M. E. O’Neil, man- 
ager of the company, there is some 
slight remodeling necessary before the 
building will be suitable for their busi- 
ness, but that they expect to take pos- 
session within the next sixty days. 

The Richards-Conover company have 
been in business in Oklahoma City for 
the past eighteen years and have dur- 
ing that time occupied the three-story 
building where they are now located 
and which they own. 
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FOR THE CONVENIENCE 
of TRAFFIC MANAGERS and 


[z M S FREIGHT FORWARDERS 


Great Britain L.M.S. 


Great Britain 
f LONDON, MIDLAND & SCOTTISH RAILWAY OF GREAT BRITAIN announce 

3 “THE BEST WAY” " 

A Freight Traffic Office in America where 

particulars may be obtained of: 

(1) Conveyance rates on merchandise from 
the seaboard to the interior of Britain. 

(2) Port dues, transfer charges, etc., from 
the principal ports. 


(3) Storage and distribution charges in any 
part of Great Bricain. 
























L.M.S. connects all the prin- For full information, address: 





oe ages ate eo Tho masA. Moffet, Freight Traffic Manager in America 
Wales and industrial Ireland. Sapien esaa mascot’ ag we oun 








L.M.S. carries over 150 mil- 
lion tons of freight annually. LMS 


GREAT BRITAIN 
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Emphasize Your 
Business Location 


Put your store into the spotlight of 
public attention. The Flexlume electric 
sign does that because of outstanding 
boldness and clearness up and down the 
streets. It emphasizes your location, 
bringing patronage from many who now 
pass it by. 

Flexlume is a double duty sign—by 
day, bold, snow-white raised letters of 
glass against a dark background; by 
night, brilliant, solid letters of light. 

Flexlume has built increased business 
for hundreds of hardware dealers—it will 
do the same for you. Write today for 
photo-prints showing installations—and 
information as to how your own needs 
can be economically satisfied. 


1230 Military Road Buffalo, N. Y. 
Phone: ‘‘Flexlume’’—All Principal Cities 
Factories also at Detroit, Los Angeles and 

Toronto, Ont. 
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Keep the Cutlery Business in the Hardware Store 


(Continued from page 202) 


bone to pick with our competitors, but far be it 
from my intention, because as a class of merchants 
they have in the past two decades emerged from 
their somnolence and semi-professionalism to that 
of progressive merchants. ’Twould be well for 
many hardware men to emulate them. 

One of the greatest drawbacks in handling cut- 
lery is the artificially stimulated buying periods. 
This elegant line of merchandise is woefully neg- 
lected during the greater part of the year and then, 
in the late fall, we overbuy because the holiday 
sales are expected to produce quite a large volume 
which is usually true. But why plunge to the ex- 
tent of so much more goods than common sense or 
reason can justify? 

A careful analysis will prove that while the turn- 
over in hardware, in general, is pretty low, that of 
cutlery is below the general average. This deplor- 
able condition is not the fault of the goods but the 
lack of intelligent buying and selling and the ab- 
sence of records to use as a guide to re-order. Too 
much is done by guess or by gad. Some time ago, I 
tried an interesting experiment to determine if the 
clerks in the store had any knowledge of the best 
sellers of a line. Not one of six came near the 
truth, nor did any two agree. The study of the 
stock control records, such as were described in a 
previous article in HARDWARE AGE, showed aston- 
ishing tendencies of sales. The quantities of every 
item in the line’were recorded once each month as 
well as the purchases. A careful perusal of these 
records showed the good sellers. No slow seller 
was ever re-ordered, so that a line of merchandise 
which had previously yielded a little over 1% turn- 
over in one year increased to more than four the 
next. If any of the six clerks had been permitted 
to buy according to his judgment, he would have 
bought heavily of the ones he liked best and in no 
case would the best sellers have been included. 

I wonder if I have made myself clear on this 
point. A buyer must necessarily determine his 
first selections in which there are certain to be more 
or less lemons, but if he does not benefit by his 
mistakes and lets the same occur again, he is a dub. 
How is he to know the good from the bad? He 
should tabulate each item and keep available rec- 
ords which will enable him to study the movement 
of each item so as to eliminate the slow ones. A 
careful study of cutlery will enable him to steer 


clear of the dead ones and if he buys the live ones 
frequently and in conservative quantities, the re- 
sults will be satisfactory turnovers and handsome 
profits. A live cutlery department will add class 
to any hardware store and if properly conducted 
need fear no competition. 


In this article, I have abstained from discussing 
the technique of the line. Such information is 
available at all times to those seeking it by calling 
on the salesman representing jobber or factory. 
These men are anxious to pass on such informa- 
tion to help the clerks and others in the store. A 
man need not know the formula of the steel in the 
blades but he ought to know enough about the ar- 
ticle he sells to answer intelligently any question 
so definitely important to the customer as, “the 
reason for a great disparity in the price of two 
articles apparently alike.” 

This phase is in no other line so apt to occur as 
it is in cutlery. The honest-to-goodness article is 
frequently imitated by inferior makes to the ex- 
tent that the public is fooled into believing that it 
is the same. In selecting a line of cutlery, it is 
well to stick to well known makes whose reputa- 
tions have been built up by consistent performance 
and satisfied users. If I were to hire one of two 
boys, one whose father was a well known, honor- 
able and successful citizen and the other a foster 
son whose parentage was unknown, would there be 
any question as to whom would be chosen for the 
position? 

It behooves the hardware man to put forth every 
effort to make the best possible display of his wares. 
Keep his windows nicely trimmed all the year round 
with at least a small showing of cutlery. Have all 
items in the windows price ticketed. If the local 
drug store sells razor blades at reduced prices, do 
likewise. The companion sales possible when men 
buy razor blades have profitable possibilities. Keep 
the men coming in for these little items and they 
will buy the pocket knives for themselves, as well as 
scissors, shears, kitchen and other cutlery for their 
wives; and do not overlook the toilet clippers to 
the girls in this bobbed hair age. 

It is not a bad idea to put in stock all kinds of 
shaving accessories such as shaving soap, shaving 
cream, talcum powder, toilet water, etc., and, of 
course, shaving brushes. Fight fire with fire. 








A Hardware Party That Built Prestige 


T is quite possible that the society editors of the 
daily papers never even knew about the party 
given the other evening at the hardware store 

of H. F. Leibsle, Des Moines, Iowa, by Mr. Leibsle 
with the assistance of two representatives from a 
large saw manufacturing company. But even if it 
didn’t get into the society columns, the affair was 
a huge success and “a pleasant time was had by 
all.” 

Every carpenter in Des Moines received a letter 

invitihg him to the party (no newspaper announce- 
ment was made) and 260 attended. Souvenirs in 


the form of time books and carpenters’ lead pencils 
were distributed to the guests and short talks were 
given on the uses and care of tools. Novel music 
was provided by J. E. Johnson, who is an expert in 
rendering real melody on an ordinary hand saw. 

Mr. Leibsle, in telling about the party, said: “We 
did not attempt to sell merchandise, in fact we 
could not. The store was filled with mechanics to 
the extent that it was impossible to show goods. 
As a whole, we feel that we have been greatly bene- 
fited by the demonstration.” 
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WARREN HARDWARE STORE FIXTURES 
mu gia r Say 
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Why Jobbers’ Salesmen Recommend ‘‘Warren’’ 


Jobbers’ salesmen, who have the best interests of their dealer customers at heart, recom- 
mend Warren Fixtures. And quick turnover of merchandise is the reason. Almost daily, 
merchants tell them of increasing sales two, three and four fold through the classification 
and display of merchandise in Warren Fixtures. 


If you contemplate WARREN HARDWARE STORE FIXTURES 


changes or alterations § Byt increasing sales is but one advantage. Consider the saving of customers’ time, the 
in your store and are _ greater accessibility of merchandise, the speeding up, in waiting on customers, the more 
interested in the pur- attractive store; consider, too, the fact that a merchant can actually do more business in 
chase of new Store Fix- 2 Yt ’s time and make a better showing on a smaller stock than is possible with old-style 


fixtures. 
tures, our new catalog, Jobbers’ salesmen realize, too, that Warren Service does not necessarily end when placing 


just off the press, will orders for fixtures. Our Service Department will gladly help you decide upon the correct 
selection and arrangement of fixtures, and render the fullest co-operation in seeing that 
you secure the maximum benefits from the installation. 


“There Is No Substitute for Warren Fixtures’’ 


J.D. WARREN MFG. COMPANY 
159 N. State St. Chicago, Illinois 


DIXON’S 
FLAKE GRAPHITE 


The World’s Perfect Lubricant 


Ninety-eight years’ experience in producing and refining 
graphite is behind this product. It is free from grit or other 
abrasive substances and its distinguishing quality is that of rich 

unctuousness—smoothness and softness to the touch. 

Dealers who sell Dixon’s Flake Graphite do not worry about satisfied 


customers. It is the standard flake lubricating graphite and is the pret 
erence of every engineer and mechanic. 


be sent upon request. 





















Write for Trade Prices 40-C. 


Joseph Dixon Crucible Co. 


Jersey City, N. J. D&M Established 1827 






No. 1—Coarse Flake 
No. 2—Fine Flake 
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Look for the 
Tag,” 
Quality 


“Red- 


The Mark of 


SPRUCE. LADDERS 


P GATCH-A 
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CYCLONE 








REG. U.S. PAT. OFF 


BASKET 
Rubbish Burner! 





home. Provides an easy, convenient way to 
keeps burning fragments confined. Sturdy, 
rable. Upright wires spaced 1% in. apart. 
in. high, diameter at top 20 in. 
enamel finish. Shipped nested in lots of 
Keep this Cyclone leader before your trade. 
means a source of steady profits to you. 


Order Now! 


CYCLONE FENCE COMPANY 


Factories and Offices: 

Waukegan, Ill. 
Newark, N. J. 
Western Distributors: 


Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


LL 


Trash Basket! 


Twelve months of the year, the Cyclone Catch- 
All Basket is in big demand. Needed by every 


dis- 


pose of rubbish. Safe—the close woven mesh 


du- 
29 


Baked green 


Six. 
It 


Cleveland, O. 
Fort Worth, Tex. 
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Bronze ana Copper 
FLY SCREEN CLOTH 





To meet the constantly growing 
demand for this perfectly woven 


Real Screen Cloth, we carry a stock of 
Screen One Million Square Feet. 

Cloth 

Thes As rapidly as the orders come in 
hii —*“Spargo”’ goes out. 

the Besides attractiveness, durabil-— 
Part ity-is woven right into it. 


Write for prices. 


SPARGO WIRE CoO. 


ROME, N.Y. 











TWO IMPORTANT FACTS 


‘ 


haustive tests by the Educational Bureau, Paint 
Manufacturers Association of the U.S., which proved 


ESE have been clearly established in recent ex- 4 











conclusively that the radiation efficiency of radiators 
Fact1 which have been enamelled is considerably increased Fact y 
over those to which gold or aluminum bronze has 
BARE been applied, or those which have been left in their RADIATORS 
RADIATORS original state. COVERED 
OR THOSE WITH 
COVERED — ' a il PHOENIX 
WITH One of the largest radiator manufacturers in the world unreservedly recommends MARBLEITE 
METALLIC RADIATOR 
PAINTS 0 E N ENAMEL ) 
LOSE 30% | GIVE 100% 
RADIATION MARBLEITE RADIATION 




















RADIATOR ENAMEL 


S SUPERIOR in covering property and heat radiation to metallic paints, bronze, etc. 

Made in twelve shades to match decorations and furnishings. Special colors for industrial work. 

This is an unusual, easy-selling specialty with a very definite market and strong selling argument. 
Liberal discounts—write for detailed prices and plan of dealer helps. 


PHOENIX PAINT & VARNISH COMPANY 


124 Market Street, Philadelphia, Pa. 
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Frost’s Friction and Elbow Catches 


Profitable Little Sellers 


Dealers who have stocked Frost’s Friction 
Catches and Frost’s Elbow Catches find them prof- 
itable little sellers. 


Frost’s Friction Catches shown at the left are 
the most practical catches made for equipping Cabi- 
nets, Cupboards, Closets and other home fixtures 
that have Small Doors. Being invisible they assure 
clean, beautiful lines for interior trim. 


























without special tools. 


They come in sizes and styles for average require- 
ments. Adjustable type simply and easily adjusted 
Non-adjustable type which 
are desirable where lower cost must be considered. 


Frost’s Elbow Catches shown at the right are 
also needed in new homes built with Cabinets or 
Small Door Fixtures. 


Both are steady sellers to Carpenters, Cabinet 
Makers and Home Owners. 


Send for Sample Catch and Prices. 


C. L. Frost & Son 7220 72 Ave 





R Striker 


Grand Rapids, Mich. 






















GRIFFIN— 


the hinge that is made 
of specially rolled steel 
under rigid inspection 
to combine enduring 
strength with a finish 
of lasting beauty. 


complete GRIFFIN Line 





GRIFFIN, Hinges are 
made in a wide vwa- 
riety of sizes and de- 
signs to answer the 
requirements of all 
types of building 
construction. 


GRIFFIN Hinges are 
made entirely in our 
own mills—each butt 
wrapped in moisture 
proof paper and 
packed one pair in 
a box with screws to 
match. 


Write today for our price list and the catalog of the 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 


7AW. Lake St.,Chicago, Il, 








We Also Manufacture 


Cellar Window Sets, 

Hasps and Safety 
Hasps, 

Door Handles and Door 
Holders, 

Brackets, Push Plates, 

Drawer Pulls, Door 
Stops, 

Sash and Screen Lifts, 

Barrel Bolts, Corner 
Braces, 

Corner lrons, Washers, 
etc. 


WAREMOUSE 
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“Red Devil’? Fence Tools 
—Profitable Items for 
Spring Farm Business 


Just as sure as every farmer needs to keep his fences 
in good repair, just as sure will he buy this Fence 
Tool the moment he sees it. 

No other tool compares with it! Combines 8 tools 
in one—a staple puller, hammer, wrench, wire 
stretcher, wire cutter, pinchers, wire tier and pipe 
grip. 

Saves wire, staples—saves hiring men, as one man can do 
as much work with this tool as three can without it. Forged 
from steel. Size 10 inches long. -Attractively packed, 1 in 


a box, 6 in a carton. Order a dozen from your jobber, or if 
not in stock, write us. Catalog on request. 


Smith & Hemenway Co., Inc. 


Manufacturers of “Red Devil’? Tools 
98 Coit Street Irvington, N. J. 








































The Cheney Display Stand 


A Little Sales Department in Itself 


A completely equipped outfit that will attract trade and increase 
your profits without adding one iota to overhead or selling costs. 









A Cheney Grinder Display Stand can be placed wherever most 
convenient and occupies practically no floor space. They are genuine 
business builders and there isn’t a slow mover in the assortment. 


Employ this wonderful attention-getter and your cus- 


tomers will serve themselves. You'll be’ more than 
pleased with the results. 


Fao Cheney and Royal Grinders 





These popular grinders em- 
body only the best in materials 
and workmanship. Their 
powerful gears are accurately 
cut and insure smooth, noise- 
less and positive operation. 


Wheels are of the highest 
quality procurable and every 





trade. 


S. CHENEY & SON 








CHENEY AND ROYAL 
Grinder is backed by years of 
experience in the manufacture 
of dependable products. 


There is a type and size for 
every requirement for use in 
the home, garage, shop or on 
the farm. 


We will be glad to furnish circulars and advertising matter for your 


Write your jobber for prices and details. 


Manlius, N. Y. 
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3 IN 1 Cement 
Patching Cement 
Vulcanizing Cement 
Relining Cement 
P. P. & B. Cement 
Bicycle Rubber Cement 
Wood Rim Cement 
Tire Gum for mending 
punctures in casings 
Airtite Solution for Bi- 
cycle Tires 
Rimr & Gasket Shellac 


Paint & Varnish Remover 


HARDWARE AGE 
Established 1904 


—RED X PRODUCTS— 


FOR THE AUTOMOBILE, BICYCLE AND SHOE REPAIR TRADES. 
ELECTRICAL, FRICTION, WHITE MASON, AND RUBBER TAPE 
RUBBER CEMENTS FOR EVERY PURPOSE 


“FORCE-O” 


This greatest of all fuel accelerators 
is having a wonderful sale. It gets 
the motorist off to a good start, even 
in the coldest weather. 


It removes the knock, prevents car- 
bon forming, gives more power to 
the gasolene, increases the mileage 
and cools the engine. 


Contains nothing harmful to motor 
Write for Prices on 
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Auto Body Polish 

Auto Metal Polish 

Auto Nickel Polish 

Top & Cushion Dressing 

Neatsfoot Oil Solution 

Carbon Remover 

Penetrating Oil 

Radiator Seal Compound 
(Liquid) 

Radiator Seal Compound 
(Powder) 

Griptite Patching Outfits 

Rim Cement 

Gasket Shellac 

Nut Loosener 











or carburetor. 


the Red X Line. 





Cuts Furnished for Your Catalogue on Request 


—ST. LOUIS RUBBER CEMENT COMPANY— 


3952 W. PINE BLVD., ST. LOUIS, MO., U. S. A. 




















Equipped With 


Electric 
Washer Wav ER AD SH 


The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 
clean — easily and quickly — 
without harming the daintiest 
fabrics. The elliptical tub is 
perfectly smooth on the inside 
—there are no mechanical de- 
vices to wear or tear the 
clothes. 


The tub is made of Douglas 
Fir— GUARANTEED FOR 
TEN YEARS. 
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A new 
practical 
motorized 
wringer 


OROMOMOMOMOMEOE 





We have a sales plan that offers big 
possibilities for live dealers. 


Operates on any 110- 
volt current. 


Sidney, Ohio 


WANG NWGNNG ONG NO NG/ 





GANONG, 


The Buckeye-Prima Company, 
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Profitable Conveniences 
for Home “Industries” 








Household duties are growing more and more modernized. The 
up-to-date housewife is an expert judge of value and has learned 
to discriminate between frills and quality merchandise. 





These buyers represent a large percentage of your prospects 
Blue Bird Clothes and offer plenty of opportunities for increasing your sales with 
ine Reel 
Meets with instant ap- 
proval. Attractive, well 
made and aonb: Gn | LT AE FULTON LINE. 
be hung anywhere in the 
home. 





Lully Prine De Luxe 


Dust Pocket Dust 
Pan with Handle 


As up to date as an elec- 





A stock of these favorite items will advertise your store. Good 


news travels fast—especially when the purchaser is an enthusiastic tric sweeper. We have an 
. interesting propo sition 
booster of your merchandise. awaiting you. A post card 


: | will bring details, 
OUST AN , ° ° ° 
Oe ioe Saee) Women will be proud of their selections and glad to recom- 


mend the Fulton Line to their friends. 







Ask your Jobber to quote you prices or 
write us for address of nearest distributor. 





roomy ores roetee | PATENT NOVELTY CO., Inc. | raven gs, 0 ven 


Dust Pan 
A quick selling quality seerees m4 A lower-priced dealer's 
rect, Sick, cetting quatles Fulton, IIl. On the Mississippi ae ae 
old-fashioned pan. hardened straight edge. 

















lake Advantage of, 
DEM Advertising! 


THE YOUTH’S 
COMPANION 


2D Weer, S, adedd v,/ “0 
wsneswe cr Re A RI own, 
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Generous space in the leading Boys Magazines and Sporting Publica- 
tions is carrying the message of DEM to thousands of young men 
and boys everywhere. Identify your store with this nation-wide 
advertising campaign and cash in on the results 


—— =e 








a 


¥¥ Get Busy. Ordertarly. ua 


; 
a £ 
> THE D&M SPRING LINE § 


ce Y | 
oS 71925 1s READY- | 


Your jobber is waiting to supply 4 
you with this quick selling brand. fa 








— ~& 
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THE DRAPER-MAYNARD CO. 
PLYMOUTH, N.H.,U.S.A. 


New York Branch Pacshe Coast Branch Canadian Branch 
33 Unron Squane West 617 Misstow Street 36} Owranio Sracer East 
NEW YORK CITY SAN FRANCISCO MONTREAL 


Se) PRICE LIST 








230 HARDWARE AGE 


PHTTPTTLTLTTATTLLateieiiiiee TTieall | THT 
ae HULUQUOUUUAUUAV TARVER HNN MLTNLUN LINNEA 


GENUINE 
ARMSTRONG 








BRIDGEPORT 
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Only in Keil Jimmy Proof Locks 
are embodied the latest’ develop- 
ments necessary to combat pres- 
ent-day violence and _ burglary. 
Made of solid bronze metal with 
bolts that protrude out, turn and 
rest horizontally in locked position, 










Indorsed by all burglary 
insurance companies and 
lock experts. 


Write for illustrated 
booklet and trade prices. 





The Saw Test & 


The locking bolts cannot be sawed through because of the hard- 


ened steel inserts revolving inside the bronze bolts. The Keil 
Lock is the outstanding device in all lock safety device history. 


FRANCIS KEIL & SON Inc. 


Established 1876 
401-425 EAST 163rd STREET NEW YORK, N. Y. 





*‘Blossom out’’ This Spring 
with a Fine Stock of 


GENUINE ARMSTRONGS 


There is always a good demand for 
the Armstrong Line, particularly 
in the spring. Get your share of 
this business by having a stock 
adequate enough to take care of 
this demand. 

You won’t have to strain your eyes 
to see the profits, either. 


THE ARMSTRONG MFG. CO. 


CONNECTICUT 


iN qULUL NHL UH LU e E 


The Only Lock Burglars 
Can’t Force, Jimmy or Saw! 


defying the action of Jimmy or 
saw. 

Its extraordinary. safety guaran- 
tees the user that vastly superior 
degree of protection and peace of 
mind in his home or’ business that 
is now derived from the security 
of the massive safe 
deposit vaults in mod- 
ern banks. 







Copyrighted, 1925, 
by Francis Keil & Son, Ine. 
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Your customers ask for Allen 
Set Screws to get the cold- 
drawn sockets (30% stronger. ) 


Ask if they'd like that strength 
in their socket wrenches. 
They've said Yes! when they 
ask for the set screws! 


What nicer chance to “‘plus the 
sale’ than to say to the buyer: 
‘‘Allen Set Screws >—yes, and 
Allen Wrench Sets. We have 
both—with identical advan- 
tages!” 


THE ALLEN MFc. Co. 


139 Sheldon St. Hartford, Conn. 


Hollow Screws and Socket Wrenches 
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Familiarity 
Friendship 
Confidence 


—you'll find all three when- 
ever Starrett Tools are men- 
tioned to the men who buy 
or sell or use them. 


That’s why it’s easier to sell 
a man a Starrett Tool. 


Use and appreciation of 
quality, accuracy and prac- 
tical value — plus Starrett 
advertising — have won 
Friendship and Confidence 
for Starrett Tools where- 
ever men work metal. 


Write for Catlog No. 23 
a 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 


Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 





Sell Starrett Tool 
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Long before radio popularity 


Bissell’s “‘Wireless”’ 


Sweepers 


were serving millions of homes : 


Unlike radio, “wireless” sweeping isn’t new be- 
cause Bissells have been making carpet sweepers 
free from entangling alliances for nearly fifty years 
—good sweepers, quick, handy, quiet-running with 
nary a wire to connect, a switch to touch or any 
added costs for operation. 


This day in every part of the civilized world far- 
sighted housewives with an eye to saving time, 
labor, work and rugs take their instantly ready 
Bissell, the original broom on wheels, and presto! 
lint, litter, dirt and dust are whisked up into the 
sweeper pans for easy emptying. 


Watch for announcement of 
revised Toy Sweeper Line 


No matter what else is owned, homes, hotels, 
apartment houses, public institutions and buildings 
all need this low priced and handy utility that’s 
nationally advertised and salable all year round, 
that nets you a nice margin of profit, that needs 
no servicing and that suffers no mark-downs for 
depreciation. 


Entering the new year with 1924 prices as we have, 
but facing advancing costs, you can wisely place 
your sweeper specifications now for the sure-to-be- 
active spring selling season just ahead and insure 
prompt shipment. 


New York Office & Export Dept. 
46 West Broadway 


Carpet Sweeper 




















Give Your Customers 


A Door Check That Works 


And Open the Door 


to Greater Sales 


The Lic-Wid-Les Door Check closes 
the door one hundred times out of a 
hundred and does it quietly and gently. 
Enthusiastically endorsed by archi- 
tects, builders and contractors. 


There will be a big demand from 
builders for the Lic-Wid-Les Door 
Check as the season advances. Get 
ready for it. 


The No-Liquid Door Check Co. 


Columbus, Ohio U.S.A. 
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UNITED STATES 
Portable Electric 


DRILLS 





| Talk these points 
|and sell more drills 








CHROME NICKEL! 
STEEL GEARS / 


important to you - 


A CHEAPER gear might be 
used—but here again U. 
S. goes to the extreme. 


All the gears are Chrome 
Nickel Steel, hardened, run in 
grease. As your U. S. leaves 
months of gruelling service be- 
hind, this quality and toughness 
will become apparent. The drill 
will carry on with its trouble- 
free service. 






oa Write for the U. 
aly |: S. catalog and the 
ye: new “Handbook 
of Portable Elec- 
tric Drill Prac- 
tice.” Sent free 
on request. 


oe «* 
\ oats 
#4" 






Standard 
Equipment 


District Sales Offices and Service Stations 


Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 

New York 


Complete stocks carried in all service stations 


aes 15 S| 
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WHICH? 
For Small Sales 





Sheet Sand Paper 


Requires Wrapping Requires No Wrapping 
What Grit? No Questions Asked 

Five Cent Sale Ten Cent Sale 

Broken Quires No Waste 

Limited Use Assorted for All Uses 
Sold on Demand Only Creates Sales 

Made for User Only Made for Dealer and User 


Package Sand Paper 


Sandpaper sold to householders is cash 
business with small investment and steady 
turnover—but it has to be in package 
form and the packages have to be where 
folks can see them. DO NOT limit sand- 
paper to the seasonal demands of Painters 
and Carpenters. 


For the householder who paints his own 
car or refinishes his own furniture there 
is Wetordry, the original waterproof 
sandpaper, available in package form. 


Write for free leaflet telling how pack- 
age sandpaper increases sales. 


Minnesota Mining & Mfg. Co. 


Producers of 3-M Brand Abrasives 
799 Forest Street 


Minnesota 


Saint Paul 
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CUGIN 





CORBIN 


SCREW 
PRODUCTS 











UR standing in 
the trade over 
all these years is a 
priceless asset and 
—— is its own best evi- 


Screws—Cap and Set dence of the services 


Screws—Saw Screws, 
and Special Screws of we have rendere d. 


every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 








furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The American Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 


TAATT TTT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 





Coast Representative 


J. L. MeDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


e 
O 
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Pn Oil Sales 


The Brookins Oil Measure speeds the work of 
selling oil. It speeds the motorist on his way— 
it keeps him coming back. 


Customers do not lose a minute. In about half the 
time it takes to service a car with an ordinary 
measure, the crankcase is filled, the service man 
is ready for another car, and the customer is 
ready to go. 


Car owners like the clean, quick, efficient service 
they get with the Brookins. They like the protec- 
tion it gives in oil drawn from a properly marked 
oil ii they go where the Brookins is 
used. 


The Brookins Measure fills any crankcase with- — ARCY — 
out funnels and without spilling. The flow is 
started and stopped at will by a positive thumb- 


control valve. A specially designed lip prevents SCREW DRIVERS 


overflow. Every service station and garage needs 





a complete set in one, two, four and five quart Attractively Displayed 
sizes. To Make B B be 
Order Brookins Measures, Brookins Emergency Oo Make buyers Duy “ore 


Gas Cans and Brookins Steel Price Charts from 


- A good eye-catcher makes selling more profitable 
your jobber. If he can not supply you write us. 


and will give quicker service to your customers. 


Marcy Screw Driver Assortments 
The Brookins Mfg. Co. and Sune 
342 Xenia Ave., Dayton, Ohio suggest many ways for increasing your turnover. 


You can capture that extra sale which is very 
often forgotten by the average buyer. Better 
still, sell him a set to meet all his requirements. 





Marcy Radio Screw Driver Set 


A popular-priced handy outfit for every radio 
owner—professional and amateur. 

Rubber Finished Handles with Hi-Carbon Forged 
Steel Blades. 

Feature them in your Radio Department. They 
are easily sold in sets of three sizes. 








* 





200s 088 eFre- ree oneness . 


MARCY TOOL WORKS.INC. PUTNAM CONM., U.S.A 


BEREBRREREEC 


The Marcy Pocket Serew Driver 


An every day seller that meets the demand for 
a quality driver at a reasonable price. 
We also make a complete line of Bearing Scrap- 


ers, Ice Picks and Tools especially adapted to 
Hardware Trade. 
























Write your Jobber for prices. 


SERVICE STATION EQUIPMENT 








MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 
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“Why didn’t 
you sell me 
a ‘Marvel’ 
long ago?” | 






For Suggestions 
On How To Sell 


PAINT 


One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 





It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely newspaper advertise 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 





UMBERS 


of people read the Paint 


Fig. 2085 1-A 
who enter your 


Self- starting, self- oiling, > self- 2 
riming, self-stopping. ower ISSULCS re) 
store neieet day a. water end and air chamber 
| are separate, a protection in case 


are prospects for of freezing. Built in 240 and 


“Marvel” Water a Hardware Age 


Systems, If they 
fully realized the 




















convenience of having running water at which appear the third issue of each month, 
the turn of a faucet and at such little cost you will find all these and other methods of 
they would sooner or later buy “Marvels.” securing Paint and Varnish business discussed 
But somebody (which is you) must tell | in a timely and interesting manner. 
them of its advantages. The “Marvel” will | And there's this much shout any paint 
live up to your sales talk. You can de- article appearing in Hardware Age—it is 
pend on Deming for that! based on the actual experience of the men 
Complete catalog sent on request. who sell as well as the men who apply the 
THE DEMING CO. Est. 1880 SALEM, O. wire 

Re Py NE LEE: CHS: A Se PE ee | Hardware dealers read the special Paint 
CHICAGO... liienion “& Hubbel. 217-221 NeJeflerson Se and Varnish Issues regularly because in 
BENSR, Mears Bashi ig, cure | every inmue there are practical ideas which 
coe 5 ireereeeereneeeereesses ceccbthy Comey a a wee 
RICH HMOND. SEIT OT LED D OS Sydnor Pump & Well Co. pay you in your town. 
PITTSBURGH...... Harris Pump & Senahe Co., 316 Second Ave. 
SAN FRANCISCO pea eCKOKEs DE ebENG OOS Ne CERES Crane Company | 


Keep posted by reading— 


HARDWARE AGE 
| 239 W. 39th St. New York 
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A GUARANTEED 


“TOM-TAP” PRODUCT 


Increases the Natural Life of Metals 


A preparation entirely different in ap- 
plication and performance. STOVOIL 
removes and prevents rust. It cleans 
and keeps metal surfaces permanently 
polished by sealing the pores with a 
thin protective coating. 

Everything in the form 
of iron, steel, copper or 
brass can be rendered 





ITOVOIT. 











weather 
conditions 


impervious’ to 
and climatic 
with STOVOIL. 














Can be sold for use in 
the home or the farm 
—and be used safely 
on tools and profes- 
sional instruments. 
STOVOIL is’ widely 
advertised and has 
won the approval of 
thousands of users. A 
National demand has 
already been created. 
Pacific Coast Distributors: 


GENERAL SALES CORPORATION: 


718 Mission St., San Francisco 
474 Everett St., Portland, Ore. 
350 East ist St., Los Angeles 

710 Terminal Sale Bldg., Seattle 


Superior Laboratories 
Grand Rapids Dept. 102 Michigan 





All Dealers 
and 


Gas Companies 

















Hardware 
Specialties 


Many men who -know the 
hardware trade have “cleaned 
up” big money on Hardware 
Specialties. 


If you are “Open” for 
something worthwhile, the 
place to find it is in the 
“Classified Opportunities Col- 
umns” of this paper. 


A recent issue carried 
twelve advertisements in these 
columns on Hardware Spe- 
cialties alone. 











ee 





HARDWARE AGE 


The new Kokomo Orna- 
mental Fence Catalog con- 
tains a wealth of information 
for merchants and jobbers 
who are interested in this big 
market. Just a line on a post- 
card will bring it to you. 
Takes but a moment and en- 
tails no obligation. 


There are a growing num- 
ber of city home owners who 
are fencing back yards and 
erecting ornamental partition 
fences. This is in addition to 
the rural market which is 
always there. 


Merchants who carry the 
Kokomo Line of ornamental 
fence, gates, flower bed bor- 
der and trellis will step right 
into the lead! 


For the Kokomo Line is a 
quality line, backed by twen- 
ty-eight years of leadership. 
Made of extra high-grade gal- 
vanized wire and strongly. 
built, Kokomo Fence pleases 
those who want the best and 
its handsome appearance op- 
peals to everyone. And an- 
other point: Every foot of 
Kokomo Fence is guaranteed 
to be just as we represent it! 


Kokomo Ornamental Fence 
means increased sales for you. 
It offers a good margin of 
profit and builds good will. 


KOKOMO STEEL 
Dept. B 
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Nahant enva PeAeN 
PTT ty) 


AA 
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Kokomo Style °**L’’ fabric is one of 
the most popular designs on the mar- 
ket today. It answers every require- 
ment for an all-purpose fence. 












ee 






















Kokuu.v styie “M"" combines 
iurability and beauty. And it is 
sold at a price that is surprising}, 
tow. A real leader for YOUR line 
































iL 





hey 
Kokomdé Walk Gates have a rigid 
a © inch steel frame. Furnished 
with a spring latch and with plain or 
ornamental top. Substantial and lony 
wearing. 


& WIRE CO. 


Kokomo, Indiana 


ORNAMENTAL FENCE 
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BRIGHTON 


A Medium Weight Line—Ideal 
for the Special Sale 


With prices that are right for quick turn- 
over and a discount large enough {to 
allow the handler a profit—the Brighton 
Line is a consistent winner. 


Brighton Cans and Pails are hot galvan- 
ized (not a sheet metal can), and are 
well constructed. Snug fitting covers and 
stout carrying handles also play their 
part in making them noticeably superior 
to the ordinary light can. 


One order will convince you of the sales 
possibilities of the Brighton Line. Get in 
touch with your jobber today, or write: 


DEPARTMENT D 
The Witt Cornice Company 
Cincinnati, Ohio 


Wit 


CORRUGATED 
*CANS and PAILS: 











The quantity buyer will find it advantageous 
to use the new Witt combination order plan, 
thru which you may divide your order into 
two parts, including mumbers’ from_ the 
Brighton Line and the guaranteed Witt Yellow 
Labeled Line. 
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Excellence 
Without 


Extravagance 













Schatz “Commercial” 
Annular Ball Bearings 
are intended for loca- 
tions where a true anti- 
friction bearing is re- 
quired, but where the 

‘ duty is not severe and 

where economy is essen- 

tial. 















However, they should not 
be confused with various 
crudely made bearings. The 
exclusive three-contact de- 
sign gives to “Commercial” 
bearings high efficiency and 
long life, and enables them 
to sustain thrust loads in 
either direction up to 50% 
of their radial load capacity. 











USE 


Commercial () 


In Your Product 














A new catalog wives the only 
published data as to load capaci- 
ties and the uses, of the less ex- 
pensive grades of annular ball 
bearings. Send for it, and also 
discount sheets and samples. 


The Schatz 


Manufacturing Co. 
Poughkeepsie, N. Y. 
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What Makes Profit? 


STABLE, SALABLE GOODS such as 
MORRILL’S that bring you in the steady, re- 
liable profit year after year. 


nN - 1] fi 
! i Wy? | 


oy hi vy) 
— Nh j—s | 
WARN 





You don’t have to worry about them; just keep 
an adequate supply on hand and THEY MOVE 
THEMSELVES. 


**‘Derby Pulthru’’ 


No. 9 Challenge 


Be Ready for 
“The Spring 
Cleaning Fever” 


IED 


THE MOP SAVING 
Rew Bese 





TRADE MARK. 
REG. 





People mop their floors Winter and Summer. 
There is always a demand for “Boller” and 
‘“Ezy-Squeeze” Mop Wringers and Mop 
Squeezers for Spring cleaning. Besides the 
home trade, there are hotels, theatres, hospi- 
tals, libraries, stores, factories, garages and of- 
fice buildings that are good prospects. 


You can find a Mop Wringer or Mop 
Squeezer to suit them all 
from the 34 different styles 
we offer you—each fully 
guaranteed. 


We'd like to show you what real 
service and prompt deliveries mean. 















ELLIPTICAL RAM, CAN'T ROLL 
BLACK JAPAN FINISH 


SCIENTIFICALLY DESIGNED TO 
WITHSTAND HARD USAGE 


THE ae 2 A GUARANTEE 
OF QUA 


LENGTH 18 INCHES 
THRUST 5 INCHES 
WEIGHT 4 POUNDS 


INTERCHANGEABLE 
THROUGHOUT 


HAND GUARD ABOVE HANDLE 
PREVENT S INJURING HAND 


fOROP FORGED STEEL 
(RUST PROOF FINISH 












No. 210 No. 216 
Smallest size. All metal parts. ROLLING FULCRUM PULLS THE NAIL 
All wood. Malleable Iron. is iain ie enti 


For Homes. 
Will wring smallest 


For Janitors 
and Hotels. 


OMMENC 
we ete THE POWER when 
OU NEED IT 








CE THE FORMOST 
‘rr INCH AHEAD OF THE ENAIL GIVE, 
ONE SHARP. BLOW AND PULL 











Will wring up 
to 28 oz. Mops. 


size mop, up to 16 
OZ. size. 


We have been in the ‘business 47 years and 
during that time MORRILL PRODUCTS have 


been the standards in their respective lines. 


NAIL PULLERS 
BENCH STOPS 
SAWSETS . 
LIQUID SOAP DISPENSERS 
LEAD SEAL PRESSES 
HAND PUNCHES 


They are all illustrated, described and priced 


in yur HARDWARE BUYERS CATALOG. 





PETERPjOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, Ill. 


SALES REPRESENTATIVES: 


Buy from Your Wholesaler. 


SAN FRANCISCO LOS ANGELES DALLAS 
865 tees an r Bid 923 B. “; ast. 1322 % “Commer “St. 
onadnce g. r Tce 
dhoys.. CHAS. MORRILL, INC. 


ae and New England! States 


C. E. Peaboly & Co. J. H. , rrisen 
71-73 W. Broadway 306 Sugar Bidg. 


New York 


102 Lafayette St. New York 























240 HARDWARE AGE February 5, 1925 








St a Shelving 


Modern steel construction 


Strength— = strength with light 


Durabi ° Fire-resistive—oil, water 
ssiitren ility —.04 wear proof. 
| ips Si li en ape or ee gp 
Rates Impiicli ae and quickly, wi 
The Sandpaper pes plicity d quickly, 


That Satisfres oe Adaptability 47" to store any 





commodity. 
ARES 10% to 30% greater 
Rr storage capacity. 

SER \ T ¢@ FE _ Economical — yoved or altered 
Gites without depreciation. 
| camnSttbig, Re, Dee, Tron Cam, Sef 
ese THE GENERAL FIREPROOFING CO. 
Seertcetete n / E 


Youngstown, O. 





Your jobber need never be out of any 
grit size more than 24 hours, as he 
Can get instant service from the main 
factory or from the branch nearest 
him. 








Our service, too, includes some very 
practical sales helps — store and 
window displays—sales tips for 
clerks, etc. 


———ae | 





Our sales and advertising depart- 
ments are always eager to help our 
customers— wholesale and retail — 
with constructive ideas. We are 
liberal with attractive printed matter 
and cuts. 








Write for samples, price lists, and 
sales literature. 














brasives 


Wisconsin 





bose Saw 


1019 Harrison Boulevard 
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ad new 
coaster at a 


new lev 


PFiICC. from the 
manufacturer of 


Tetsu 

















D» you ever see better construction than is 
used on this new 1925 Oshkosh Coaster? 


1. Sturdy channel steel bolsters reinforced 
with a strong steelbar. Special clips further 
strengthen bolster braces, anchoring them to 
the Bessemer steel axles. Rubber tired, double 
disc steel wheels of flanged construction 
neither riveted nor spot welded. 


2.A a beaded steel fifth wheel fitted 
with a castellated nut for quick adjustment in 
taking up wear. 


3. Special hollow-round braces of great 
strength and light weight. 

Bright red and black enamel and heavy, durable 
coach varnish complete the attractiveness of this Tod- 
dler Toy. A wagon of a quality comparing favor- 
ably with the most expensive—sold at a new price, 
low enough to compete with the cheapest. 

Complete information on the 1925 Oshkosh Coast- 
er, color catalog and prices of 15 other Toddler Toys 
await your request. Your name and address on the 
margin of this advertisement isenough. Send today. 


Gould Manufacturing Co. 
Established 1867 


3020 Indiana Avenue Oshkosh, Wisconsin 
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Cooler 
Business 


is Profitable Busi- 
ness! Factory, office 
or store—dall are 
prospects for water 
coolers. 


Medical authorities 
recommend drink- 


ing more water. And 
X Xth CENTURY 





Coolers encourage 

The NEW this habit by pro- 
1925 viding clean, cool, 
COOLER refreshing water al- 


ways accessible. 


Sell more water coolers this spring. 
Encourage the water-drinking habit 
among your customers. Install a 
cooler in your own store and watch 
it attract trade. 


Let us help you build up a profit- 
able cooler business. Use the cou- 
pon below for complete informa- 
tion, prices and dealer helps. 


CENTURY” 
COOLERS 


CORDLEY & HAYES 


10 Leonard Street 
New York City 





4 

CORDLEY & HAYES, Q 
+ 

10 Leonard Street, New York City 5 
> 

Gentlemen: Please send me prices and complete - 
information about XXth CENTURY coolers. - 
a 

Name - 
4 

4 

a 

5 

a 

. 


, 
Se @- Oe oe @2 Oe 6's OF 
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MACHINE 
SCREWS 






i 
5 at 8 


Ge %q, WON. BRASS CNY 
y “mex Sy 
Lope WS 










Continenta 


SPECIAL 
RIVETS 


WOOD 
SCREWS 


wilelelal lil ali 
RiGLIrnri= 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 




























This special vise which retails readily at 
$5.50 shows the greatest value of any vise 
made for radio, automobile garage, small 
workshop and general home use. 

Made with a Swivel Base and Jaws of 
steel 344 ins. wide which open to 4 ins. 
Weight 19 lbs. 


Write for prices and details. 


ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILL. 


VISES as 





WHY— 


You Should Have 
These Adze 


In every line there is 
one best that is recog- 
nized as such. Here, 
without any question, is 
the best adze. The 
trade as a whole ac- 
knowledges this fact and 





“Old Fashioned” 


Quality . 
consumers know it. 
You Want the Best Seller 
Here it is. Put half a dozen of these Adze 


in your tool case and see how they sell—and 
the best of it is, once sold they stay sold. That 
means clean profit for you. 


Write for Our New Catalogue. 


The L. & I. J. White Co. 
125 Columbia St. Buffalo, N. Y. 

















BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 
powerfully braced. They make good 
on the job where others fail. Write 

eo 





for prices. 


























February 5, 1925 


HARDWARE AGE 


243 









This shows use of Bench Leg and 
rear bracket extension, which per- 
mits back of bench to meet wall over 
water or steam pipes. Also shows 
the Lupton Steel Bench Drawer. 








STEEL BENCH LEGS 


Made of pressed steel, these sturdy bench legs will give 
a lifetime of service. Metal is distributed where needed 
without useless weight. Top and feet are broadly flared, 
making them steady without cross bracing. 

Shipped completely assembled. Shipping weight 25 Ibs. 
Send for circular giving full dimensions and uses. 


DAVID LUPTON’S SONS CO. 
Philadelphia 











Anchored at four points 


heavy rust-proof joints, ends protected 
by metal tips, rigid when opened full 
length, our Folding Rules will fully 
satisfy your trade. Investment small; 
turnover quick; profit good. 


Have you our Hardware catalog? It’s 
a book of many sales. Write for it today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Gli Philadelphia Washington 
Milwaukee 


factory 
Chicago, Illinois 





=~ 








TRADE MARK 


" y- T) 
- vroensen 


REG U S&S PAT OFF 


Small enough to lay in the palm of your hand, but it’s a 
real “JORGENSEN” Handscrew—Steel Spindles—Steel 
Nuts and everything. Looks like a toy but holds like a 
bull dog up to 2” thick. 


Put some in your show case and see what happens— 


New Catalogue—New List Prices—New Discounts 
Ask for Catalogue 5-B 


ADJUSTABLE CLAMP CO. 
216 North Jefferson St. Chicago, Illinois 


Hammacher Schlemmer & Co., Distributors, New York 

















Mathias 





TRADI 
REC 


4H 


KLEIN 





& Sons 
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Patented 


Quality Fittings Mean Hose Efficiency 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


Sherman Hose Couplings are made of The New Diamond Nozzle. Surpasses 
heavy wrought brass —accurate ma- any nozzle heretofore offered to the 
chine cut threads—deep, clean corru- Trade. It is larger and will throw a 
gations. A high quality item. ~~ stream farther and more even. A per- 
in hose sizes—3%4" + 14", 54%" and%. fect spray is always assured. Made in 
cartons for stock. ¥%" size only. 





H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


Patented 














Manufacturers of Mechanics’ Auto Tools for 14 Years 


Sell Them 
by the Set 







Years of 
Experience 


Back 
Every Set 


Set of 6 socket wrenches with off-set handle 
in handy card-board box. Fully guaranteed. 
Packed 100 sets to carton. Send for sample 
and prices of the new Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on 
these sets, also on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required set- 
ting used by 
motor mechanics 
or machinists. 
Made of i high 
grade Swedish 
tempered  feeler 
stock and guar- 
anteed accurate, 
one-piece handle, 
3” blades. 


Write for Dis- 
counts. 











Sets of 8, 11, 17 bite are fur- 
nished in compact cases for 
the convenience of the user. 








It iso’t bharé. Bevery mechanic needs the ~~ set in his work, end it 
resolves itself to a question of selling him once seventeen times. Bring 
out the value of the case, Its use in keeping the bits in order and near &t 


hand, preventing toss, etc. 
Forstner Bits ere the only bits that are not dependent on a center er 8 
level to guide them. They cut from the outer rim. The entire surface is 





Seek "Ghar tek Gee tae Ganka Tk econ” coe ek eel, ' 
They r way throu knotty, cross gre ww 
Let us send you estelogues. Order through your jobber or direst. DETROIT MICH. 
I ‘ Eastern Representatives: James A. Ga Co., 35 Warren St., New York, N. Y. 
The Progressive Manufacturing Co. Western Representatives: Alden Glaze & Co., 143 Second 8t., San Francisco, Cal, 


TORRINGTON, CONN., U. S. A. 

















THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 
All Pickets Made of No. 9 Heavily Galvanized Wire 





Increased Manufac- 














Manufacturers of 7 

Ornamental Lawn turing Capacity 

| Fence 4 Enables Us 

Walk, Drive and to Make Very 
Farm Gates Prompt Shipments. 

Rubbish Burners Let Us Submit 

Trellis Prices Before 

Flower Border 7 You Place 
Spring Orders 





Tree Guards 
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Tacks Well Displayed 
Are Half Sold 


Fancy Display Cartons at the 
Price of Plain Boxes. 


Reduce Your Assortment 50% 


Ask for them—Insist on getting them 
from your Jobber. 








If your Jobber does not have them—write us 
=a and mention the name of your Jobber. 


4 oe 
oh The Holland Mfg. Co. | The Shelton Tack Co. | 


Baltimore, Md. Shelton, Conn. 





























Protection ana Economy. 


Re) STAR || ‘TheNewWay’ 


ys HACK SAW | | Axper~wrapped 




















= Sample sent 

The Hardware Dealer will AB i hag on request fr the 

: —" , nominal sum of 15. 
again look to the “Stars” for =, oe 
the standard of quality in hack- of Crayon 

saw blades for 1925. (food to the Last Juch 









No. 1251- Blue 
. No. 1252- Black NY ¥ 
Makers Since 1883 No. 1254- Yellow SQq 
0. - Ke Ss F- 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 


eel, your Pencil. and SAVE thePoin t. 





ABOUT HACK SAWS. WRITE FOR ; ££ i ° od Wi ili: cea eeeee 
BOOKLET. ) als Cc PHILADELPHIA — U.S.A. 























The Baby Chick Season 


Will soon be here, and ““Moe’s’ Round Chick Feeders will 
be in great demand. Eight hole feeders retail at 15c, 
Twelve hole at 25c. A new porcelain enameled twelve 
hole feeder at 75c. They are great sellers. 


Write for Catalog of Moe's Big 
Line of Poultry Equipment. 





HOEFT & COMPANY, Inc. 


405 N. ASHLAND AVE. CHICAGO, ILL. 





Famous Star Fount 
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BIG BUSINESS 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 
all Gasy cay Goll "Wie cataas Gooeeiat pe ny Hhtte at hich ee 


_The Blizzard is simpler in construction and a trifle cheaper, but sells as well as 
either the Lightning or Gem and should be ordered with either style to satisfy the 
demand. 

We suggest placing your order early for shipment later, as you may direct. Be 
sure to include request for sales helps—THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 





WOMEN 
WANT °EM 


YOU CAN 
SELL ’EM 
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READING 
CUT NAILS 


bead 
& 





72% Greater Holding Power UE economy in the selection of Screw or Bolt Products 


Than Wire Nails consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 


READING IRON COMPANY sours. 
Rating, Rema REED & PRINCE MFG.CO, se 








Also makers of RICO Hard Cut Floor Nails, made to WORCESTER, MASS..U.S.A. 
drive into hard wood without bending. WESTERN BRANCH arCHICAGO- 12] NORTH JEFFERSON ST. 














“COLD HANDLE” FRY PANS AND SKILLETS 









QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 
NEW YORK CHICAGO BOSTON 
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MA jth fy, Best Shooting Rifles and Shotguns 


Famous for Accuracy and 


Hard Hitting 


















ae" sell the Marlin shown above—best .22 repeater ever 
made. Every “hard boiled” shooter’s choice. Stock up! 


Get the full Marlin line of super-accurate, hard-hitting Rifles and 
ee ge ey INS Shotguns for real profits. Made as always for world supremacy. 


ing favorite .22 caliber repeating rifle. . . ; . . ° 
The only lever-action .22 repeater made. Quick service. Ail leading jobbers. Write us for catalog and prices. 


MARLIN FIREARMS COMPANY 145 Willow Street, New Haven, Conn. 


Anchors At Any Depth 


Needs No Sleeve or Collar 


The “Forway” Expansion Bolt will not creep forward. 
The square nut gives four points of contact to the inner 
walls of the hole, insuring perfect anchorage. The new 























Quality +Service “Forway” 
— Profit Expansion Bolt 


. sige 8 oe ‘Bie. - 
4 , me - 


is made of “‘Certi- 
fied” malleable 


iron. 








It hasn’t just happened that the 
sale of the SoO-E-zy line of Stains 
and Varnishes has been continually 
increasing. There’s a sound reason 
and here it is: 


It lasts indefinitely. 


Users say it is the 
Best Expansion Bolt 
made. 





SO-E-ZY gives results that please 

paint consumers tothe point where There's a “F "k . 
h ett fect ween Chee There’s a “Forway” Expansion 

t ey come Dac O R Bolt ready to mail for every 

SO-E-zZY product sells another. interested Dealer. 

Our service and distribution ability 


is all that can be desired, enabling Write for Your Sample and 


“i 
the alert dealer to carry a minimum — ' ‘Pore ae 
stock and obtain maximum turn- alien 
over. U. S. EXPANSION BOLT COMPANY 
Send postcard for our Profit Plan 139-141 Franklin St., New York City 
Manufacturers—Patentees 


PAINT AND VARNISH Orvisiore 


Standard Plate Glass Company 


General Offices 
PITTSBURGH, PENNSYLVANIA 





























MILBRADT Rolling LADDERS 
and » 
BICYCLE Rolling LADDERS 


We are the originators and have manufactured MILBRADT Rolling 
Step Ladders for thirty-five years. Rolling Ladders is our exclusive 
business. We have lately purchased the Bicycle Step Ladder Co. of 
Chicago and are now manufacturing BICYCLE Step Ladders as well 
as eighteen different styles of MILBRADT Rolling Step Ladders. All 
goods are made in a first-class manner, guaranteed in every respect 
to give satisfaction, and we can supply your wants in the rolling ladder 
line, whatever they may be. 


Write for complete catalog. 


Milbradt Manufacturing Co. 
2411 N. 10th Street St. Louis, Missouri 
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FIELD SASH PULLEYS 
Made of Pressed Steel 





Your customers 
will like the neat 
appearance and 
rugged strength of 
Field Pulleys. 


STRENGTH 
in the six clips 
holding  face- 
plate to housing— 
and in the heavy 
clinched axle. 


The axle has perfect alignment and broad 
bearing—to hold load on sheave to true 
center of gravity. 


Your Jobber will supply you. Write us di- 
rect for catalog, sample pulleys and prices. 


FIELD HARDWARE MFG. CO. 


111 East 31st St. Kansas City, Mo. 









Make two 
Sales in one! 


Now—no one can afford to let screen doors go 
unprotected from the kicks and bumps that so 
quickly stretch and tear the best screen cloth. 
The new Meyco Line offers strong, artistic grilles 
at popular prices—add but $2.00 to $2.50 to price 
of screen door. 

Attach Meyco Grilles to your own screen doors, 
and sell more screens, make double profit. Also 
sell them separate for old screens. Easily at- 
tached by anyone in a few minutes. Three attrac- 
tive finishes, black. brassine, and bronze—adjust- 
able to fit any stock size screen door. 


If your jobber can’t yet supply you, write ua 
jor special introductory offer on Meyco Grilles 


The Fred J. Meyers Mfg. Co., Hamilton, Ohio 


Also manufacturers of stock grilles in sheets, for use as 
screen guards and counter grilles. 




















LANDRETH’S 


Garden and Flower Seeds, 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you have 
not done so for this Winter and Spring shipment. 
If you would like our prices, send us a list before 
buying elsewhere and we will quote you on Seeds 
of various kinds in bulk, in lithograph cartons of 
1 Ib., Y% lb. and \% Ib. and in Flat Papers. We 
would also like to quote you on Mixed Lawn Grass. 
Please give us the opportunity. 


1925 CROP 


Before buying for delivery after 1925 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 

e are the oldest Seed 
House in America, this be- 
ing our I4Ist year in the 
Seed business. Had we 
not given good seeds, sat- 
isfactory attention to busi- 
ness and fair prices, we 
would not have existed so 
long. 





Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL. BOY COPYRIGHTED 























A Display That Makes Sales 


When put up in our well made, attractive display 
boxes our HEROLD Steel Wire Hand Scratch Brushes 
find a ready sale for many trades. 

We can furnish*same in three different assortments 
containing 32, 24 and 18 brushes respectively. These 
boxes can be refilled over and over right from stock. 

Our experience of 50 years and reputation backs the 
quality of each assortment. They allow you a splendid 
profit. 

Send for Catalog and Prices 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 
1104 W. 9th St. Cleveland, Ohio 
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: EASY NETTING HANDLER 


+ A ne h or SAVES TIMES—SAVES SPACE 





Simplifies Winding and Measuring Broken Rolls 
to of Wire Cloth or Meshed Wire 





Anchor ™ Brand 

















Make Your Netting Sales More Profitable 


Dealers who push Anchor Brand Wringers are making 
The “Easy” does away with the many disagreeable fea- 


the sales, therefore are getting the profits out of the tures of handling wire fabrics. It performs the selling 

wringer business. operation in less time and requires only one clerk to 
serve one customer more economically and efficiently. 

Anchor to Anchor Brand Rolls all fabrics that render over a 4 in. drum in any 


width gh: 72 . barge ee ne —— a small 
LOVELL MANUF ACTURING CO. Designed by a. Bing Bothy hasta uae ee the hard- 
ware trade, 


Have an ‘‘Easy”’ on hand for the Spring rush. 
Write for prices and details. 


THE MAYJACK COMPANY 
Poughkeepsie, N. Y. 


SEE THE POINT? | 


Worlds Largest Manufacturers 
of Clothes Wringers 























Planters 


= | Thousands of farmers the country ** 
ian Over, for years passed have learned to 

# associate the name “‘Acme”’with real, 
§ “‘honest-to-goodness”’ hand plant- 


| They Sell— 
| They Satisfy 


The “‘Acme’”’ line has always 
been a quality line through 
and through, but big de- 
mand and large produc- 
tion keep the price in 
i linewithanyworthy / 












Nos. 10, 12 and 14 


Bartlett Tools 


cut easier because of the Com- 
pound Lever. ‘That’s why they 
cut the full length of the blade. 
Our Tree Pruners ‘are standard 
equipment with the Bell Tele- 






































a phone Company and our Snips | 
A Style and Bench Shears are specified by 
to Suit Mail Order most of the railroads. 
Every Houses Two consumers who 








We have never low- 
ered our standard 
nor betrayed dealer and 
jobber confidence by sell- 
@ ing to general mail order 
houses. The farmer must 
buy “‘Acme’’ tools from es- 
tablished dealers and the 
dealer has the advantage of 
buying a complete, established 
line, from one house—‘“‘Acme”’ 
jobbers everywhere. 


Buyer buy only the best. 
It will pay you to 
stock BART- 


LETT Tools. 
































Dealer Helps 
Our National ap P mem! advertising and effective 
literature uphold Wine and create busi- 
ness for “‘Acme”’ dealers, | rite for catalog, prices, 


and name of nearest job 


Potato Pe ontdabest Company 
Dept.11 TRAVERSE CITY, MICH. 





BARTLETT MFG. CO. 
430 E. Lafayette Ave. 
Detroit, Mich. 
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Ladd Egg-Beater Philosophy 


Ah, yes, what’s the name? Is it GEORGE WASHINGTON 
or is iti BENEDICT ARNOLD? Important, isn’t it? Could 
or would you sell an egg-beater with the name Benedict Arnold 
on it? We think not. 

The LADDS are the George Washingtons of the present Egg- 
beater business —-FATHERS OF IT,—time-tested and true. 
Is there any substitute or any “just as good’? G. W.? Cer- 
tainly not,—no more than there is for LADD BEATERS. 
Every posted merchant knows it. George could not sell out 
West Point; he was not made that way. Arnold, claiming to 
be “just as good,” did it. That is always the way with the 
“just as good’’: always traitors to us. 


The honest, reliable, efficient and satisfactory LADDS justly 
lead the world,—they are made and marketed on George’s prin- 
ciples. Better carefully examine the “Just as goods,”—all in the 
shadow of LADDS reputation. See leading magazines and keep 
constant stocks of G.W. LADD EGG BEATERS, 4 sizes. 
Order NOW for the BETTER TIMES. 





JOBBERS the world over and US. 


United Royalties Corporation 
1133 Broadway, New York 





TACKS 


ALL KINDS 


TTT ELT 


TOWER MFG. CO. 
Madison, Indiana 


Cincinnati, Ohio 








CRAKERIAC 
Safety Ladder Stools 
Curtain Stretchers 


For over fifteen years the name 
CRAKERJAC has stood for safety and 
neatness of appearance to buyers and 
users of indoor ladder stools. Our stools 
are equipped with a patented lock and 
absolutely cannot collapse while in use. 

Our Curtain Stretchers are made of 
clear basswood. The better grades have 
three easels which prevents sagging in 
the middle. Simplest of all to set up 
and the bars cannot be other than straight 
when erected. 

House cleaning time will soon be here 
and vou will need these items. 








Write for catalog and prices today. 


Sterlmg Woodenware Company 
Box 444 Sterling, Ill. 














Note at avVY St e¢ i 
folded around ed 
through hand! 


mnt : mS ite Ly 
breakable handle 


ne 


Here are three prime requi- 
sites for the trade—quick sell- 
ers, with rapid turnover, each 
one a profit-maker and busi- 
ness getter. You’ll find M. M. 
P. Products sturdily built — 
each giving full measure of 
service—a line that you can 
cash in on extra profits. 


Sold by all leading Jobbers 








Michigan Metal Products Co. 


Battle Creek, Michigan 
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MAY WE SUGGEST 


THE 
GOODELL 
FAMILY 







Cherry 
Stoners 


SIL) 
ff 


} 


A PROFITABLE SPRING ITEM 


all bright tinned. Sanitary, Strong, Simple. 
Stones two cherries at one time. Does not crush 
the fruit. Unlimited field. Packed in 


TWO COLOR EASEL DISPLAY BOX 
WELL SUITED TO WINDOW DRESSING 


Write your jobber or us for details. 


ORDER EARLY 
GOODELL COMPANY Antrim, N. H. 


















Brushes and Brooms 


All made especially for the Hardware 
Trade and every one shows a thorough 
understanding of requirements. 


Whatever your needs in Wire, Bristle 
and Fibre Brushes and Brooms we can 
promptly supply them. 


Send for Catalog and Prices. 


MILWAUKEE 
Brush Mfg. Company 
Milwaukee 
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Lines Bi 


Every day brings us repeat orders from 
old customers and new orders from the 
trade for increasing quantities of the 


Lowell Clothes Line Reel 


What is the reason? First, because the Lowell 
Clothes Line Reel is needed in every home. Besides, 
our national advertising to 4,000,000 woman each 
month is creating a fast growing demand for this 
handy household device. Then, too, it sells at a 
popular price. and there is a rapid turnover on 
=— with a big profit to the retailer on each reel 
sold. 





Made in two styles to 
fit every need: 


GREEN ENAMEL 
WHITE ENAMEL 


Write To-Day For Prices 


THE HOGE M’F’G CO, Inc. 


215 FULTON ST., NEW YORK, N. Y. 























Taplin 
Double Dasher 


Packed Singly in 
Handsome Boxes 


A Superior Beater 

Put Up in Attractive 

Form at a Popular 
‘ Price 


Center Drive—lIron 
Frame and Gears 


Comfortable to grasp— 
no sharp edges to cut the 
hands. No holes or crev- 
ices to hold decaying food. 
No soldered parts to come 
loose. No parts that bend 
and cramp the _ gears. 
Douse it in water to clean 
—the finish is Rust Proof. 


30 Years’ Experience Be- 
hind This Beater. 


The Taplin Mfg. Co. 
New Britain, Conn. 
No. 477A. N. Y. Office: 71 W. Broadway 
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100% EXPANDING SPRING POSS Sell More 


LOCKING POSTS 
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Binding the Plump | 
Catalog Helier Shelving in Payne-Oummings Hardware Oo. North Adams, Mase. 


of the merchandise that is often needed, seldom 


PROUDFIT “JB” Catalog Binders are never asked for but easily sold when seen on Heller 
thicker than the thickness of the sheets and Cabinets. 

covers. There are no protruding posts to take Let us show you how to increase your sales 
up space. You lose no time in aligning sheets without increasing your stock. 

when changes are made because leaves are held Write for Reference Book No. 26-A TODAY. 


in place by telescoping spring posts. 100% ex- 
panding locking posts provide ample room for 


future additions. Write for pamphlet. W. C. HELLER & CO. 
PROUDFIT LOOSE LE AF & ON Main Office and Factory: Eastern Display Room: 


" 700 Wabash Ave. 20 Vesey St. 
19 Logan Street Grand Rapids, Mich. Montpelier, Ohio New York City 


























WHITING -ADAMS 


Easy Starting ye ~ The Household 
Buy-word 
WICaning 


Good Brushes 


The Turner 2 in 1 Timer delivers 
in coldest weather when so much 
depends on a timer for quick, 
easy starting and better motor 
performance after the _ start. 
Contacts make and break full 
width of brush. Inserts between 
contacts, exclusive Turner fea- 
ture, stop “flash” and pitting. 

_— Raised race gives 

even more protec- 
tion against 

trouble. Enclosed wiring as- 

sembly. Design throughout 

makes for best year ‘round 

service. Price only, $3.75. Look for the name WHITING- 

W rite for information on the ADAMS on every brush you 

Turner Line, including Instant ite 

[: hase buy. Whiting and Adains have 

oot Accelerator, 2 in 1 Car- 

buretor Control, etc. been household buy-words for 
brushes for over 116 years — 
: always standing for service 
TURNER MFG. CO. and satisfaction. 


Dept. E. Kokomo, Indiana JOHN L. WHITING-J. J. ADAMS CO. 
BOSTON, U. S. A. 


Brash Manufacturers for Over! 16 
VW FS SS g a re 4 World 


WHITING-ADAMS 


BRUSHES 
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‘‘Hard-headed’’ tacks 
by hard-headed men 


It's the little points of excellence 
in tack-making that count. Baur 
Tacks have perfectly centered 
heads and perfectly formed 
shanks. Our tacks are clean-cut 
and neat-looking. 


And they must be clean. In 
box-form they look like other 
tacks. But when they arrive 
at the mouths of users (like 
trimmers and upholsterers), 
there is no lime or oil-particles 
left to cause trouble. They are 
thoroughly clean. 


Our business is the making of 
better tacks. Send us your price- 
inquiry and try us out. 


BAUR TACK COMPANY 
Indianapolis Indiana 


[Bees 








370 Atlantic Avenue 


HNN ill 








Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


Boston, Mass. 























Known as Reliable for 
over Fifty Years 





Priest’s 
The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are 
ideal for keeping the cropped hair 
short. The daintiness and light 
weight of these clippers always at- 
tract women customers. 


Remember Priest quality and 
service are back of every clipper 


AMERICAN SHEARER MFG. CO. 
NASHUA, N. H. 














Superiorities Galore 





“Arawana” Hammocks 


VEN prosaic hammocks are susceptible 
E to radical and outstanding improvement 

—if thought is devoted to their design. 
Thought has been applied to “Arawana” 
Hammocks, consequently they are far supe- 
rior to the common run. 


These superiorites make them more easily 
sold and more thoroughly appreciated in 
service. Your Jobber’s salesman will explain 
them when you ask for “‘Arawana’” Ham- 
mocks. 


The I. E. Palmer Company 


Middletown, Connecticut 
NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 
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NXg ™ 
Hn it i al 
The Famous 
“CHICAGO” 


! 
RUBBER TIRED SKATES 


—noiseless, shock-proof, smooth run- 
ning, free from slippage, built for 
speed. Sell on first showing. Quick 
turnover. Liberal profit. Carried by 
foremost jobbers. We want you to 
take advantage of our national adver- 
tising. It helps your sales. Every- 
body wants these skates. If your job- 
ber can’t supply order direct from us. 





+. 


CHICAGO ROLLER SKATE COMPANY 
Chicago, IIl. 


4458 W. Lake St. 


















Here’s the Leader 


Note these Features: 


Extension Base to improve stance. 
Screw top filler for easy loading. 
Nozzle cap to prevent evaporation. 
More flame—greater heat. 

Bigger barrel—holds more fuel. 


Size 61%" x 2%” x 14%". 













ist price ....$1.75 


et, per doz... 12.60 Blows itself. 


Here’s the Line 


L 
N 








This Silent Salesman 


Counter Display, Show- 





ing the six torches in 
the Lenk Line, is given 
free with an order for 
the six torches that ac- 
company it. $5.00 net. 


e 6 @ 6 
It is a real business 
| , Jobbers are invited to write for 
builder. samples and quotations 


THE LENK MANUFACTURING CO. 
34 Portland Street 
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They All Like This Reel 


Do you know of another quadruple 60 
yard reel with jewelled, adjustable bear- 
ing caps; countersunk crank, specially 
cut gear, shouldered steel pinion, drilled 
and tapped posts, made of heavily nickel 
plated brass, and that sells for $3.00? 
The dealer with Fernwood reels in the 
cdse can sell every angler that comes 
into the store. 


Write for discounts. 


The American Swiss Magneto Co. 
Dept. H Toledo, Ohio 


FERNWOOD “ree 











Operates on commercial alcohol. 





Boston, Mass. 





A National Selling 
Force for Your 


Sporting Goods 


Hardware Age is read by hard- 
ware dealers and jobbers in nearly 
7000 towns and cities. 


Regular selling messages in these 
Sporting Goods Inserts will help 
you gain co-operation in selling 
your sporting goods from a body 
of merchants of country-wide lo- 
cation and concentrated selling 
power. 


Hardware Age 


239 W. 39th St., New York, N. Y. 
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HARDWARE DEALERS :—It is no trouble 
to sell the MILBRADT Power Lawn Mower to 
your best customers who have large lawns. Every 
MILBRADT Power Lawn Mower that you sell 
nets you as much profit as a long list of other 
items. 


MILBRADT FEATURES:—Cuts 27” wide, 
easy to handle, low in price, sent on approval, 
satisfaction guaranteed. 


Send for illustrated catalog 
and dealers’ proposition, 


MILBRADT MANUFACTURING CO. 


Established 1895 


2411 N. Tenth St. St. Louis, Mo. 
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Apartment House Mail Boxes 


Feature solid brass letter boxes that are dis- 
tinctive in appearance and service. 


Thousands of homes, apartments and hotels 
must install master-doored mail receptacles to 
comply with postal regulations. You can en- 
joy a liberal profit by meeting this demand 
with “‘United’’ Mail Boxes. 


Furnished in gangs of 3, 4, 5 and 6 units, built 
as one box. Designed in panel effect. 


Write for Descriptive Bulletin 


United Metal Box Co., Inc. 


77-79 Sunswick St. 
Long Island City, N. Y. 





Sleeth 
Flexible Steel 
Mats 


STU AES eS ne 





Bad Weather Brings 
Good Profits to the 
Trade. 


EMS ES 


ti! 


TIME to display and sell Sleeth Flexible 
Steel Mats again these days, when late 
winter and spring make muddy tracks 
for housewives and janitors to worry 
over, 
Made of galvanized steel in links like a 
chain, more sanitary than matting. 
Easily cleaned and lies flat on the floor, 
roll up when not in use. 
Made in nine standard sizes—larger sizes 
or odd shapes for office buildings, apart- 


ments, theatres, stores, etc. 
Order from your jobber 


or direct if he can’t supply 


San 









FERNALD MFG. CO. 
Dept. A North East, Pa. fs 
SY, 


Makers of Adjusto Household Racks, Ford S y 
Accessories, etc. “Se Si; 
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A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will MK 
positively make any boat leakproof so |i}; *"F=®** #3 
long as the frame is in fair condition. 
We do more than guarantee’ this boat 
glue; we help you seli it. As soon 


as you order 
JEFFERY’S. 
WATERPROOF MARINE GLUE 


Mid 
, ; 
: ' 
» a ba, | 
Ab. i 
Mt 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








SAMSON CORDAGE WORKS 
Boston, Mass. 


SASH CORD BU ire 


SAMSON SPOT, PHOENIX and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord, Awning Line, 


Dumb-Waiter Rope, Etc. Send for Catalogue and Samples. ? 
: BURNLEY BATTERY & MFG. , 
BRAIDED CORDS and COTTON TWINES | NORTH EAST, PENN. ” 


MOAI re 
¥ 





Sample free. 

















Osborne High Grade Punches 


‘SX Russell Jennings] 
_ Auger Bits: 


| Patented oh eae 
_ Mr. Russell Jennings | 





Belt Punches. Arch Punches 
Spring Punches Revolving Punches Two styles. 


















A varied and ive line f H : 
workers Trimmers’ and’ Upholsterers” and Plumbers” ‘Tools ef superter of shanks,— > in 1855." 
and Oral Pe _— will please your eustomers as well as our fameus Reund thrée threads for 
a ~ _~ 7 “have had 98 yours of of omemetl me ee experience, boring all woods 
making eur products. : 
cal t eat tak CE omy tel wo ashe Try us. Write fer Cetalcg P.* 2 
©. 8. OSBORNE & CO., NEWARK, N. J. Russell Jennings Mfg. Co. 
ESTABLISHED 1826 Ch 
7 ester, Conn. 

















in every civilized country for 
MODERNIZE a " _ Fa 

tienc So 
g19 Pe METHODS ciency. Sold by leading 


To provide adequate storage facilities for 

shelf stock—to make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

ERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
‘efficiency One style only—neat of design 
attractively finished —any height — 
easily ony ey most 





Bor LADD TIRE 
A line of high power, hand- 
af [ADDERS operated cutting tools known 
















































































TY Ensign Bickford is the ORIGINAL . 
SAFE safety fuse—tested and tried by They must buy,the— 


time and experience. 


FUSE lide nage math to get all these features: Automatic 
Sich . an id find Safety Valve, impossible to explode; 

ae yen - Superheating Burner Baffle for 400 

one adaptable for your degrees more heat even on present- 


work. day gasoline or kerosene; Pistol-Grip 
nl + allows for any size hand; 
Se par: ite Needles for Fuel Control and 
Ejection; Polished Brass Tank. No 
other blotorch has them. Order a 
supply from your jobber TODAY. 
FEARLESSLY GUARANTEED! 


Stock Turner Plumber’s Fur- 


naces, too 


"TURNER 





t Edgewood Ave., Sycamore, IIl. The World’s Largest 
New York: The Turner Brass Works, ee ene 
- 108 Chariton St. and Brazers. 


t The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 
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The Skate with the | uatty OE 
NEW WHEEL and Products ee 













| : Made 
the Red Disc! Tp f Little Finger * Pl 


The dealer who sells 
KoKoMo Skates is 
assured of a quick 
turnover. KoKoMoS 
are consistently ad- 
vertised and _ their 
many points of su- 
periority are instantly 
recognized. 


Note the new self- 
contained ball bearing 
wheels, truss frame 
construction, “rocking 
chair” movement and 
the red disc around 
the hubs. Write today 
for catalog of the 
KoKoMo RED DISC 


Should Souch Caulk, ‘BS & to 
BS Avoid 
Disputes 





Regulation 


PITCHING SHOES 


We make the best drop-forged alloy steel 
(guaranteed not to break) pitching shoes. 























line. Conform in every detail to requirements of the 
Kok ic | N. H. P. Association. 
ad ped ‘ i | Come boxed in pairs of two, enameled in Black, 
Kokomo, Indiana | Harrow Blue or Wagon Red. Weight 22 Ibs. 
Also manufacturers of the famous | Regulation Steel Stakes 1” x 25” pointed. 
KoKoMo Extension Ice Skate and s Upper 8” of stake enameled red. Regulation 
quality line SC toe ond a | pitching rules included. 
| ce | ST | | Send for prices and catalog. 
[@: e: :@: : Chicago Steel Foundry Co. 
h ‘ Kedzie Ave. and 37th St. 
rT ? | CHICAGO 

















“OHIO” 


Shoe Lasts and Stands 





MOF. EMD cusranreep 
SEMISTEEL gO BREAKAGE 
SF — Which Hod Would You 
- Rather Carry? 


If you had to haul mortar for a —~ 2 er 
certainly wouldn’t want to carry a 
dripped water all over your we Pod 








The lasts are lock bearing. One “a ae ee a 
last is especially adapted for ladies’ whistling on your way while the other fellow 
pointed-toe shoes. es are lots of hod carriers in your town 
Order the “Ohio” and you will have who are bearing the discomforts of ca g 
the most popular sets on the mar- ee ee 


ket. Write for prices. 








This open field of profit is yours for the 
asking. Write us at once for details. 


The Fate-Root-Heath Co. The Cleveland Wire Spring Co. 
Plymouth, Ohio Cleveland Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. ‘EEN 
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Two NECESSITIES In Every Garage 
Garage Door Bolt 
Specially designed for 





— “ —m 
efx Ne 
SY 

> 








_ garages, factories, ware- a a 1, 
houses and fire doors. oe iif | pee | 
Locks and unlocks top 1G | | | | ang 
and bottom bolt with | —, * 
one turn of handle. | | ay 

= TT! _ LI 4 —- 
a | | Garage “Li 7 
412 Door 
) Holder ay “ 
Prevents accidents, broken headlights 
and bent up fenders. Operates by 








hand or foot. 
For prices and further information 
write today to 
Phenix Mfg. Co. 
032 Center Street Milwaukee, Wis. 





THE 
“ALWAYS RELIABLE” 


are GOOD FURNACES 
and TORCHES 


Considered the most practical, 
most durable, and most econom- 
ical by thousands of mechanics 
and workers in all trades. 
Made in all grades and styles; 
re gna yee to the ae 
s or catalog on entire line. 
No 14 No. 13 
Bul — Most jobbers can furnish from 
Welded Tank. stock. Others will gladly order 
for you. 


OTTO BERNZ CO., INC., Newark, N. J. 


ESTABLISHED 1876 

















TIN AND TERNE PLATES 


We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 

poses — American Bessemer, and 
American Open Hearih Stee! Sheets, 
Keystone Coppér Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
, Formed Roofing and Siding Products, 
i Culvert and Flume Stock. Sheets for 
Special Purposes, Roofing Tin Plates. 
Bright Tin Plate, Black Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bidg., Pittsburgh, Pa. 


Send for booklets and weight cards— valuable to hardware merchants. 











In Your Next Order Write 


IWAN SOLID SOCKET HAY 
KNIVES 


Notice that the step and blade are one solid 
malleable piece instead of separate blade and 
step. 

The three sections are serrated and fast 
cutting. A strong durable knife that is selling 
in good volume. One-half dozen in crate, 


Iwan Bros., Mfrs., South Bend, Ind. 


Revolving Chimney Tops, Post Hole Diggers, Snow or 
arn Scrapers, etc. 























The 


H.B. Ives Co. 


i New Haven, Conn. 
U. S. A. 






Established 1876 
Incorporated 1900 


Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 


SUPERIOR 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 














New List Prices—Revised Discounts 





No. 22 List 50c No. 2-4-1 List 45c No. 33 List 75c 


AJAX PLURAL SOCKET PLUCS 
Nationally advertised, approved by Good Housekeeping and Mod- 
ern Priscilla testing laboratories. Guaranteed against all damage 
from heat, moisture and breakage. Established values. Large 
profits. Free window dis lay. Circulars and price tags. 
FREE sample No 22 and five price tags to dealer advising name 
of pe from whom they wish to purchase. 
A X Electrical and ere Products Are Guaranteed Merchandise 
St. Louis AT RIGHT PRICES 
Complete Dealers Price Sheets on Reques 
AJAX ELECTRIC SPECIALTY CO., 1926 Chestnut St. “st. Louis 














Heavy wtetad Socket Wrenches 


=) Offset Type 


siiillidhelsl aiid dam aue: aula oa 
heat treated. 


Plain lacquer finish—twenty-six standard sizes 
Ask for Catalog No. 500. 


WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 
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iH 2 LOS NTT WHEN PACKED 
| RELIABLE PLASTER © 


(000 Ceeeee Senne teens & 
Fe088 Cenene Fettee Henee a 






nena Baste 
cuIcaGe 

















A new convenient way to handle Plaster 
Paris Packed in three sizes: 

One pound, two pound and five pound packages in an assorted 

barrel of 360 pounds as follows: 40 1-pound packages; 60 2- 

pound packages; 40 5-pound packages; and costs no more to 
handle than bulk Plaster Paris. Write for prices today. 

RELIABLE PASTE CoO. 

3223-25 Cottage Grove Avenue Chicago, Illinois 

Dry Paste—Paint and Varnish Remover—Calcimine 





MORJUICE 


FRUIT PRESSES 
CIDER MILLS 
GRAPE CRUSHERS 


Made in All Sizes 


Good territory open for Jobbers, 


Manufacturers’ Agents, and 
Retail Dealers 


Write Today 


CROWN MFG. CO. 


Box 226 Phelps, N. Y. 











Screw Cases 
and 


Bolt Cases 


Made in many sizes for 
use of hardware stores, 
auto supply houses and 
garages. No more mix- 
ing screws or bolts. Ask 
your Jobber for American 
Bolt and Screw Cases. 
Send for Catalog. 


American Bolt & 
Screw Case Co. 


Dayton Ohio 

















J ‘ ICE 1 


ia FOOLS 


Ice Tools and other equipment 
Write for complete price list, 
discount sheet, display cards. 


Wt MMI iG ‘iG. a, OW (i | 
tly WP | Si | _ ne ni 
* Bor mg ice handling purpose. 
to promptly meet your ro E 
GIFFORD-WOOD CO. 
Main — _ they ng. Y Hill &. 


N. Y. 
| NewYork Fy ag Pittsburgh 








V Wortic sie fl 
Metal = Contains 
66 St ] L 9 150 
Peg > 10c Packets 
ge - Sell for $15 
isplay Cost $10 
Cabinet Profit $ 5 










Moore 
Push—Pins Push-less Hangers 
‘Glass Heads-Steel Points” “The Hanger with the Twist’’ 
To “ Hang Up Things” in Homes, Offices 
and Schools. Nationally Advertised. 

Moore Push-Pin Co. (Wayne Junction) ,Phila., Pa. 


Moore 











HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 ss 1925 











Nationally Advertised 


Guaranteed Radio Parts 


Liberal Discounts to Trade 
Protection to Distributors 


AJAX 
ST. LOUIS 


Ajax 

Crystal Made Right 
- Looks Right 
Set List Price 


$5.00 





No. 18 Plug 


$1.00 


No. 18A Plug Three Types Insulators 
1.00 


te Greatest 
1, 2,3 or 4 ' 
always in series. =" 
° ° Radio 
Ajax Electric 


Specialty Co., 
St. Louis 





No. 32 Insulator 
Full line Radio Parts ~- 


No. 17 flat 40c 
No. 19 round 40c 




















Uncle Sam has adopted 


Soldering ra 











ee Fluxes .“s . 
\¥ Ra * 


He knows what’s best ws #5 re 


SPECIAL CHEMICALS CO. , ~~ ae 
Highland Park, Ill. om « 
(Makers of Pia ‘ 
Speco Solid Sal Ammoniac) 6” 
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Here is the List! 


For you—an opportunity to increase profitt NOW ¢ P 


The ice harvesting season will soon be her dealers—thousands of ice harvesters, large and 
1 Me. 816 8-im Ice King Pilew tools and machinery needed are being bought NOW. small. This field is developed—someone is ) as 
1 No. 412 Plow Roepe Get your share of this ae. ice harvesters the tools they need—why not you, 
There’s a big market—farmers, dairym too. Write for Cataleg No. Fe and sheet of attrac 
1 Ne. 422 6-ft. Ice Saw owners, cenfectioners, ice owe J neietam,. i tive discounts. 
Ne. 444 Splitting Forks MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 
Ne. 457 Calking Bar New York: 56 Chureh St. Chicago: 565 W. Washington St. 
No. 468 Bar Chisel Boston: 222 State Street Pittsburgh: Peoples Bank Bidg. 
Ne. 47@ Fioer Shaver Plants: Hudson, N. Y., and Pa. 























It pays to carry 
“BULLOCK” Malleable Iron Saw Sets 
They will not break 


Bullock Mfg. Associates 
Springfield, Mass. 











ws 3 
HACK “TLE NOX” saws 
coy AD — csncron 
“The Jools in Lhe Plaid Barc” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS —- SCREW ORIVERS ~ GLASS CUTTERS 











Ask your jobber for 


Q. Lindemann & Co. 








PB, Bigg yo OO He gyre 


seh na 
7 





CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 








CMMs ae Manufacturers of 


= BIRD 
CAGES established 1863 


35-37 Wooster Street New York 














THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plaat 
1000 MILITARY RD., BUFFALO, N. Y. 





UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping billard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 





A TRADE MARK 


| 








| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 
























BOLT 


“VICTOR” CLIPPER 


Send for Catalog 











STRATTON + "* 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 














Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 
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STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


bo 
Pr) 
— 











PHILADELPHIA 
Large Stock of Black and Galvanized 
BARS HOOPS CHANNELS PLATES WIRE 
BANDS ANGLES TEES SHEETS METAL LATH 











DEALERS WANTED EVERYWHERE 1... Fence, Gates 





Robertson “Horse Shoe ee Hammers ae 
pment magnet ay so pette . hi G8) fT cme 4 

e tac position for driv- |, : | General Iron 
ing. Awarded the Silver Medal : | UATE il and Wire Work 
(the highest offered) at the Panama- Pacific Exposition. mT Le CHAIN-LINK 
Good profit. Write for price lat. reactl| | WIRE FENCE 



























































Name and design trade marks registered U. 8. Pat. Off. 


= : Ask Catalog ‘ 
ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. THE STEWART IRON WORKS CO., Inc.,225 Stewart Sack, Chediowet, @. 








Mr. Retailer: Insist that our jobber su 
with a complete line of SEYMOUR SMITH PR UNING 
SHEARS and have best made. 


Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BoraAx CoMPouND Co. 
Fort Wayne, Ind. 


Backed by 50 
years’ satisfac- 
tory service. 





SEYMUUR SMITH & SON, INC., Oakville, Conn., U. S.A. 
Sales Agents John H. Graham & Co., 113 Chambers St., New York. OAT. MAY 27,1908 


UNIVERSAL ?? 


Put 
minute. Everlastingly leak-proof. Order 
Hose Clamps. Trademark on every clamp 
ton. Get them from your 

















*“ REQUIRES | 
ONLY | ne ini nea is SAMPLE 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 








































































The “TORREY” American Can J. L. THOMPSON MFG. CO. 
Towra Bach iON CaLvanEco nga Maal Waltham, Mass. 
A Real Man’s Razor Tubular and Bifurcated 
Send for Catalogue of Full Line on aes: 
J. R. tna counties, Worcester, Mass. American Can Company — R [ V E T S om 
“They Have a Send for our Catalogue of ELEVATORS 
Bull Dog-Grip” GRANITE | ) DUMBWAITERS 
TT | | rit catalog 
Manufactured by - CU ING TOOLS : 4 Pte ptt Co. 
weledeaaeans Sales _— — Trow & Holden Co., Barre, Vt. — 211 New St. Philadelphia 
; 1015 Union Bank Bidg., Pittsburgh, Pa. | - 
Economy 
Hose Attachments 6 ee So-Boss Cow Hobble 
Fer eonnecting hose te smooth Perfection Pattern. and Tail Holder 
faucets. Slips en and of easily. Made in All Styles. Seid by Jobber 
Economy Mfg. Co. Recusane, SUNS a “ a te 
oie Somers srecuns fie York simonese ese Works 





























Taintor Positive Saw Set 


All steel. Fully 
Guaranteed. Send 
for Free Book. 


YERDON CAST 
BRASS HOSE BANDS 


give JUST THE SERVICE 
you want Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fert Plain, N. Y. 


AXES SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD dy el Vt. 


FOR EVERY PURPOSD 
FG. CO 
STANDARD “Baivers. Mases. 





TAINTOR MFG. CO 
113 Chambers St. N. "Y. City 


mae tage | 















































HARDWARE AGE 








Allow seven words for Keyed Boz Number Address. 





Wi Tn © 
Set Solid, Minimum 50 words....... 


An Effective Low Cost Contact with Hardware Man- 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 
; ; h additional inch......... 
No illustrations accepted for these pages. aati neon Manag AEB Se 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 


February 5, 





PEreeIeeTErerrrererir. 4 


Each additional word......--.ecseeces n90660eese00ednu te 
All Capitals, Minimum 50 words........ccccccccrsecesecee £00 
Each additional ee Te TTT TTT TTT Ty .08 
S Geet Mee”. covsvocecocveccssceses 0060660606006 0ens ccsee 5.60 


®eeeeeeeee eevee eeeee eee 4.00 
8 insertions 15% off 





Business Opportunities 


Help Wanted 








FOR SALE, .BUSINESS 


(hardware, paints, roofing, etc.) Old 
and well established. No liabilities. 
Owners desire to retire. For particu- 
lars communicate with W. L. Renn, 
Investments, Bankers Trust Building, 
Norfolk, Va. 














FOR RENT—Store suitable for hardware. 
Established as hardware store over 40 years. 
ain street of prosperous South Jersey com- 
munity—greatest poultry center in the country, 
pulation over 20,000. Rent $200 per month. 
easonable lease given. Store available March 
10th. Apply, Frank Mennies, 617 Landis Ave- 
nue, Vineland, New Jersey. 





PARTNER WANTED—Thoroughly experienced 
hardware man having a few thousand, wishes to 
connect with party similarly situated, or would 
invest in thriving established business. Full 
particulars. Address Box G-457, care of Harp- 
ware Ace, New York. 


) W ANTED— 
| Experienced Manager 


for retail hardware, house furnish- 
. ings and plumbing business. Must 
be of clean habits, alert, of g 
executive ability —an unusual op- 
portunity for the right man with 
ossibility of becoming interested 
n a successful, long established, 
highly rated business in midwest 
city of about twenty thousand, with 
diversified industries and unusual 
civic advantages. Give full particu- | 
lars of your qualifications, stating 
age. 

Address Box G-465 
Care of Hardware Age, New York 














Positions Wanted 





FOR SALE—A hardware business established 
35 years ago in a live village located in Western 
New York. Stock will inventory about $5,000. 
The building and fixtures can either be purchased 
or leased. There are living rooms equipped with 
modern conveniences above. Prefer not to give 
possession until July Ist. Address Box G-469, 
care of Harpware Ace, New York. 





FOR SALE—Hardware stock and fixtures, about 
fifteen thousand dollars. Located in one of South 
Florida’s fastest growing towns. Doing a fine 
business, ninety per cent of sales cash. Low 
rental lease. Other interests make it necessary 
to sell. All cash, no trade considered. Address 
Box G-464, care of Harpware Acer, New York. 


FOR SALE—Stock of shelf and builders’ hard- 
ware, paints, household utensils, stoves, washers, 
wheel goods and toys. Sales this year $105,000. 
Business established and growing, central location 
on main street in one of the best manufacturing 
cities in Michigan of over 50.000 population. 
Address Box 6.436, care of Harpware AGE, 
New York. ° 


PARTNER WANTED—real opportunity for 
live man, having $15,000 to invest, to secure in- 
terest in up-to-date hardware store established 35 

ears. Previous hardware experience necessary. 

Additional capital needed to serve thriving in- 
dustrial center Western New England, tradine 

pulation 300,000. Address Box G 471, care of 

ARDWARE AcE, New York. 


Help Wanted 

















HARDWARE and CUTLERY SALESMAN 


with 18 years’ experience desires to make 
connection with manufacturer. Knows all 
the hardware and sporting goods jobbers, and 
is well acquainted with the larger retail 
trade in all parts of the United States. 
Has had foreign experience and opened eleven 
offices abroad. American, thirty-eight years 
. of age. Will go anywhere. Address Box 
G-455, care of HARDWARE AGE, New York. 











Sales Accounts Wanted 


TRAVELING REPRESENTATIVE, well in- 
troduced and highly esteemed, with office in 
New York, is open for additional line of sheet 
metal products tor wholesale hardware trade and 
the chain store syndicates. New York City and 
rincipal cities of middle west as far as 
t. Louis. On commission basis. Address Box 
G-453, care of HarpwareE Acgz, New York, 


SALES ACCOUNTS WANTED—Salesman 
who has been calling on retail hardware trade 
is opening an office as manufacturers’ agent in 
Detroit for Detroit and vicinity for hardware and 
kindred lines. Commission basis. What have 
you to offer? Address Box G-468, care of Harp- 
warE AGgE, New York. 











Sales Representatives Wanted 


HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 


REPRESENTATIVES WANTED—A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri-. 
tory available to big producers. Salesmen cov- 
ering  vomge 4 in a car handling one or two. 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
references. Address P. O. Box No. 321, Salem, 

io, 


TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s “Forty Years of Hardware.” It is 
crammed with sales inspiration, background and’ 
ideas. $3.00 a copy. Order your copy now 
from Harpware Ace, New York. 














HARDWARE CATALOG COMPILER—Now 
compiling jobber’s catalog. Will finish same 
about April 15th, Many years’ experience in 
wholesale hardware and compiling. Will take 
work on page basis or by the month. Can also 
give price on the completed work if desired. 
References furnished. Address Box G-467, care 
of Harpware Ace, New York. 


IF RUSSEL C. LANDER, formerly of 
Oshawa, Canada, will communicate with Box 
212, Oshawa, Canada, he will hear of something 
to his advantage. 


SALESMAN WITH CAR: 5 years’ successful 
selling experience in city and on road. 26 years 
old. High school graduate and unusual refer- 
ences. Have traveled both Ohio and Indiana. 
Want a position with reliable manufacturer sell- 
ing to retailers or jobbers. Salary or salary 
and commission basis. Address Box 300, care 
of Harpware Ace, 538 Guardian Bldg., Cleve- 
land, Ohio. 


Sales Accounts Wanted 














v WANTED: 


Experienced Hardware Catalogue 
Compilers 


Permanent position. State age, 
experience, salary expected, and give refer- 
ences. Address Box 7094-A, care of Harp- 
WARP AGp, Otis Bldg., Chicago. 


length of 














OPPORTUNITY FOR GOOD MAN-—Sales- 
man wanted to sell hardware and mechanics’ 
tools of standard makes to the wholesale trade 
in New York and Pennsylvania for an estab- 
lished sales organization. Must have experience 
in selling. State age, experience and compensa- 
tion desired. Address Box G-461, care of Harp- 
warE Ace, New York. 











WANT SEVERAL ARTICLES for hardware 
trade that can be purchased from manufacturers 
at a price permitting wholesaling of same at a 
reasonable profit and at wholesale only. Address 
Erickson Bros., 216 urel Ave., Arlington, 
New Jersey. 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s “‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 


copy ($3.00). Harpware Ace, New York. 








ESTABLISHED MANUFACTURERS’ 
AGENTS covering seven Southern and South- 
western States desire to add another good line 
having merit and sold exclusively through hard- 
ware or mill supply jobbers. Address Box G-466, 
care of Harpware Ace, New York. 








WANTED — EXPERIENCED SALESMAN 
to call on the jobbing trade in the Denver terri- 
tory and West. Must have thorough knowledge 
in hardware and some experience in handling 
the wholesale trade. Reply, stating experience, 
etc. Address Box G-458, care of HarpWare 
Ace, New York. 


MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and _ territory 
covered. We want none but those who can 
‘‘make good.” For such our proposition is an 
excellent one. Address “S. H.,” care of Harp- 
wARE AcE, New York. 


SALESMEN interested in attractive assort- 
ment of dog collars, dog harness, etc., to sell 
direct to retail trade. Recently organized manu- 
facturer of long experience in this line has good 
territory open for the right men. Only -- 
workers and those with representative lines need 
apply, giving all details, territory, etc., in first 
letter, P. Box 130, Patterson Post Office, 
Baltimore, Md. 


AN OLD ESTABLISHED wholesale hardware 
house, specializing in hardware, mechanics tools, 
sporting goods, auto tools, etc., desires a few men 
who are at present calling on the hardware trade, 
to represent them as a side line proposition, on 
a commission basis. The present representatives 
earn from $50.00 to $100.00 per week. With 
your application give detail of past experience, 
territory you cover, and concerns you represent 
at present and in the past. Address Box G-470, 
care of Harpware Ace, New York. 
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MixccoR; 


Long End Stove Pipe 
Adjustable Elbow 





MiIx~tcoR; 
One Piece Corrugated Stove 


Pipe Elbow 











Better Stove Pipe and Elbows 
A New MUIZCOR.» Line 


OU will readily recognize in the 
Milcor Line of Stove Pipe, EI- 
bows, and Fittings, exceptional 

quality and workmanship. It will 
certainly pay you to add this new 
Milcor Line to your regular stock. 


Milcor Stove Pipe and Elbows are 
made better. The Elbows, for instance, 
are riveted top and bottom. Modern 
equipment insures uniformity of 
workmanship. Every item in the 
line is full weight and full measure. 


Perfectly rounded edges on Milcor 
Adjustable Elbows (above, at left) 


gle i ve, 


permit each section to turn freely 
without becoming disconnected. 
Adjustments can be made quickly 
from any angie between a straight 
line and a right angle. 


The deep corrugations of Milcor 
Corrugated Stove Pipe Elbows, in 
addition to the fact that they are 
formed from one solid piece of 
metal, makes these the sturdiest 
stove pipe elbows on the market. 


Use the Coupon below — or write 
for details and prices. 


- Ww, a EAD ae 
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Main Milcor Sain: at Milwaukee — One of the 3 Milcor Plants 
HOME OF 

Milcor Stove Pipe and Elbows, “Crimpedge” Eaves Trough, “Interlock” Conductor Pipe: 

Trimmings, “Titelock”’ Roofing, Sheet and Roll Roofing and Siding, “Invisible Joint” Ceil- 

ings, Metal Lathand Corner Bead, StockTanks, Ventilators & other Sheet Metal Products- 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 


Kansas City, Mo. 
(Chicago, IIL. 


MILCO 


Stove Pipe & Elbows 


La Crosse, Wis. 
Little Rock, Ark. 


Minneapolis, Minn. 


Boston, Mass. 


*gpaeaese 


= MILWAUKEE CORRU 








Gentlemen:— 


on the Milcor Line of 


February 5, 1925 
The 


MILCOR-S 
Stove Pipe Lock 


HIS sure, simple, Milcor lock- 
: device prevents collapse of 

the pipe, either inward or out- 
ward. The Milcor Lock runs the full 
length of the Pipe seam and can be 
cut at any point without requiring 
rivets to secure a continuously tight 
seam. This is by far the best stove 
pipe seam lock ever developed. 


mem 


The Milcor Lock permits convenient 
nesting of Milcor Stove Pipe for ship- 
ment. Notice the construction of 
this seam-lock. Itis simple, thorough- 
ly practical, and easily assembled. 





Milcor Stove Pipe is packed in wire 
bound boxes—certain to reach you 
safely. And Milcor Service in- 
sures deliveries on time—from the 
Main Plant or any of our branche; 


Pipe as shipped Pg a 
a iibalesllliaene 
GATING © OMPANY 

Milwaukee, Wisconsin 

formation and prices 


te in 
Please send me — pe, Elbows and Fittings. 
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Consider 
Their Needs, Too 


Your car owner friends will soon be busy on 
their cars—your farmer customers on their 
machinery and implements. With the melt- 
ing snow comes the call of road and field. 


Snap-On Wrenches are the specialized tools 
for the many repairs that must be made. Snap- 
On Dealers—with this Display Cabinet and 
the Snap-On Sales Helps—can best serve the 
wrench needs of each individual farmer and car 
owner. And it is a profitable service to render. 


Right now is the best time to put in the Snap- 
On Line. Write for the facts. 

Present Snap-On Dealers: Check up your stock 

and make sure that you have a sufficient supply of 


each Snap-On Unit to meet the greatly increased 
Spring demand, 


SNAP-ON WRENCH CO. 


Manufacturers Milwaukee 


Motor Tool Specialty Co. 
14 E. Jackson Boulevard Chicago, III. 


Exclusive Distributors, with Branches in 18 Principal 
Jobbing Centers 





LOOK FOR THE NAME—WITHOUT IT 
NO WRENCH IS A GENUINE SNAP-ON 


nap 


INTERCHANGEABLE 
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SHAPLEIGH HARDWARE CO. 
ae INTERNATIONAL DISTRIBUTORS : => 


ESTABLISHED 1843 ~Qunine 


TRADE ibis, REGISTERED ST. LOUIS, U. S. A. rmaoe enn’ cunerenns 


iN THE U.S. PATENT OFFICE 


“DIAMOND EDGE 1S _A QUALITY PLEDGE ™ 


Shapleigh National Series No. 1240 
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